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neering advance in panelboard design. 
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Credits and Collections 


THIS lighting issue represents a de- 
parture from EW’s lighting sales idea 
books of the past several years 

Early this year, we decided to take 
a new tack. Our idea was to dig deep, 
find out what was really new in light- 
boil it down, then present 
it to you in the informative 
manner attainable 

Since mid-March, your editors have 
been preparing the 24-page 
report that starts on page 59 

We have employed the mail, our 
news service, the telephone, and 
countless personal calls on manufac- 
turers and distributors in order to 
come up with the very latest in light- 
ing developments. You'll see the cumu- 
lative result as you read through the 
report 

Here’s how it breaks down: 

e “What's New In Lighting”’—A 


ing, and 


most 


special 


d the 


Statement of our purpose af 


benefits you can derive from the re 
port 


e “What's New In Light Sources?” 
An evaluation of lamp types, high- 


( page 59) 


lighting those you will have most 
success with in the coming months 
( page 40). 


e “What's New In Lighting Fix- 


tures?”—An analysis of new fixture 
ideas, exploring materials and their 


likely applications (page 68) 

e “What's New In Lighting Acces- 
sories?”—A look at up-and 
coming dimmers, switches and ballasts 


detailed 


(page 78) 
We're always interested in 
opinions, whether in reaction to what 


ideas 


your 


is printed on these pages or in 
you'd like to throw out for discussion 
among EW’s 13,000-plus readers. In 
this issue, you will find both kinds of 
reader “Letters 
(page 6) and on pages 83 and 8&4 


response in 
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LETTERS TO THE EDITORS 





Calling a Spade a Spade 
Dear Sirs: 


I have read with a deal of 
interest the comments on 
buying by some of our Houston dis 
well as all the distribu- 


around the (EW—July 


great 


contract 


tributors, as 
tors country 
‘61, p 37) 

First, know 
our Houston distributors that have had 
‘contract purchase agreements” with 
wire, conduit, and 

Now, 


like it 


may I say I some of 


contractors on 
steel tube for 
all of a sudden, 
Why? Maybe they 
to their sorrow, customer 
wants all the se that 
with a reasonable gross profit margin 


of 18 or 20% 


several years 

they don’t 
have found 

that the 


Vice, CE., 


out, 


goes 


these dis 


contract 


may I say that 
tributors who enter into 
agreements with specific 
without offering the 
terms, etc., to all of 
are in violation of the 
man Act. 
Third, | 
try: Fine—you want to buy on con 
tract So do we We 


bid on our 


Second, 


customers, 

Same 
their accounts 
Robinson-Pat- 


price, 


would say to big indus- 


want you to 
requirement olf 
have 116 em 


yearly 
gasoline. Since we 
could ask for annual con 


rain 


pioyees we 
tracts on 
umbrellas, 
ity, water 


coats, gas, tires, cars, 


plastics, lumber, electric 


and all of the other prod 
ucts the so-called big industries man- 
ufacture. | 
like it? 
Fourth, which 
when are the 


wonder how they would 


first. 
distributors 


should come 
electrical 
going to acquire enough backbone to 
tell our 
very 


customers we perform a 
his has been 
and every day 
since, and that we must be paid for 
our services just like they 
paid for theirs. There is no 
about takes 
I am proud | am an 
tributor. | 


necessary service? 


proven in two wars 
must be 
mystery 
this; it just a little guts 
electrical dis 
perform a 
function to my 
and to my manufacturer, 
this I am entitled to »e 
that function or 
to do this, must inven 
tory, a credit policy, sales staff, trucks, 
equipment, and know-how. But most 
important, 
policy of 
and have the 
stick to those 
or high wate 
Frankly, we 
tributors today who are nothing but 
brokers” looking to manufacturer 
warehouse stocks to fill and ship thei 


orders for them on a 2 or 3° 


feel | very 


necessary custome! 
and for 
paid for 
service. Of course, 


you have an 


an over-all 
principles, 
fortitude to 


hell 


you must have 


good business 
intestinal 
principles come 


have too many dis 


YTOSS 


profit. This is the man who would 
favor contract buying. If this practice 
is not stopped by the manufacturer, 
the next step by some of our 
tributors will be to carry no stock, 
have no salesmen, have no ware 
house, and then ask the manufactur 
er to send them a commission check 
each month. How stupid can you get? 

Of course, the 
simple. We have had a break 
down in the morality of doing busi 
First, by the manufacturer, who 
who 


dis- 


answer to me Is 
very 


ness 
is volume-happy, finances Our 
competitors and has no principles of 
good second, the distribu- 
tor, who has the faults. If 
manufacturer would 
dollar owed him by a distribu 
tor every month, or put him C.0.D 
on the 25th of the month; if every 
distributor would collect every 
owed him every month or put his 
customer C.O.D. on the 15th or 20th 
of the month, our industry would be 
cured of most of its ill practices with 


in YO 


business: 
same 
every collect 


every 


dollar 


days, because we would lose 
and a lot of 
And, I 
and distribu 


faults 


a lot of manufacturers 


distributors overnight might 
add, the manufacturer 
tors who are guilty of these 
would be good riddance 
You have got to have the 
to tell the that we, the dis 
tributor, are a very part of 


have got to ve 


courage 
world 
necessary 
economy. You 
proud you are a distributor. You have 
got to carry an inventory to 
your customers needs. You have got 
to have know-how. You have got to 


render a 


our 


supp \ 


service to your customers 
Have you got the guts to be a dis 
tributor or that is the question 
I hope you will write a strong 
editorial on this subject and 
spade a spade, and a dirty 


dirty name 


not, 


call a 


name a 


A. DEWALCH 
PRESIDENT 
SOUTHERN ELECTRIC SUPPLY CO 
TEXAS 


HOUSTON 


gladly wri an editor i on 


6 We l] 


the subject, when we more fully ap 


prize ourselves of all its ramification 
those this le {ter 


including noted in 


uv ¢ re 
in this issue, however—it might ap 
pear pallid following Frank DeWalch’s 


po erful words 


just as elad not to have one 


Closing Their Warehouse 


Dear Sirs 


In ELECTRICAL WHOLESALING, Au- 


gust 1960, you published my letter 


Lie 
on agents’ warehouses and stocks. In 


ELECTRICAL WHOLESALING, July 1961, 
under “NAED Reports To 
Industry” (“Manufacturers, Agents 
Taken To Task”), the first paragraph 
of the Conduit Fittings and Boxes 
Committee report reads 
‘The full-functioning electrical dis 
tributor deeply 
concerned at the continued growth 
In many 


local 


page 70, 


continues to be 
areas of manufacturers’ 
stocks.” 

Further on in this report, the 
NAED Tenets of the Electrical Dis 
tributor” are cited 
it quite 


warehouse 


This report makes 
that the growth and 
warehouse stocks have not 
diminished during the past 


clear 
abuses of 
year, but 
this should not be too surprising, for 
the year has haunted by 
by-products 

tight money, large un 


and to add to those bit 


1 
peen reces- 


sion and its 


intense 
competition, 
employment; 
fer ingredients, we 
bad winter 
rt 


had an extremels 
To enhance the taste of 
iS Virtual witch’s brew, the cauldron 
was well-sea and 


soned 


~0il by the it 


brought 
tre switchgear SCa | 


that while conditions have 
altogether fav rable for 

il industry, thev have 
the germination 


t 
stocks 


s, undoubtedly, 


and growth 
rehou eC 
coincidental 
none the less significant and sym 
lat the government 
‘gment of the 


nd made an 


indicted a 
electrical industry 
of t 


industry the 


example before 
other 


reatment: for 


riving any same 
certainly the 
cal industry is not the 


have 


electri 
only 


one to 


gone astray in price ixing but 


is the very root and foundation of 


whole modern industrial-econom 
ic society. The present world simply 
would not and could not be what it 
is without electrical power 

For 
dustry 
trust and responsibility in our 
particularly when 
society is fighting for survival 

blatantly 
that he is 
Premier Khrushchev 
less, but he is 


father, 


that 
tinal 


reason, the electrical in 
occupies a unique position of 
mod 
that 


and its 


ern society, 


adversary and re 


leading 
peatedly tells us going to 
is ruth 
realist As a 
and a Russian 
prefers to bury us 
rather than 
vhereby he would risk having his 


and “Mother Russia” 


Nevertheless, 


bury us 
also a 
grandtather, 
probably 


ne f eco 


nomically atomically, 
progeny evapo- 
into dust 
formulate 
what some one as 
Khrushcheve 
America has no 
choice but to strengthen itself both 
and morally. The electrical 
should be the 


rate atomic 


t is foolhardy to a policy 
on a conjecture of 
unpredictable as Mr 
might do; and so 
materially 


industry nucleus 
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around which the nation builds this 
strength. Whatever any of us can do 
to improve the electrical industry, re- 
gardless of whatever part we play in 
it, will be an improvement not only 
for the industry itself but for our na- 
tion and society generally. 

When a year ago, you raised edi 
torially the issue of agents’ ware 
houses and stocks, and solicited com- 
ments on it, I did not realize that 
n answering you, I was writing a 
prologue for a resultant action a year 
ater, for during the past year oul 
company has given this matter much 


deliberation and discussion with the 
conclusion that it is time to act 

Effective September 15, 1961, we 
are closing our warehouse operation 
at 113 North 23rd Street, Philadel 
phia, Pa.. and resuming our opera- 
tion at 2014 Chancellor Street, Phila- 
delphia, Pa > solely as sales 
representatives 

As I wrote in the last paragraph 
of my letter to vou last vear Again 
to borrow an excerpt from your a! 


cle. ‘the wholesale distributor per 
f 


orms many important functions, but 


maintaining a stock of goods is the 


most important.’ This is the crux of 
the whole matter, and the sooner 
that the industry determines to put 


t 
ts house in order by abiding by that 
principle, the sooner the industry will 
return to a wholesome perspective 


By this action, we are not assuming 


i “holier-than-thou” attitude or 
pleading immunity to the sins of 
warehousing, but we feel that in 


emphasizing our role solely as sales 
representatives, we are performing 
our true function in the best interests 
both of our principals and our cus 
tomers. to both of whom we are 
vrateful for their support, past, pre 
sent, and future. We also feel that 
this action is in the best interests 
and traditions of the electrical dis 
tributor in accordance with the afore 
mentioned “NAED Tenets.” 

he future will prove whether o1 
not our action is justified, and also 
how seriously distributors are con- 
cerned about the growth of agents’ 
warehouse stocks. We sincerely hope 
that our action will be proved cor 
rec 

FRANK MEYER, I 

PARTNER 
HARRY G. ANCHUETZ CO 


PHILADELPHIA, PA 


e Mr. Mever is to be commended for 


his admirably-stated convictions and 


the willingness of his company to 
make a change based on principle. We 
have informed him that within a vear 
ve Shall contact him in the hope o 
opPtaining information for an article 
in | Hu on the VuCCeSS OF failure or 


fhe change 
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cutting far easier. Perfectly 
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match. Extra-long shank pro- 
tects handle threads. . . assures 
easy pressure application. 
Large, smooth handle gives a 
comfortable, powerful grip. 
Try it, and they'll find a 
built-in cushion keeps the cut 
ter wheel “on track”’ through 
hard or uneven spots. Rugged 
frame, guaranteed not to break 
or warp, stays straight for 


clean cuts every time. 
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TIMES and TRENDS 





Lighting Is Looking Up 


The lighting business is a paradox and a puzzle- 
ment. It holds great promise but often presents little 
reward to its producers and sellers. Lighting is one 
of the most durable symbols of the electrical age, 
but the business itself has been riven with cheap 
copying, poor salesmanship, a lack of ethics, excessive 
price-cutting, double-dealing instead of distributor 
policies, and a host of other ills that more common- 
place commerce is heir to. This is not to malign 
everyone, but it is a fact that a variation of Gresham’s 
Law has been at work in the lighting business: cheap 
products and bad practices have long tended to drive 
out better ones. 

In some respects, this issue of ELECTRICAL WHOLE- 
SALING reflects the disparity between expectations and 
fulfillment. The problems that beset distributors are 
stated in an eight-city survey starting on page 106. 
The old complaints are in evidence—price-cutting in 


We Love Letters 


Any publication worthy of its name should have <« 
“Letters” department. If it doesn’t, you can generally 
attribute it to one or both of these reasons: (1) the 
magazine doesn’t pull any letters, or (2) the editors 
are afraid to publish the ones they get. Either is 
indicative of a wishy-washy editorial policy. There 
may be an occasional paper that simply is disinclined 
to publish its reader reaction, but such is indeed a 
rarity. 

The free press is a fundamental support of the 
democratic process, and it has an obligation to print 
the voice of dissent. For a publication to suppress 
criticism is akin to preventing an opposition speaker 
from participating in legislative debate. It is a denial 
of the democratic heritage that made the publication 
possible in the first place. 


On Professionalism and 


We conceive the purpose of this page to be more 
profound than simply to beat the drums for the edito- 
rial contents of an issue. But when the material therein 
is so timely and profoundly useful, we find the role 
inescapable. 

Samuel Kaplan, a distributor in Tucson, Ariz., 
pleads for professionalism in small business and out- 
lines the requirements he feels a small businessman 
must meet to elevate himself to a professional level 
(page 84). His words should be committed to memory 
and action by every small distributor. The advantages 
small business has always held—flexibility and close- 
ness to customers, employees and market—may no 


particular. Perhaps we're reading something into the 
verbatim comments, but it seems that a volume of the 
old vehemence is gone. Or else some distributors 
decided there is no point in complaining. In any 
event, the griping isn’t unanimous. So, to this extent, 
the lighting business has taken a turn for the better 

What makes us think that things will continue on 
the upgrade is contained in a special section starting 
on page 59. “What's New in Lighting” is a report 
and evaluation by three EW editors—George Farley, 
Bob Bush and Herb Cavanaugh—of new and exciting 
developments in light sources, fixtures, materials and 
accessories. Some of the products covered have been 
on the market a relatively short time, others have just 
been introduced, and still others are not out of the 
laboratory. The opportunities for creative selling that 
they present should stimulate new interest in the trade 
and push the lighting business further out of its ruts. 


We take our responsibility in this respect seriously. 
The reader always has the right to challenge our 
contentions or quibble with our findings, and see his 
opinions in print. In fact, we welcome them. On 
occasion, we'll give the original author an opportunity 
to respond to his critic in the same issue, but this 
should serve only to make both weigh their words 
more carefully. 

rhis issue contains two excellent letters (page 6) 
Frank DeWalch, a Texas distributor who dots his 
i's with a six-shooter, fires a verbal volley at contract 
buying and other symptoms of what he considers 
“a breakdown in the morality of doing business.” And 
Frank Meyer, a Philadelphia manufacturers’ agent 
sets down lucidly and earnestly the reasons wh 


agency is closing its warchouse 


Ethics 


longer provide the necessary margin of safety. Simply 
to survive in today’s economic climate demands that 
small businessmen adopt and adapt some of the strong 
points of big business. 

Paul Bowers, a manufacturers’ agent in Buffalo, 
N.Y., dusts off some fundamental truths in “Chiseling 
Is Chiseling—Not Competition” (page 83). The re 
cent antitrust actions may have left an impression 
that price-fixing and bid-rigging are the only ethical 
considerations in business that count. Well, Paul 
Bowers pinpoints some others, and with his customary 
verbal virtuosity. His metaphor for an epidemic of 


price-cutting: chisel cholera 


rr hla 


Editor 
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Strip Outlets Meet Buyer 
Demand For Convenienc 










Safety, adequacy not enoug 
home buyers want convenience in electrical wirin 
















Electrical wiring, to the user, is but “Residential Wiring Handbook” : 
the means to the end — a method fords safety and adequacy. Both f: 















of making electrical power avail- to include convenience. 

able. Today, he assumes home wir- Following NEC requirement 

ing will be safe and adequate. What the basis of 3 watts per squar 

he seeks is convenience a residence with an area of 
Convenience, in user terms, means ft. is provided with two br 

plenty of outlets located so as to cuits which serve gener: 

avoid use of dangerous extension tion and all receptacle 
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Typical helpful information 
from monthly 4-page ad in 
Electrical Construction and 
Maintenance — moves goods 
from distributor shelves. 








All WIREMOLD products are sold 
through electrical distributors — your 






best source for all electrical products. 
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TOP OF THE NEWS... and its significance to you 





3M To Sell Insulation 
And Wires Division 


FTC Seeks Testimony 


Four Utilities 
File Suits 


Justice Department 
Pushes Consent Decrees 


Distributors Report 
On Lighting Sales 


Industrial Output 
Hits Record High 


Rome Cable Revises 
Conductor Prices 


Buys Tulsa 
Wholesale Business 


Heavy Equipment 
Prices Rising 





Minnesota Mining & Mfg. Co. has agreed to sell its insulation and 
wires division, closing an FTC complaint filed against the company 
last year after the 1956 acquisition of three related insulation prod- 
ucts makers from Essex Wire Corp., Ft. Wayne, Ind. The company 
must sell the three units of its insulation and wire division before 
January 1, 1962. 


The Federal Trade Commission has asked a Philadelphia U. S. Dis- 
trict Court to allow its investigators to go over grand jury testimony 
in two electrical equipment price-fixing cases. The commission is 
constructing a case against 19 manufacturers for violation of a 1938 
cease and desist order. The FTC said that if violations are discovered 
the agency has the right to collect penalties up to $5,000 for each 
offense by a company. 


Four Midwest utilities have filed jointly in a Chicago U. S. District 
Court damage suits naming 19 electrical equipment manufacturers 
involved in a price-fixing conspiracy. The utilities who filed suit are 
Commonwealth Edison Co., Chicago; Central Illinois Electric and 
Gas Co., Rockford; Northern Indiana Public Service Co., Hammond 
and Public Service Co. of Indiana, Plainfield. 


[he Department of Justice is expected to continue working out 
sent decrees with defendants in the Philadelphia antitrust cases soo: 
General Electric Co. is expected to be the lone holdout on signin 


because of a clause barring “unreasonably low” prices 


Most of the nation’s electrical wholesalers contacted in an eight-city 


survey predict a bright future for the lighting business. For distribu 
tors’ views on lighting—sales and profits—see News for the Indus 
try, p. 106. 


Industrial output surged to a record high in July, according to ih 
Federal Reserve Board. The board placed its seasonally adjusted 
production index at 112% of the 1957 average, up from 110° in 
June this year and July, 1960. It took the index five months to 1 
bound to a new high from its 1960-61 recession low of 102‘ 


Rome Cable Div. of Aluminum Company of America has announced 
revised price levels for all its bare and covered aluminum electrical 
conductors. The increases range from 1% for the smaller sizes to a 
maximum of 4% for the larger sizes. 


Several Tulsa, Oklahoma businessmen have purchased Electric Sup- 
ply Co., with plans of expanding the firm into the electronic supply 
field. The firm will be headed by M. L. Roach, president of Roach 
Equipment Co. Carl Mullen, associated for 25 years with Nelson 
Electric Supply Co., will be executive vice president. 


I-T-E Circuit Breaker Co. has announced that prices of heavy elec 
trical equipment “are moving upward” from “exceedingly low levels’ 
of recent months. The company, however, called the improvement in 
prices for this equipment “somewhat slower than anticipated.” 
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CONTROL UNIT SRC-601-I 
Plate is shown in 
actual size: 44%" x 2%" 





TOROID COILS SR-600-S 
in aluminum box for remote 
surface-mounting. 
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Another Hubbell 


breakthrough! 


{) THE FIRST 
AND ONLY 
WALLBOX-SIZED 
FLUORESCENT 
DIMMER 


CONTROLS INCANDESCENT, TOO! 


e The new ‘‘Hubbell-trol’’ Dimmer is the only dimmer that 
controis fluorescent from a standard 2” deep wallbox. 


e itis the only one that dims fluorescent and incandescent on 


the same circuit. 


e itis the only one with a transformer that doesn’t have to be 


buried in the wall at the switch location. 


The ‘‘Hubbell-trol’”’ 600-watt dimmer is a new kind of 
dimmer .. . a saturable reactor . . . and it offers a combination 
of user-advantages that auto-transformers, silicon rectifiers, 
or rheostats can’t duplicate. One example: it saves more 
than $100 on a 16-lamp fluorescent installation because it 
works with fixtures having low-cost dimmer ballasts 


September trade journals are launching the ‘“‘Hubbell-trol’ 
Dimmer to architects, contractors, and users. That gives 
you just enough time to find out more about it yourself. 
Your Hubbell representative can give you the selling facts. 


eel) DIMMER 


HARVEY HUBBELL, INCORPORATED * BRIDGEPORT 2, CONNECTICUT 


~—~* 
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NEW PRODUCTS 





Control 


Sequence control 
electric heating 


designed 


In control, switching circuit ties to- 
gether number of 5-kw load modules 
to form single unit. Modules consist 
of load switch and two _ transfer 
switches that operate by thermal ex- 
pansion rods. Electric circuit is such 
that current in thermostat remains at 
low uniform value to insure stable 
anticipation regardless of number of 
heat banks in use. In_ operation, 
model 36 activates or deactivates 
heater banks _ successively. Load 
switches control heat banks. e Con- 
trols Company of America, Heating 
and Air Conditioning Div., Mil- 
waukee, Wisc. 


Relay 


Unit operates in wide variety of 
applications 
Panel-mounted time delay relay op- 
erates in variety of applications with- 
out need for modifications or altera- 
tions. By selecting desired input and 
output circuits, seven load circuit pro- 
grams are available with these basic 
control applications: momentary 
Start-automatic reset; momentary 
start-electrical reset; sustained switch- 
ing; tandem operation. Series 6100 
time delay relay offers easy accessi- 
bility to all parts. e Bristol Motors 
Div., Vocaline Company of America, 
Inc., Old Saybrook, Conn. 


Heaters 


Line features more color and fewer 
models 


Multiple wattage and combination 
radiant-convection heaters 
tured in new line. One unit offers radi- 
ant heat from ribbon elements and 
forced-air, circulating heat from sep- 
arate set of helical elements. Selector 
switch permits choice of 1320 or 
1650-w heat. Unit also includes safety 
tip-over switch, automatic thermostat 
and fan. Other unit offers choice of 
1100, 1320 and 1650-w heat ranges. 
Third unit in Titan series features 
heater in 1320-w model and 1650-w 
model. e Titan Sales Corp., Buffalo, 
N.Y. 


are fea- 
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Circuit Breakers 


Units have higher interrupting ca- 
pacity and larger frame sizes 
New line is divided into 2 groups: 
FP-50 series consists of three in- 
creased frame-size breakers based on 
continuous current ratings of 400-, 
800-, and 2,000-amps with 50,000- 
amp asymmetrical I.C. at 600-v ac; 
FP-100 series offers 2 frame sizes with 
100,000-amp asymmetrical I.C. in 
continuous current ratings of 3,000-, 
and 4,000-amps at 600-v. e Federal 
Pacific Electric Co., Newark, N.J. 


+ 


Wedge Clamp 


All-aluminum wedge clamps de- 
signed for aluminum neutral mes- 
sengers 


Aluminum-to-aluminum contact be- 
tween conductor and clamp eliminates 
bi-metallic galvanic corrosion, and is 
said to add substantially to clamp’s 
service life. Construction is heavy- 
gauge, high-strength aluminum alloy. 
with flexible nylon-jacketed bail or 
rigid stainless steel bail. Design of 
clamp eliminates need to thread cable 
through clamp. Wedging action grips 
tightly along entire length of con 
tact. @ Jasper Blackburn Corp., St. 
Louis, Mo. 


Break Finder 


Unit spots breaks in electric ceil- 
ing heating cable 


Unit called Fault Finder locates 
breaks in electric heating cable em- 
bedded in finished dry wall or plas- 
tered ceilings. Unit can also be used 
to spot plastered over outlets, junction 
boxes, wiring within walls. Transistor- 
ized unit consists of transmitter signal 
pack, a receiver pick-up with telescop- 
ing antenna probe, and earphone 
headset. Size of unit is 3%6 in x 2 in 
x 1%6-in. e Electric Radiant Heat, 
Inc., Fort Wayne, Ind. 


Fixtures 


Mercury vapor unit suitable for 
hazardous locations 


Available in 2 basic sizes to accom- 
modate 250 and 400-w mercury va- 
por lamps, fixtures can be obtained in 
pendant, ceiling, bracket or flush con- 
crete mounting type arrangements 
Construction is copper-free aluminum 
castings with steel porcelain enamel 
reflectors of various types. Clear 
globes available in smooth, fluted or 
prismatic style. e Killark Electric 
Mfg. Co., St. Louis, Mo. 


Outlet Covers 


Designed for FS boxes and switch 
boxes 


When one half of 
other half is closed securely 
close automatically when caps are re- 
moved. Any padlock can be used to 
lock both covers in place securely. As 
long as padlock is in place, center 
screw is inaccessible and cover cannot 
be removed. Heavy rubber gaskets 
provide seal against elements. Plate 
and covers are aluminum with baked- 
on laquer finish; springs are stainless 
steel. e Pass & Seymour, Inc., Syra- 
cuse, N.Y. 


outlet is in use. 


Covers 


Appliance Control 


Turns appliances on or off within 
12-hour period 


Called Appliance Minder, unit makes 
any small appliance automatic. Unit 
fits into standard 4-gang box. De- 
signed primarily for kitchen installa 
tion, but also suitable for workshops, 
recreation rooms and other rooms 
where appliances are used. e M. H. 
Rhodes, Inc., Hartford, Conn. 


Pressure Switch 


Hydraulic unit features wide range 
of pressures 


Pressure is adjustable from 2,000 to 
15,000 psi on rising pressure. Switch 
has oil-tight construction, is offered 
with one or 2-pole snap_ switch 
Switch is said to be capable of operat- 
ing rates up to 300 per minute. Strain 
relief provision prevents damage from 
shock on violent pressure surges. e 


Square D Co., Asheville, N.C. 
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NEW EFCOR BAR HANGERS 


NO 
DISASSEMBLY 
OF STUD! 





LOCKS BOX TO BAR 
IN ONE QUICK STEP! 


CUTS ASSEMBLY TIME Just remove the outlet box knockout, slip box over bar hanger stud, 
tighten with screwdriver, and you're set! No parts to remove and replace. 


Plus these added features for fast, dependable installation! 


EXCLUSIVE LENGTH GAUGE 


Lets you pre-set hanger bar length before 
= installation. 


EXCLUSIVE GRIPPER PRONGS* 
Permanently locks prong into wood. 


*Pat. Applied For 
HEIGHT GAUGE 


Accommodates most common settings— 
easily snapped off for other applications. 
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EXCLUSIVE NON-SLIP BAR SECTIONS 


Slide easily for proper length setting 
but will not fall apart 


HEAVY-DUTY CHANNEL DESIGN 


Special rib-reinforced bar cross-section 
| resists bending, twisting— 
takes 20% greater loads. 


Available in both stud and no-stud assem 
blies. Can be reversed for additional in 
Stallations. Just two bar sizes cover any 
length from 111%” to 26%”. Also available 
in preassembled box and bar units. SEND 
FOR FREE SAMPLE 


ELECTRICAL FITTINGS CORPORATION - EAST FARMINGDALE, WN. Y 





Baseboard 


Said to feature full protection from 
hot elements 


New baseboard design said to offer 
full protection from hot elements 
Heat density is 250 w per ft at 240 v. 
Available in 3, 4, and 5-ft lengths 
Depth: 2%8 in. Height: 6 in. Heater 
mounts directly on wall. No fan or 
moving parts and accessory items are 
available. e Sun-Tron Div., Methode 
Mfg. Corp., Chicago, Il. 


Pushbutton Switch 


Iluminated pushbutton switch has 
10-amp capacity 
Switch provides one-button control of 
2 separate Available with 
either momentary or alternate action 
design. Momentary-action 
switches circuits as long as pushbutton 
Released, button returns 


to its original position and circuit 


circuits. 
design 
IS depressed 


Lamp and switch terminals are com- 
pletely separated for independent wir- 
ing. Incandescent bulbs operate on 6, 
12, or 28 v. Switch rated 10 amps at 
125 or 250 v ac, 30 v de. e Micro 
Switch Div., Minneapolis-Honeywell 
Regulator Co., Freeport, Il. 


Luminaire 


Designed for outdoor or indoor 
locations requiring soft effects 


Pure white opal glass spreads evenly 


diffused light down and out in wide 
yattern to illuminate porches, walks 
and other outdoor areas. Line is es 
pecially effective for architectural in 
stallations since all fixtures can be 
100-w, 150-w, or 200-w 
lamps. e Stonco Electric Products 
Co., Kenilworth, N.J, 


used with 
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Door Operator 


Electric automatic unit 
for commercial applications 


suitable 


Designed for every type application, 
pneumatic models designed for instal- 
lation above header and in threshold, 
hydraulic for installation in threshold 
Electric operator (model EH-1!) de 
signed for in-the-header mounting, 
second model (EV-1) available for 
visible mounting. Unit has standard 
110-v, 60 cycle, 1 phase power sup- 
ply with optional plug-in or direct 
wiring. Fuse and overload protection 
and built-in disconnect switch are in- 
cluded. e The Stanley Works, New 
Britain, Conn. 


Flocdlamp 
Line provides NEMA beam spreads 
| through V 


Sportoflood line 
aiming, special wick filter, and easy 


features rifle-sight 
maintenance. Special dual inner re 
flector, 


other refinements are said to produce 


proper reflector contour and 


higher lighting efficiencies, and more 
uniform distribution patterns. Built-in 
filter wick keeps condensation at a 
minimum and filters out dirt. e Ap- 
pleton Electric Co., Chicego, Hl. 


Portable Heater 


Designed to operate in problem 
heating areas 
Three push-button controlled unit has 
2-level heat choice of 4800 and 2400 
w. Unit contains built-in heavy duty 
hydraulic thermostat. AC motor and 
polarized 20-amp, 240-v 
plug provides heavy duty perfor 
ance. Heater is 14%4-in high, 15-in 
in deep. Finished in 
grey or white. @ Markel Electric 
Products, Inc., Buffalo, N.Y. 


3-pronged, 


wide, and 124 


Lampholder 


Miniature lampholder designed for 
T-5 fluorescent lamps 


lampholder has been en 


Bi-pin 
gineered for 4, 6, 8 and 13-w lamps 


n 


and measures in high \ in dee} 
x 'o-in wide. Lampholder available 
in either black or white and rated 
75 e Circle F Manufac- 


-w, 250-Vv 
turing Co., Trenton, N.J. 


Floodiamp 


Amber color added to line of spot 
and flood lamps 


Four lamps now available with amber 
filters. They are the 100-w and 150-w 
hard-glass projector lamps and the 
75-w and 150-w reflector lamps. e 
General Electric Co., Large Lamp 
Dept., Cleveland, Ohio. 


Switch 


Electronic relay said to switch up 
to 15 amps 


Switch, designed to operate solenoids, 
heaters, regulators, instruments, con 
tact meters, etc., has relay contacts 
that will handle maximum of 15 amps 
at 115 v, 60 cycle ac (noninductive 
load). Current is amplified by vacuum 
tube circuit which, in turn, energizes 
control relay. Single-pole, double 
throw relay contacts are wired to con 
trol 2 “normally closed” and 2 “nor 
mally open”, 3 terminal grounded fe 
male outlets. Built-in signal light goes 
on when switch is energized. e Cen- 
tral Scientific Co., Div. of Cenco In- 
struments Corp., Chicago, Il. 


Cable Kit 


Designed to prevent damage to 
roof and ceilings due to ice, etc. 
Electric heat cable kit, designed to 


prevent winter ice-thaw and wate! 


damage to roofs, ceilings, insulation 


introduced. Kit 


includes heating cable, double alloy 


end walls, has beer 


encased in heavy-duty, water-proof 
vinyl insulation, with 10-ft, non-heat 
ing lead wire and molded plug at 
tached. All connections and end are 
hermetically sealed. Available are 120 
v models in 20-ft to 100-ft lengths 
Iso 240 v models in 40-ft to 200-ft 
lengths. e Easy-Heat, Inc., Lakeville, 


Ind. 


Enclosures 


NEMA type 12 disconnect switch 
enclosures designed for safety 


Switch enclosure protects against 
dust, dirt, oil and water, maker says 
Steel removable panel is mounted in- 
side on collar studs. All seams have 
continuous weld. Units come in 7 
standard stock sizes, offering height 
ind width selection ranging from 24 
in x 20 in to 42 in x 30 in, with 
constant depth of 8 in in all sizes 
All enclosures are furnished with 2 
switch 
either 30-or 60-amp switch, nonfused 
or fused. e The Huenefeld Co., Cin- 
cinnati, Ohio. 


brackets to permit use ol 
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ONLY 


GEDNEY 


LIQUID-TIGHT 
FITTINGS OFFER 
ALL THESE 
BENEFITS 


MAXIMUM PULLOUT. Extensive lab testing has proved 
conclusively that Gedney Liquid-Tight Fittings equal or ex- 
ceed the breaking point of liquid-tight conduit...cor 
start tight and stay tight through extr: ; 
RE-USABILITY. Gedney Liquid-Tight Fittings can be used 
again and again without destroying the brass grounding ferrule 
..the liquid-tight conduit is never damaged or made unserv- 

a INDESTRUCTIBLE MALLEABLE IRON. Heavily plated 
POSITIVE SEAL. Even the highest viscosity lubricants, oils ...the toughest metal known for fittings. Offers highest thread 


. ‘ . +t} > acl rr 
or other liquids cannot penetrate the never-hardening vinyl strength. Resists sharp 


: , ‘ . | n shra 
sealing ring. The seal also effectively bars chemicals, fumes, blows and vibration. a= 2 
dust and ome x? »m itter...Gedney Liquid-Tight Fittings When you can't take a J 
serform be , longer, more rel ly. F 
perl 1 better, 1 ; chance on quality, spec- 


WIDE RANGE OF SIZES. Straight and fittings from ity GEDNEY Liquid - 
1. through 4 iS thr Tight Fittings. They're | GEDNEY ELECTRIC COMPANY, INC. 





the finest you can buy. h Ave., Radio City, N.Y. 20 


For descriptive litera- ng point: 


INSULATED THROAT. Available in sizes 2 in. through 2 in. ture, write or call: 








BELL 
the BEST « 
WEATHERPROOF 


MOST COMPLETE LINE 


of Weatherproof 
COVERS and BOXES 


SAF-T-LOK® 


WEATHERPROOF 


SNAP COVERS 


L@ 
& RECEPTACLES =a 


Snap Open . Stay Open Snap 
Shut! 1 to 10-Gang Combination Switch 
& Receptacle Device. 











NEW EXTRA-SAFETY 
TAMPER-PROOF 
SNAP-COVER 

bination switch and receptacle. 
Yew! Easy Installation 
CAST 


Equipped with Padlock 
Hasp — Stops Current Pil- 
ALUMINUM 
BOXES 


ferage, Tampering, Acci- 
1-Gang and 2-Gang 


SOLID BRASS 
dental Shock. 1, 2, 3-Gang 
3 to 7 hubs, %” or % 


Tew! Construction Features 
Duplex Receptacle, or com- 
with aluminum plugs. 


, “a 
~~ 
Pa 


Tew! UNIVERSAL BOX 


fits practically any cover — holds device 
firmly. 


Yeu! Quality Performance 


NEW PORTABLE 
WEATHERPROOF 


LAMPHOLDER 


OUTLET BOX 


Lampholder, outlet and 
in aluminum housing. Complete 
with spike and cord. Spikes in 
ground for electricity and light- 
ing where needed 





switch 


Write For Complete Weatherproof Catalog 


5735 S. Claremont Ave 
Chicago 36, Ill. 
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ARCS and SPARKS 





Is the Medallion Home 
Becoming a Monster? 


By Warren P. Stark 


Treasurer 
Gulf Coast Electrical Supply, Inc. 
St. Petersburg, Fla. 


In submitting this piece to ELEC- 
TRICAL WHOLESALING, Mr. Stark 
described it as “a statement of my 
opinion about a trend which I believe 
will he damaging to small wholesalers 
in the electrical industry.” EW 
that any such damage will be minimal 
The small distributor plays an impor 
particularly 


in serving and developing the residen- 


hopes 


tant role in the industry 
tial market 


S the Medallion Home becoming a 

monster? If present trends continue, 
this question may be answered in the 
affirmative. This is because the Medal- 
lion Home Program has lost its origi- 
nal purpose and meaning 

[he purpose of the Medallion Home 
Program was two-fold. The first was 
to provide home owners with more- 
lighting and 


The second was 


wiring, 


than-adequate 
electrical equipment 
to promote the sale of the necessary 
equipment to accomplish this. The 
achievement of these aims would cer 
tainly prove beneficial to both the 
electrical industry and the 
public. However, the Medallion Home 


general 


idea has taken on more sinister as 
pects which may eventually 
this program as well as a segment of 
the electrical industry. 

The original Medallion Home idea 
encouraged the use of sufficient elec- 


destroy 


trical equipment and devices to insure 
full utilization of present and future 
technology in the electrical field. Ade 
quate wire equip- 
ment were promoted to provide the 


sizes and service 
electrical capacity to operate the won 
derful conveniences of today and to 
morrow. This was all to be accom 
plished on a nonpartisan basis. The 
power companies were the main driv- 
ing force behind this program, as- 
sisted by their adequate wiring bureaus 
with the cooperation of electrical man- 
ufacturers, wholesalers and contrac- 
tors. The aim was to achieve higher 
standards, not to promote 
brands or companies 

This situation, however, is rapidly 
changing. Some large companies are 
using the medallion idea to promote 
their own products. Thus, the Medal 


specific 


lion Home is gradually becoming an 
advertising gimmick for full-line com 
bination manufacturer-distributors. If 
this trend continues, the Medallion 
Home will no longer mean what was 
originally intended, but will be a trade 
mark for those companies W ho so use 
it 

This policy will not only destroy 
the Medallion Home idea, but may 
well tend to destroy competition in the 
distribution of electrical goods. Let us 


say, for example, that Company B 


(for Big) offers a large project builder 
a $50 advertising allowance per house 
or apartment, and the use of its medal 
lion if he uses the required amounts 
of Company B products exclusivel! 
The allowance and the medallion go 
together in this program. These prod 
almost all the wiring 


70 Into 


ucts include 
equipment and appliances that 
a home. Also, as part of its Medallion 
Home Program, Company B 
the builder that his 
tractor will 

prices, thus assuring the builder th 


his electrical bid will be no hfgher. A 


dec de 


issures 


| con 


electrica 


meet all competitive 


a result of this program, he 
to specify Company B products to re- 
ceive the additional $50 per unit ad 
vertising allowance 

What does this mean to Compar 
(for Small) who is competing in the 
Company S w 


‘ 


same trading area? 
very satisfied with the 
company’s Medallion Home 


tion. It meant increased business for 


local powell 


promo 


him and all his competitors because 
the general public was becoming more 
illumination 
services and electric heat. Howeve 


the Medallion Program of Compan) 


aware of better larger 


B is not so pleasant. He foresees his 
business diminishing because of it. It 
is now impossible for him to supply 
this medallion job. He can not sell 
quality, service or price. For the dif 
ference of $50 per unit, he may not 
even be able to sell friendship. What 
offer a similar 


program? No. He does not have the 


can he do? Can he 


resources or the brand name to offer 
He makes his profit 
level only, not at 


such a program 
at the 
both 

levels 
He cannot use profits from other di 


wholesale 
wholesale and manufacturing 


Thus, his.resources are limited 


versified products to help defray the 


cost of such an expansive program 


Continued on page 131 
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A Complete Line of Carol Cord Sets 
and Extensions in Durable Vinyl Packages 


A complete line of profit-packed 
Carol cord sets and extension 
cords means many ways to catcha 
customer's eye. And Carol's “see 
through” vinyl packaging and big 
new service display makes every 
one easy to see... easier to sell. 

For heater appliances... vacu- 
um cleaners... power supply... 
ranges and dryers ...indoor and 
outdoor extensions — each set is 
clearly marked and easy to reach 


on the handy serve-yourse/f dis- 
play. That's double-barrelled sales 
power! 

This distinctive Carol display 
rack is yours — and it doesn't cost 
you a cent — when you order the 
fast moving initial assortment. So 
get in on Carol's profit making 
sales program for cord sets and 
extensions ... Write, wire or call 
Carol today — or fill out the cou- 
pon for details. 
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THE COMPLETE LINE 
...- AND IT'S PACKAGED 


Carol Cable Company, Dept. 19 
Pawtucket, R. |. 


Gentlemen: 


Send me full details on Carol's profit- 
packed replacement cord sets and 
extensions. 


Name. 
Company. 
Address. . 
City 








Comparison from the standpoint of safety engi- 
neering will show there’s no unit in electric heat- 
ing to match Electromode’s exclusive All-Alumi- 
num Safety Grid. Only Electromode has this 
feature, tested and time-proven to be the safest 
on the market. It’s the grid that boosted Electro- 
mode to leadership in the electric heating field. 
There are no exposed hot wires. No glowing 
coils. Allheating elements are permanently embed- 
ded deep inside a cast aluminum 

sheathing, assuring positive pro- Em 
tection against fire, shock or burn. (Ay, ® 


cy, 





SP 





si 





ELECTROMODE LOW-LEVEL 


Utilize Electromode's efficient 


the area. 


other big rooms. Come in 





Safety Grid 


WALL MODEL DOWN-FLO HEATERS 


Down-flo principle. 
odorless, fan-circulated heat is evenly distributed throughout 
Ideal for cold hallways, recreation rooms, and 
both Recessed and Surface 


Mounted models. Ali have Electromode's exclusive Aluminum 


PORTABLE SUSPENSION TYPE 


Especially useful for supplying extra heat in widely separat- 
May be plugged in temporarily or suspended 
Adjustable 


ed areas 
from swivel-type brackets. Automatic thermostat 
louvers permit flexibility in directing fan-forced warmed air 


where most desired 


and YOU will 


Sell 


.E'lectromode 
flameless 


ELECTRIC HEAT 


You may be the first to admit that some of your customers are 
real experts on the relative quality of heating products—contrac- 
tors and engineers who hove closely compared the entire field 
Aluminum Sofety 
heat 


They know that Electromode’s exclusive Cast 


Grid makes it the cleanest, safest and most efficient electric 


on the market today 


Compare facts with some of these experts. You will find re- 


newed assurance as to why it pays handsome dividends to stock 


and sell the full line of Electromode Flameless Electric Heat. Offer 


your customers the best. Offer Electromode 


BASEBOARD HEATERS 


Offer the last word in modern heating for any home Electromode 
heating provides the comfort of radiant warmth along outer wal 
windows and across floors. Come in varying lengths. Customized, m 


fittings permit a pleasing baseboard effect in any size or shape 


BATHROOM and SMALL 
ROOM HEATERS 


Just right for small rooms. Perfect for bathr 
where extra warmth is frequently welcom 
vides quick, economical warmth with the fi 


at the select. Aut 


switch temperature you 


thermostat keeps it there Smart styling 


bathroom beauty 


COMMERCIAL DOWN-FLO TYPE 


Here are units that provide the perfect answer 

many hard-to-heat areas. These sturdy heaters con 
in a wide range of capacities. Abundant, evenly fan 
circulated warmth is assured for factories, auditor 


ums, schools, churches. Automatic thermostat is tamper 


proof, Complete heat regulation may be arranged 


from a remote central control point. 


Write today for free literature 


MEET EVERY HEATING NEED > 


Electromode's complete line embraces more than 400 types, models and capacities 


of flameless electric heating units and systems for every purpose. Included are wide 


-E'lectromode 
Division of Commercial Controls Corporation 


Dept. EW-91 ROCHESTER 3, NEW YORK 


hoices for residential, commercial, industrial and farm application. 


ELECTRICAL WHOLESALING—September, 1961 

















PREMATURE 
“DESTRUCTION 


OF FLUORESCENT LAMP BALLASTS 
... AND ELIMINATES THE NEED 
FOR INDIVIDUAL FUSING. 





ADVAN-guard” protects fluorescent lamp ballasts against premature destruction and costly 
replacement by protecting against abnormal operating temperatures due to incorrect volt- 
age supply, excessive current,lamp rectification, internal ballast short circuiting, inadequate 
lamp maintenance and improper fixture application. 


ADVAN-guard”, a thermally actuated protective thermostat sealed in the ballast housing, 
automatically ‘trips-out’ whenever the ballast operates at abnormal temperatures from any 
internal or external cause. Unlike other protective devices which permit premature ballast 
destruction by cutting the ballast out of the line only after it has been destroyed, ADVAN- 
guard” cuts out before heat can cause premature destruction, resets automatically when 
the trouble has been corrected and permits the ballast to resume normal operation. 


Don't settle for one-time protectors that destroy fluorescent lamp ballasts after a single 
cycle of abnormal temperatures . . . insist on ADVAN-guard equipped fluorescent lamp 
ballasts for safety and longer life. 


“The Meant of the Lighting Industry” 


— = = WORLD'S LARGEST EXCLUSIVE 
- . MANUFACTURER OF 
FLUORESCENT LAMP BaLiastTs 








2950 NO. WESTERN AVE. CHICAGO 18, ILL. U.S.A. 


Mfg. in Canada by: Advance Transformer Co. Ltd., 5780 Pare St., Montreal, Quebec 
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CUTLER-HAMMER MOTOR STARTERS 


Still the proven standar 
of quality...always in stock 
for immediate delivery 


Millions of satisfactory operations in thou- 
sands of applications have proved the un- 
matched quality of Cutler-Hammer across- 
the-line magnetic starters. That this line 
is still recognized as the leader— nine years 
after the original design was developed 
is a great tribute to the years-ahead think- 
ing of Cutler-Hammer engineers 

FIRST IN '53—STILL THE LEADER IN '61 
Since the Three Star line was introduced in 
1953, many improvements have been made; 
magnet coils that far exceed NEMA stand- 
ards, for example. But many achievements 
of the original design—vertical, dust-free 
contacts; overload relays adjustable to with- 
in 3% of actual full-motor ratings; provision 
for 2 or 3-coil overload relays in the same 
enclosure—are features no other manufac- 
turer has been able to improve. You can 
safely bet that when these pace-setting fea- 
tures are improved, it'll be another Cutler- 
Hammer development. 


WHAT'S NEW? ASK.. 


ALWAYS AVAILABLE FOR FAST DELIVERY 
You'll find the smaller sizes of Cutler- 
Hammer Starters always in stock at your 
local distributors—larger sizes immediately 
available from the factory. We hope you'll 
make your own feature-by-feature com- 
parison between the Cutler-Hammer line 
and any other starter on the market. Look 
especially carefully at such vital ad 
as ease of installation, high interrupting ca- 
pacity, coil construction and bilit 


advantages 


accessIDUIly 


‘ 

Regardless of what feature 
the criterion of superiority, we're sure you'll 
choose Cutler-Hammer after ve mad 
your unbiased comparison 


you 


If you're one of many companies being 
forced to stock two sets of parts because of 
design changes, now is an excellent time to 
standardize on Cutler-Hammer 

Call your distributor or local 
Hammer Sales Office soon. Or 
Publication LO-70-S247, 


Cutler- 
write for 


( 


CUTLER-HAMMER 


Cutler-Hammer Inc., Milwaukee, Wisconsin « Division: Airborne Instruments Laboratory e Subsidiary: Cutler 


Hammer international, ( 


A. e Associates: Cutier-Hammer Canada. Ltd Cutier-Hammer Mexicana. S. A 
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LIGHT 


v 


HANOLE 
Wis) 


No. 2211-SL 


No. 2211-SL also available in 
strap type No. 2221-SL 


5] 
ok 


LIGHTED HANDLE 
ROCKER-GLO 


Pinpoints switch loca 
tion in darkened rooms 
or hallways. Tiny, long- 
life neon lamp softly 
glows in OFF position 
only. Single pole or 
three-way. Rating: 15 
Amperes, 120 Volts, 
A.C. 





8 NEW 
P&S ROCKER-GLO 
SWITCHES! 


No. 2221-SP 


No. 2221-SP also available in 
Despard (interchangeable) type 
No. 2211-SP 


Pilot Light HANDLE 
ROCKER-GLO 


Instantly shows when 
appliances or lights are 
on. Tiny red plastic 
jewel in rocker button 
lights in ON position 
only. Single pole only. 
Rating: 15 Amperes, 
120 Volts, A.C. 


For more information write Dept 





No. 2225-S 


No. 2225-S also available in 
Despard (interchangeable) 
type No. 2215-S 


REMOTE CONTROL 
ROCKER-GLO 


Momentary contact, 
center “off” switch. De- 
Signed especially for 
low voltage remote con- 
trol applications—con- 
trolling large banks of 
lighting, operating 
stage curtains, etc. 
Single pole, double 
throw. Rating: 10 Am- 
peres, 48 Volts, A.C. 


PASS & SEYMOUR, INC. 
SYRACUSE 9, NEW YORK 


42nd St., New York 17, N.Y. 1440.N. Pulaski Rd., Chicago 51, Ill. In Canada: Renfrew Electric Co., Ltd., Toronto, Ontario 
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Professor C. T. Maney, right, and graduate assistant C. G. Collins 
run tests with Circle cable at University of Kentucky 


Circle’s 
(ele) 8-1 ¢-] 110) 8) 
in university 
research 
programs 
means... 


CABLE THAT MEETS TOMORROW'S NEEDS 


ring resear 
conducted in 

and universities are vital to the con- velop basic 

tinued progress of our industry. proximity e 

Circle Wi 


ate fully with 


oe , 00 to 600 ens. 3 
re & Cable is glad to coop- , CP» 


iniversities to 

of their proj- 

reels of cable 

a number of col 
leges engaged in the development 

basic data on the behavior of cable 

under unusual conditions. At the 

University of Kentucky, for example, 


CERRO CORPORATION 


PLANTS: Maspeth and H V N.Y SALES OFFICES & WAREHOUSES 


RUBBER COVERED WIF 





* Keyed to Modern 
Merchandising 


* Crisp, Colorful Design 


BRIGHT NEW 
PACKAGE ... 


* New, Easy-read Label 











3 CROUSE-HINDS 


_Copper-Free Aluminum 
CONDULET . 


trtmses 





Complete selection of wiring devices 
Neoprene gaskets f 


a ¢ ++ 
perrorate 


h and lightweight 


nnart 
Walls 


Sm 


aS 


oot 
ting 

Competitively priced 
e 


J see 


More wiring room insid 
Compare th r 


Rugged and corrosion-resistant be 
free alum nt to ¢ ) 


f-retain 


Mark 
use-Hin 


P th 
vv iners a 


um, resist 


Easy to install, with se 


bushing, taper-tapped threads, | 


Full range of types and sizes, 


Atlanta, Baton Rouge, Birmingham, Boston, Buff 
Milwavkee, Minneapolis, New Orleans, New York 

RESIDENT REPRESENTATIVES: Boltimore, Ma 

is Company of Conoda, Utd., Scarborough, Ont >use-Hinds-D 


MANUFACTURING LICENSEE: Perer< Broz 


FIELD OFFICES: Albany 


Los Angeles 


MAIN OFFICE: SYRACUSE, N.Y 
[ ) Ho . dio 


Detroit In apo x as City 
e, Tompa, Tulsa, Washington 


Sea 
AFFILIATES: Crovse-Hin 


s 


FOREIGN 
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the light bulb with 
“gas-flame” charm 


MAKE YOUR BULB BUSINESS BIG BUSINESS 
WITH AMERICA’S MOST SUCCESSFUL NEW DECORATOR BULBS! 


Flamescent is one of the most phenomenal success 
stories in light bulb history. Another Duro-Lite 
original 


unique in design, and precision-engi 
neered for long-life, like the rest of the 
Duro-Lite line 


famous 


Literally sells on sight—to con- 


sumers, decorators, contractors, lighting consult- 


its. Duro-Lite bulbs offer you an exceptionally 


BIG profit opportunity features: 
Superb decorative eff tant appeal to 


r and professional for chandeliers, 


postlites, etc. longer! 


times 


GLOBELITE 


AMERICA’S MOST COMPLETE 


CRYSTALIER 


Unconditionally guaranteed. M@ Powerful Con- 
sumer Advertising! “‘As seen in” Hous¢ 
keeping, Saturday Evening Post, Look, House & 
House Beautiful, New Yorke: 
@ Smartest packaging! Tested merchandisers! 


Good 
Garden, Living, 


Plus a host of promotion aids to make your sell 
ing easier, faster 


Higher unit sale—Top dollar volume 
profit! Duro-Lite can 


big business! Write 


Longer 
make your bulb busines 


’ 


for comple te informatior 


DURO-LITE LAMPS, INC., NORTH BERGEN, NEW JERSEY 


LINE OF LONG-LIFE BULBS 
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COMPARE™ 


BLACKHAWK QUALITY 





oe 


ry 


compare them with any on the market 


Your customers will appreciate the difference 


Blackhawk EMT fittings have full, true, tight. Quality controlled at every phase 
perfect threads for ease and speed of in- of the manufacturing. Available in a 
stallation. Bodies of heavy steel or malle- complete range of sizes. 

able iron — cadmium and zinc finished to Find out why these small, easy to use 
eliminate corrosion on the unit itself. fittings can save your customers time and 
Blackhawk’s new EMT fittings are rain money on any electrical job. 


SEND THIS COUPON TODAY 


' 

: COMPARE SEND FOR YOUR FREE SAMPLE TODAY! 
! 

! 

! 

1 


Blackhawk Industries Box 708 Dubuque, lowa Dept. EW 9! 


Please send my free sample of Blackhawk fittings. 


Name 


Address 


State 


Blackhawk Industries, Dubuque, lowa 
Zs * [agestries Where the new ideas come from 


ee ee ee ee ee ee ee ee ee ee ee ee es 


prccc------- 
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YOUR BEST BUY IN TAPE 


Non-Raveling 
Straight Tearing 
High Tensile Strength 
Strong Adhesion 


FRICTION 
Highly Insulating RUBBER 


Accomare Tre 


ACCURATE MANUFACTURING COMPANY 
Garfield, New Jersey 


ELECTRICAL WHOLESALING—September, 1961 








How To Protect Your Future Profits 


- use fixtures sold only thru the ‘‘trade’’! 





Every electrical contractor has seen many news- the policy of never selling outside of trade chan 
paper advertisements like the one shown here as a nels. The penalty of such a policy involves some 
symbol of a condition which occurs when electrical lost orders, but the long term gain, we have 
products are sold direct instead of through the found, is in the loyal support from shrewd con 
regular trade channels. tractors who realize that “do-it-yourself”’ electrical 
It is to protect the profits and business of work can be reduced by using only products they 

the contractor that The Kirlin Co. (and other KNOW are sold exclusively through trade 
leading electrical manufacturers) has established channels 
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m LT-IN . 
° e 
lig ® GlasSurfaced* aluminum ®@ Made in all sizes— square 
e reflectors for highest or rectangular — and in 
gee * 5 ahr , & v; light out-put fluorescent 
-¥ es @ Stainless doors in cast @ Full 14 gage approved 
“47 7, aluminum frames junction boxes 
@ Greatest variety of glass ® Approved with extra night 
Your They and lenses light sockets 
customers light 

like the . 

cam i : , soar Trade-mark of The Kirlin Company 

better \ “aes ——— better 

SALES ENGINEERS tN PRINCIPAL CITIES 

















Th KIRLIN C 3435 E. JEFFERSON AVE. 
They are installed by the professional electrician & 
e@ DETROIT 7, MICHIGAN 
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pwert’ ANOTHER 
PUSHBUTTON 
FIRST! 


SINGLE CIRCUIT BLOCKS 


with exclusive convertible contacts! 


This new concept in contact block design will save you time, 
space and money on all your circuit requirements. 


Rees Type “R”’ series control units now feature single circuit 

contact blocks that can be mounted in any combination to 
provide any contact arrangement for your particular applica- 
tion. This means you specify exactly what you want—pay for 





only what vou use! Rees has completed the most unique and competitive line of 
. . . this type in the country, for selecte« tribution ‘ >sult 
For extra versatility . . . the Rees design also incorporates ili wie oe selected distribution. As a result, 
exclusive convertible contacts that can be instantly changed we ask you to review your activity in this area... and consider 
from *‘Normally Open” to ‘“‘Normally Closed and vice-versa! how Rees can help you to more profitable, volume sales. 
eal eh “ec ” : 

hese advanced Type ‘‘R”’ control units—like the entire line Write direct for complete information. 

of Rees-reliable products, are backed by 30 years of electro- 











mechanical know how. 


SINGLE CIRCUIT CONTACT BLOCK DOUBLE CIRCUIT CONTACT BLOCK DOUBLE FUNCTION OPERATOR POTENTIOMETER UNIT 
WITH CONVERTIBLE TERMINALS WITH CONVERTIBLE TERMINALS (PULL-TO-START / PUSH-TO-STOP) (OIL-TIGHT / DUST-PROOF) 


PACE * SAVES MONEY 


Available in Full Voltage, 
Resistor, Transformer and 
Press-to-Test types 


FOUR POSITION SELECTOR ILLUMINATED PUSHBUTTON STANDARD OPERATOR SIGNAL LIGHT UNIT 











MACKWO RTH REES, INC. MANUFACTURERS OF QUALITY EQUIPMENT SINCE 1929 


HEAVY DUTY PUSHBUTTON AND SELECTOR SWITCHES . SIGNAL UNITS 


Division of a INDUSTRIAL CORPORATION LIMIT SWITCHES . FOOT SWITCHES . PENDANT SWITCHES 


KICKLESS WELDING CABLE ° AIR AND WATER COOLED JUMPERS 


1573 E FOREST AVENUE . DETROIT 7 MICHIGAN 





WEAVER 


Stock only six standard 


kits to cover most 


installations 


These Weaver Mast kits provide 
vervthing needed tol low 
service entrance installation « 
ept the ond \]] parts ar 
al signed for easy inst illation \ ith 
uit special tools, Six standard kits 
cove! most installations 

request Weaver will 

kits Individual 


course be orde) 


requirements 
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DUAL-GRIP 
HEAD 
Clamps on pipe with 
two screws... no 

threading necessary. 


INSULATOR 
All porcelain insulator 
with exclusive snap-on 
action cuts installation 
time. 


STORM 
COLLAR 
Neoprene storm collar 
eliminates caulking ... 
assures lifetime protec- 

tion against leoks. 


FLASH PLATE 


Supports mast and 
serves as flashing. 


PIPE SUPPORT 


Fastens conduit securely to 
mosonry...one piece con- 
struction. 


OFFSET 
REDUCER 


Made of high-strength cast 
aluminum ... assures positive 
grounding. 


St. Lowis 6, Mo. * 








‘SERIES 4000’ 


For Low-Cost, 
Highly Efficient 


sports and industrial 
lighting 


The Steber ‘Series 4000’ Floodlights are designed 
specifically for areas requiring high-intensity illumi 
nation: baseball parks, race tracks, golf driving 
ranges, railroad yards and industrial plants. You 
can profit by using highly efficient, economical 
‘Series 4000’ Floodlights, for 300-1500 watt in 
candescent and 400 watt Mercury Vapor lamps. 


Modern, functional Steber design incorporates in the 


‘Series 4000’ the many features you want: 
Full 18” Parabolic Reflector Easy Servicing; No Tools Required 


Choice of Beam Spreads Choice of Mountings 
Uniform Distribution; No Hot Spots Sturdy, Yet Light in Weight 
Fin Cooled for Greater Efficiency Listed by Underwriters’ Laboratories 


Simple Installation; Fully Adjustable » Meets NEMA Spec. FL. 6-210 


Drop us a card— 
ask for Steber ‘Series 4000’ literature before you specify floodlights on your next job 
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NOW... 
ONE MAN 
CAN 
TRACE 
CABLES 

FAST! 


i Ate 














GAS ILE, ° 


OW your customers can trace conductors in cables and conduit 
N 10 times faster than ever before and leave their hel pe rs 
free to finish other jobs quickly and profitably. A tracing system in 
itself, revolutionary new CABLE TRACER lets servicemen search—and 


unmistakably identifv—up to 10 separate circuits simultaneously 


even in the dark and when color coding is absent or obscured b 


age and dirt. It can also test for opens and shorts 


CABLE TRACER is a completely self-powered precision tool which 
forever eliminates the need for clumsy buzzers. Designed by the 


makers of famous AMPROBI snap-around test instruments, ne 


CABLE TRACER is simplicity itself to use. At the press of a button 


number lights up to identify the conductor. What's more, CABLI 
TRACER will pay for itself in saved labor costs after only three jobs 
It is supplied with three test leads and ten Station Blocks in ; 
belt-looped carrying case of top-grain cowhide leather. Invite your 


customers to test-try CABLE TRACER today; your AMPROBE Repré 


sentative has a live-action demonstrator to help you sell 





PYRAMID INSTRUMENT CORPORATION, LYNBROOK, NEW YORK (Conoda Atlas Ra Corp.,50 Wingold A 
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HE AMPROBE RS-3 is the only 
T pocket-sized, snap-around test 
instrument that measures voltage, 
amperage and resistance. Designed 
for one-hand operation, the RS-3 ac- 
curately locates opens and shorts, 
sets overload relays, balances loads, 
determines low- or high-voltage con- 
ditions...in fact, it handles up to 
99°% of all your customers’ test needs! 

The rugged, lightweight AMPROBE 
RS-3 meets every commercial voltage 
requirement on three voltage scales: 
0-150/300/600 volts AC. It also has 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, NEW YORK Canada 
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five current ranges from 0 to 300 
amps, and a resistance scale with a 
mid-range reading of 25 ohms. The 
readings are taken from a rotary 
scale...it reveals only one range at 
a time to increase reading speed, 
minimize chance of error. The RS-3 
comes complete with test leads, ohm 
meter attachment, genuine cowhide 
and a 


leather carrying case one- 


year guarantee against defects in 
parts or workmanship 
See your AMPROBE Representative 


or write today for more details 


AS AN AMMETER: 


conductors to balance circuits 


AS A VOLTMETER 


{tlas Radio Corp 


snapped around 


large photo) 


a? 
AS AN OHMMETER 


of motor control 


check voltage on sliprir 


_00 Wingold Ave 


: check resistance 


solenoid coil 


uz of motor 


Toronto, Ont 











KNOW YOUR 
SYMBOLS 


THE SAFETY SWITCH THAT CHALLENGES COMPARISON... 


Wo Rte cok Bull D« o""S 
general-duty 
Safety switch! 


e Minimum arcing—double break switching 








e Arc control— Vacu-Break® principle 
e Pressure contacts—Clampmatic® spring action 
e Positive switching—direct handle operation 


e Front operation—permits ganging 









... plus, all current-carrying parts are silvered. 
Available in NEMA 1 and NEMA 3R enclosures. ; . 
competitively priced. Challenge our distributors to 

prove these switches are the finest. Write for details! 





Clayson Rd. Toronto. Ont. Export Div n: 13 East 40th St.. New York 16. N.Y 


BullDog Electric Products Div 1 1-T-EC t Breaker Company. Box 1 Detroit 32, Michigan. In Canada: & 


BULLDOG ELECTRIC PRODUCTS DIVISION 


(f}) |-T-E CIRCUIT BREAKER COMPANY 
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NEW (] BUILT-IN EQUIPMENT GROUND 
IN CORNISH RANGE & DRYER CORDSETS 


It’s the newest thing for ranges and dryers: Cornish 
cordsets with 4-pole plugs for equipment grounding. 
Made to NEMA configuration, they are rated at 50 
amps, 250 volts for ranges; 30 amps, 250 volts for 
dryers. These 4-conductor cordsets are UL-SECC 
approved. They are available in 3, 4,5 and 6’ 
lengths, individually packaged in the new 
crystal-clear polyethylene bags. () Garry 
Cornish—the full line of cordsets—you're backed 
by 20 sales offices and 12 warehouses for fast 
delivery, top service. Call your Cornish man today. 
Cornish Wire Co., 50 Church Street, New York 7. 





kh. G. Anschuetz* Ira L. Arkin Company* John M. Fincke Company* Heimann Company* Howard & Goepp Company® - L. Morris Landers Co.* 
113-115 North 23rd Street 4929 North Damen Avenue 1848 North Main Street 1711 Hawthorne Avenue 1301 6th Street 251 Spring Street, S.W 
Philadelphia 3, Pa. Chicago 25, Illinois Los Angeles 31, California Minneapolis 3, Minnesota San Francisco 7, California Atlanta 3, Georgia 

Arbeiter Company* Brenner Electrica! Sales* Herman 0. Gerdts Heimann Company* Everett Jones H. L. Linder Elec. Sales Co.* 
3721 Washington Avenue P.O. Box 51 415 Lexington Avenue 1401 Fairfax Trafficway 4040 Mayfield Road 3911 Joy Road 

St. Louis 8, Mo Houston 1, Texas New York 17, New York Kansas City 41, Kansas Cleveland 21, Ohio Detroit 6, Michigan 
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Stout Electrical Sales Co.” The Sanderlin Company’ Mills Talbot & Company’ A. J. Neilson Company 
338 West Fourth Street 129 First Avenue West 1 Flint Street 710 E. Louisiana Ave 
Cincinnati 2, Ohio Seattle 99, Washington Rochester 8, New York Denver 17, Colorado 
Paul Lumpkin Barger & Martin, In Mills Taibot & Company A. Norden, Jr 

702 Builders Bivd P.O. Box 10353 P.O. Box 4212 54 Moraine Street 

P. 0. Box 961 Char.1,N.C Pittsburgh 34, Pa Hamden. Connecticut Jamaica Plain 30, Mass 
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Neoprene 


WEA THER saps the life from 


ordinary rubber—but not Du Pont neoprene 


These two outdoor test samples of cable have been con- 
stantly exposed to sun, rain, snow, ozone and industrial 
fumes—for over 25 years. The ravages of weather show 
clearly in the ordinary rubber jacket . . . badly cracked 
and embrittled. But the neoprene jacket is virtually as 
good as the day it was made ... still smooth surfaced, 


tough and resilient. 


4 us pat OFF 


Ordinary Rubber 


In addition to this time-proven weather resistance, 
neoprene offers you many more protective qualities 
Neoprene jacketing is flame resistant, oil resistant, im 
pact and abrasion resistant. It can withstand line over 
loads without “flow,” resists permanent deformation 
under load, and remains flexible down to -65 EF In 
short, neoprene has the best combination of properties 
available in a jacketing material. For more information 
write E. 1. du Pont de Nemours & Co. (Inc.), Elastomer 
Chemicals Dept. ES-9, Wilmington 98. Delaware. 


NEOPRENE 


SYNTHETIC RUBBER 


Better Things for Better Living . . . through Chemistry 
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SHALLOW-LINE 
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On job after job Benjamin Shallow-Line troffegmhay 
effected tremendous savings in installation : 
reducing installation time as much as 52%. E 
the many labor-saving features shown here such a 
the exclusive swivel-bar mechanism which eliminates 
cumbersome overhead yokes and the necessity to 
line-up housings with yokes. 


Benjamin has the one line with a complete choice of 


lamp types and diffusers. 
5 basic sizes: 1'x 4’,2°x 4',2'x8", 1°x8' and 2’x2’. 


Quick adjustment can be made to align 
troffers in seconds with either hand or 
power screw driver. 


No screws to tighten . . . no adjustment 
required. Installs on either side of housing. 


No tools required for permanent rattle-free 
fastening. 


SNAP-IN SOCKET plate one-piece assembly 
snaps in or out without aid of tools. 


FUSED FOR SAFETY: cartridge fuses protect 
equipment against overload. 


ONLY 4” DEEP for greater structural freedom 
between floors. 


ONE PIECE HOUSING for added strength... no 
sections to fit together eliminates extra labor costs. 


ALL THESE EXCLUSIVE FEATURES 

PLUS FAMOUS BENJAMIN CRAFTSMANSHI 
ARE WHY THERE ARE MORE SATISFIED CU 
WITH SHALLOW-LINE TROFFERS 


~ 


4, 


\wiliyy 


THOMAS INDUSTRIES INC, 
BENJAMIN DIVISION on 


207 East Broadway, Louisville 2, Kentucky 
The World's Largest Single Source of Lighting tor Commerce, Industry and Home. 


NVA, 
\) , “ty, 


Installation 
time cut 


THOMAS INDUSTRIES INC. 
BENJAMIN LIGHTING DIVISION, DEPT. sew-9 


207 E. Broadway, Louisville 2, Ky 





BLOWER AND LIGHT SWITCH 
ENCLOSED LIGHT 


BLOWER RIGHT FILTER COMPARTMENT 


| 
| 


j 


i 
| 


ACTIVATED CHARCOAL FILTER Pd 


SPUN FIBERGLASS FILTER 4 


4 


ALUMINUM MESH FILTER a 
a 


“— 


Right where fresh, clean air is needed most. 
Directly over the range burners. Twin filters 
properly spaced-—make this possible. Each 
filter has three separate elements heavy-duty 
aluminum mesh, thick spun fiberglass and fine 
granules of activated charcoal. Each Duct-Free 
Cook-Mate is completely pre-assembled, pre-wired 
at the factory. Shipped in just one package. 
—— For literature on the Victor Duct-Free 
es Cook-Mate, and on other fine range hoods and 
y ventilating fans in the Victor line, write Dept. 
I-H-961. Victor Ventilator Division, The Philip 
Carey Mfg. Company, Middletown, Ohio. 


BATHROOM CABINETS & ACCESSORIES 
MIRRORS + RANGE HOODS & VENTILATING FANS 
DOOR CHIMES « TRANSFORMERS od LF 
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Time Saving Features 


THE RACO PACKAGE 


A complete line of 
Money-saving boxes and fittings 


You can rely on Raco's top quality and complete line of 

fittings and boxes to help you do any wiring job better b=] 
p4 Work with Raco fittings and boxes and you will see! 

Profit from the many user-benefits that make your 


Cleon cut 
threads 


job easier 





For your fitting and box needs, check Raco first. The Smooth 
inner wolls 


Raco Package saves you time on-the-job 


ALL-STEEL EQUIPMENT INC., Aurora, Illinois 


Rack @RBGHSF YO-F 


FITTINGS BOXES 
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am The consistent selection of Paranite 
When dependability by Power Users in all parts of the country 
; : is significant of its dependability. 
is of vital nature Producing reliable, high-quality power cable 
; has been a Paranite specialty for 71 years... 
..-@ natural selection from 600 volt network through 28,000 


; : volt power cable. You can depend upon it... 
is proven-quality “If it’s Paranite, it’s right. 


do 


ele], Baie) s STREET NETWORK SERVICE AIRPORT POLE AND 
CABLES ici mal, ic) CABLE CABLE LIGHTING BRACKET 
CABLES CABLES CABLES 


The Enrico Fermi Atomic Power Plant 


near Monroe, Michigan, operated by the Power 
Reactor Development Company and the 
Detroit Edison Gompany. Paranite was 
selected to supply 600 V. network and 

5,000 V. shielded cable for the nuclear 
section. Illustrated at right is 

a typical Paranite Power Cable. 


Indian River Generator Plant 


of the Orlando, Florida, Utilities Commission. 
‘ From transmission line... to power cable 
vara mune divreleeres . .. through control cable... Paranite 
a ae was specified to carry the loadin serving 
this growing area. Illustrated at right 
is one of Paranite’s complete 
line of 600 V. Network Cable. 





Missile Bases 


provide another example of the widespread 
and diversified use of Paranite in power 
distribution throughout the nation. 
Paranite Control Cables are produced 

in a complete range of insulation and 
jacket types. Illustrated at rightis a 

typical Paranite Control Cable. 


For more information on high Since 7890 


voltage, control, street ligt 


inp, adtentn aalae aa e- PARANITE WIRE & CABLE DIVISION 


port cables contact your local Oy 
Paranite representative... o1 ESSEX WIRE CORPORATION, Marion, Indiana pit 
write Paranite Wire and Cable pd 
Division, Dept. 204, 2601 S MANUFACTURING PLANTS: Marion, Ind.; Jonesboro, Ind.; Tiffin, Ohio; Anaheim, Calif. > 


Adams St., Marion, Indiana Sales Offices and Redistribution Warehouses in all Principal Cities “at 
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Customers force company to change name! 


AMPROBE INSTRUMENT 
CORPORATION, 
LYNBROOK, 


. ¥. 
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Bargain news from 
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General Electric! 


Announced in the Wall Street 
Journal and now being advertised 
to your customers in 25 leading 


business magazines 
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NEW F40 will make 
money for you and 
Save your customers 
money, too 


The G-E Premium 3 has been a real sales- 
maker for you at $1.45. Now you get all the 
selling benefits of Premium 3 construction in 
the NEW F40 that sells for the same price as 
ordinary lamps = «ie 

You'll find that the G-E NEW F40 opens up 
new profit opportunities. With it your customers 
get higher lighting levels at no extra cost for 
lamps, fixtures or electricity. That’s because the 
NEW F40 gives them a big 7% bonus in light 
over standard 40-watt “white” fluorescents. 

You'll be hearing more soon about the sales 
program that will pre-sell the G-E NEW F490. 
And you'll be getting all the sales tools to 
help you tell and sell the NEW F40 story. 
General Electric Co., Large Lamp Dept. C-124, 
Nela Park, Cleveland 12, Ohio. 


Progress ls Our Most Important Product 
GENERAL @@) ELECTRIC 
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“IT saw an ad on that new Wing-Nut; 
so I clipped it and sent away for 
information and a sample. But if the 


ie 
distributor calls on me, I will order some 
to try out immediately.” 
— Chief Electrician. _— 


WY 


AT [ “This new Wing-Nut is something we can 
use all the time on our jobs. In my 


estimation it really is better, more 
functional, and far superior to other 
products.” 


co 
0 Pll ld — Foreman, Electrical Contractor. 
> 


“IT have shown a sample Wing-Nut to the fellows 
I work with, and I know if we all get yelling 
for Wing-Nuts, we'll soon have them on 


every branch circuit job.” 
— Electrician 
ie 


“After I read the ad on the new Wing-Nut, I 
ordered some. We are now using them regularly. 
I find them to be really superior. This connector 
eliminates sore thumbs. The wings are a great 
new idea, and save my fingers.” 


— Supervisor, Electrical Contractor. 


“We sent away for samples and tried 

Wing-Nut right away. It has a better grip 

and doesn’t require any tools because 2 “It’s about time! This is 

of its built-in wrench.” » tae exactly the branch circuit con- 
nector I’ve been waiting for!” 


— Chief Mechanical Engineer 
of Department Store Chain. — Journeyman Electrician 


These are the actual thoughts expressed by a sampling 
of your customers in a recent survey. They’ve been 
pre-sold by heavy advertising of Wing-Nut. They’ve 
been given free samples by Ideal. 


Now’s the time for you to move in and pick up those 
original orders...and the repeat orders that will follow. 


Remember these selling facts 


“ WING-NUT 


THE NEW SCREW-ON CONNECTOR FOR BRANCH CIRCUIT WIRING: 


@ Wing grip makes it 50% easier to apply. @ Nylon shell is tough, with high dielectric 


IDEAL INDUSTRIES ’ Inc. @ U.L. approved for Aluminum -to- aluminum and 105° C rating. 


wire splices. @ Shell has deep, wide skirt to handle even 


1047-F Park Avenue 
@ U.L. approved for 474 solid and stranded bulky RHW wires. 


Sycamore, Hlinois copper wire combinations. @ Splices heaviest branch circuits . . . even 


@ You SEE the splice is right, through the two No. 6 with one No. 12. 


nylon shell, 
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Your 
most 


salable 








a - s + ¢ ~ anc f*.}, 

OYAL Portable Cords and Cab 
One look at that lahe l and the sale is made! Your ¢ ustomers recognize 
the symbol of quality, safety and dependability in portable cords and cables 
It takes more than 600 different labels to identify all the types and sizes 
which Royal can deliver to you produced, packaged and priced to sell 
out fast. 
Which types? You name it. Cords with rubber, neoprene or plastic jackets 
Fixture, bell or machine tool wires. Thermo, coaxial or signal cables. Call 


your Royal representative today. 
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ELECTRICS 


en esseciate of 








ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


In Canada 


Royal Electric Company (Quebec) Ltd., Pointe Claire, Quebec 
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They all help you when 
you sell Sylvania lamps 


The rule is simply and directly this: Sylvania competes 
with other brands . . . not with its own distributors. You 
benefit because the only way Sylvania can make a sale 
is through you! 


The school? Sylvania sends top-notch help to train your 
salesmen. Gladly. Promptly. With training films, charts, 
sales materials, and a bundle of bright new selling ideas 
to help them sell more. Be sure you schedule a Sylvania 
training session for your men. 


Do your salesmen need unusual sales tools? Sylvania 


helps you open doors with an exclusive TCL—Total Cost 


43 


of Lighting—Analyzer Kit. Suddenly your salesmen are 
experts at figuring what a customer pays for lamps plus 
power plus maintenance —and how he can save with 


Sylvania lamps 


No wonder Sylvania today is the fastest growing name¢ 


in the lighting industry! 


Learn about the distinctly different competitive propo 
sition you get from Sylvania. Profitable product “firsts 
Impressive sales backing. Price protection of inven 
tories. Product liability protection. And more! Write to 
Sylvania today! 
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..and a golden rule 


Grow independently with 


GENERAL TELEPHONE & ELECTRONICS 


Lighting Division, Sylvania Electric 
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best seller full of best sellers 


K 


\. 
‘ ee) This isn’t a book club choice, but it is 

\ 7 the choice of literally hundreds of elec- 

\— trical wholesalers throughout the coun- 
try who know the length, strength and quality of the 
Porcelain Products Co. line of electrical supply items. 
It’s their choice because over the years Porcelain 
Products has supplied them with everyday, bread- 
and-butter electrical necessities that have more than 
met the needs and specifications of contractors and 
other users. 

Over and above this, Porcelain Products Co. offers 
some 127 different items making it possible to order 
a variety of products on one purchase order cutting 
paper work to a minimum. Incidentally, Porcelain 
pays the freight on all orders of two hundred pounds 
and over. 

By consolidating purchases instead of scattering 


them and by taking advantage of Porcelain’s prepaid 
freight, you can realize some really significant sav 
ings...and they won’t take long to show up. 

So if you stock and sell such items as house brack 
ets, racks, spools, clevises, wedgegrip clamps, ground 
rods and even sheet metal screws, be sure you have 
the Porcelain Products Catalog on hand. It com- 
pletely lists all products and prices. Porcelain Prod- 
ucts Co. has been in business since 1894 and has 
the quality and service to prove it. Write or call 
their nearest representative or the home office. They’ll 
be glad to tell you the complete story. Oh, about 
the Porcelain Products Catalog . . . you can’t buy this 
“best seller”... but you can have one free... just 
for the asking. 


PORCELAIN PRODUCTS CO., 225 N. PATTERSON ST., CAREY, OHIO 
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CBM Ballasts are checked 
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You get 

high level 
light output... 
and keep 

on getting it... 
when 

fixture ballasts 
wear 

this emblem! 





by tests regularly,at E.7 1 


Other practical benefits include longer lamp life, longer ballast life, power factor 
correction, positive starting, dependable operation. Naturally you get UL listing, too 
It all adds up to this: you get more va/ue when you insist on Certified CBM Bal/asts 
in fixtures you specify or install. For news and facts on fluorescent lamp ballasts, 
ask us to send you ‘CBM NEWS". 

Write CERTIFIED BALLAST MANUFACTURERS, 2116 Keith Bidg., Cleveland 15, Ohio. 


Participation in CBM is open te ony manufacturer whe wishes to qualify. 
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the difference 

in electrical cable 
starts on a 
fungus farm 





earch and Development Department 
every kind of fungus you can find, and we do it for good reas 
. to make sure you get a better cable. Many of our cables 
We fight the fungi by including 


used in fungi-infested locations 


nt tne 


fungitoxic agents in the saturant for insulation tapes and some 


times in the insulating rubber compounds themselves. We 
inhibit fungus growth or, where necessary, use even strongé 
toxicides to kill it completely. So we grow fungi to make sure that 
USS Tiger Brand cables will give you years of trouble-free serv 

This is just one of the many ways our Research and Develoy 
ment Department makes sure the quality of USS Tiger Brand 
Wire and Cable is the best you can get. Our research laboratory 
tests all materials used in Tiger Brand products. We experiment 
with new materials and methods to make USS Tiger Brand El« 
trical Wire and Cable even better. 

That's why, whatever the job, it pays to specify USS Tiger 
Brand Electrical Wire and Cable. You can't buy better cabl« 
American Steel and Wire, Dept. 1260, 614 Superior Ave 


N.W , Cleve! ind 13, Ohio. USS and Tiger Bra 


American Steel and Wire 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francis Pacific Coast Distributors 
Tennessee Coal & Iron Division, Fairfield, Alabama. Southern Distributors 


United States Stee! Export Company, Distributors Abroad 





KICK OFF POR PROMS 


WITH THE 
NEARSIGHTED 


On October 2 Mister Magoo kicks off the great- 
est G-E Bulb promotion yet —in a series of 
brand-new TV commercials and magazine 
ads built around football and selling General 
Electric Soft-White bulbs. 

BEFORE THE WHISTLE BLOWS, make 
sure your dealers: 
1. CHECK THEIR STOCK. Make sure they have 
plenty of 40, 60, 75, and 100-watt Soft-White 
bulbs —plus 3-ways—on hand by October 2nd. 
2. USE NEW SUPPORTING DISPLAY MATERIAL. 
A variety of tie-in displays and special card- 
board merchandisers is available. Be sure they 
build an extra display of G-E Soft-White bulbs 
— because you and your dealers... 














MAKE 16% ’ 4/5116 
EXTRA PROFIT — 
ON ALL POPULAR 
SIZES OF G-E 
SOFT-WHITE BULBS! 











Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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* Hot-dip galvanized rigid steel conduit 
* Electrical metallic tubing 





* Rigid aluminum conduit 








SOLD THROUGH RECOGNIZED ELECTRICAL DISTRIBUTORS 


For safe, permanent installations . . . underground or encasement in concrete 


® Resists corrosive vapors, liquids ® Extra smooth inside walls 

and electrolytic action ® Lightweight easv to handik 
@ Non-sparking will not support ind install 

combustion @ Listed under Reexamination Servic« 
® Impact-resistant of Underwriters’ Laboratories 


® Complete range of sizes 


These are just a feu oj the many ad antages oj] Nikoh Rigid PVC ¢ 
Send for full details 





NIKOH TUBE COMPANY 


5000 S. Whipple St. + Chicago 32, Illinois * GRovehill 6-6500 
SALES OFFICES IN PRINCIPAL CITIES 





JOB-PROFIT TOOLING IDEAS FROM GREENLEE 1, powerful spread adver- 


tisements like this regularly reach your key customers and prospects . . . create extra tool sales oppor- 
tunities for you. Tie in your selling efforts with Greenlee Job-Profit Tooling . . . the complete line of 


tim saving tools, all from a single source! 


“On this warehouse job 
GREENLEE ONE-SHOT 
BENDERS cut 

bending time 80% 

for 1-1/2 to 3-1/2” diameter 


aluminum conduit,” 


says ELMER BERINGHAUS, 


field superintendent, 


BECKER ELECTRIC COMPANY, 
Cincinnati, Ohio 


“Using Greenlee tools on this electrical contract enabled 
us to make neat, professional conduit installations in less 
time and with fewer couplings and fittings,” reports Elmer 
Beringhaus, field superintendent for Becker Electric Com- 
pany of Cincinnati. 

“With our new Greenlee one-shot bender, a 90° bend in 
3144” aluminum conduit takes about six minutes compared 
with 30 to 40 minutes using our previous method ... a 
timesaving of 80% on every bend.” 


“We had to make nearly 300 bends in conduit 
ranging from 114 to 314” in diameter on this 
warehouse and service area job. A large per 
centage of the conduit was put in before the 
concrete floor was poured,” Beringhaus stated 
“Heavy, hard-to-move benders were out of the 
question in the kind of mud we had here. We 
selected a Greenlee bender because it’s rugged, 
lightweight, and fast ... and one man can move 
it and set it up. It has proved ideal for the type 
of on-the-site work we had on this contract.” 
See the facing page for pictures and stories of 
how Greenlee Job-Profit Tooling saved time 
and money on this $150,000 electrical contract 











“One man now does the work of two using the Greenle« 
No. 884 lightweight hydraulic one-shot bender for pipe and conduit. Our 
old benders required as many as 20 or 21 shots to make a 90° bend in 4 
stock,”’ Superintendent Beringhaus reports And two men were needed 


to align and level the conduit after each shot. Sometimes a complete bend 


had to be rejected because it wasn’t smooth or level. This cost us time 


and money 


With our new Greenlee one-shot, one man can make the setup and 
complete a 90° bend in aluminum pipe in about 1/5 the time formerly re 
quired —a substantial saving over our previous method As the picture 
ibove shows, Becker powers its benders with a Greenlee No. 798 AC-SA 


hydraulic power pump. This pump is known throughout the industry for 


dependable, maintenance-free performance 


“The fast accurate way to make openings in junc- 
tion boxes,” states Beringhaus, “is with Greenlee knockout tools. W: 
used a Greenlee No. 7310 hydraulic knockout punch driver and the punch 


sets shown here to make more than 200 conduit openings ranging from 
114 to 4” in diameter. The fast cutting action of these units makes punching 
clean, uniform openings a snap.” 

Che tools Becker Electric Company uses must be light, mobile, and fast 
acting. They also must be able to take a real beating, as this job proved 
Albert Osborn, Becker purchasing agent, reports that “there have been no 


repairs or maintenance on any Greenlee equipment used on this job 


TOOLS FOR CRAFTSMEN 


GREENLEE JOB-PROFIT 














Two new additions 
to the Greenlee line 
of Job-Profit Tooling 


NEW lightweight (14 Ib) 
hydraulic power pump 

The Greenlee N 1729 pump ts a handy 
power source for hydraulic knockout 
punch drivers, rams, jacks, pullers, and 
similar tools with high-pressure, low 

ume requirements. Two speeds fast 


approach. High pressure to 10,000 psi 





NEW pipe holders 
for Greenlee benders 


Greenlee No. 1803 pipe g 

tor use with Gre l 1 ent 
‘ VS il 1 1 ~ t _ 

ind offset bend era 


Pipe holders clamp quickly t ich e1 


of the pipe to keep it level parallel 
with bender shoes and pipe supports. One 
size fits pipe from 114 to 4” in diameter 
GREENLEE JOB-PROFIT TOOLIN( 
ncludes over 100 different tvpes and sizes 
of timesayvi g eq lesigned t ne 
electrical contractors strean 
tions and control cost 

To learn how Greenlee tools assure ext 
efficiencies, better final results 
net profits. see our Crreenles listril 


or write for Bulletin E-240A toda 


GREENLEE TOOL Co. 


1956 Columbia Ave Rockford, illinois 


TOOLING 


« « « cost control for contractors 











This is LIGHTING 


An entire price book devoted exclusively to com- Use the coupon to obtain complete index, sample 
mercial and industrial lighting equipment, includ- sheets and application form ... without obligation. 
ing fluorescent and incandescent fixtures, flood- 

lighting and accessory equipment. It is completely 

illustrated, kept up to date continuously and is a es 

tremendous timesaver for those who estimate, 
buy, sell or quote lighting. 





NATIONAL PRICE service DEPT. B-19 
13601 Euclid Avenue, Cleveland 12, Ohio 


Please send complete details about 
your “Lighting” price book to me. 





National Nome 
Price Service sa 


Compony 


Address 








13601 EUCLID AVENUE « CLEVELAND 12, OHIO . - pecan _—_ _— 
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ELECTRICAL 
 darel(-t-t-l late) 


Of all the products handled by the 
electrical distributor, those related 
to lighting are easily the most glam- 
orous. Perhaps the most durable 
symbol of the electrical age, lighting, 
when applied with imagination, can 
evoke an appreciation associated 
with art forms — whether it is the 
effect of light playing on a fountain 
or building facade, or the geometric 
design of functional lighting in a 
modern office building or industrial 
plant. 

Lighting products also are poten- 
tially high profit items. That this is 
rarely the case in fact is more a re- 
flection on the marketers than on 
the market or the products. A main 
variable affecting the size and qual- 
ity of a lighting sale is the creativity 
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of the seller and his ability to per- 
suade a prospect that his need is not 
the minimum but the maximum of 
functional and/or decorative values 
that the best lighting can provide. 

The dynamic nature of lighting 
technology and design is a third 
attractive quality — one that is con- 
tinually revitalizing the market. It is 
in this area of new ideas and new 
products that this special report is 
focussed. On the following 23 pages, 
3 EW editors report and evaluate 
recent developments in light 
sources, fixtures, materials and ac- 
cessories. Within the scope of their 
ranging coverage are the elements 
for creating countless sales. 

All drawings in the report are by 
EW’s Joseph R. Knisley. 
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WHAT’S NEW 
IN LIGHT 
SOURCES? 


By George D. Farley 


NEWCOMERS TO THE LIGHTING SALES SCENE 
ARE TWO SQUARE FLUORESCENT TYPES-— 


THE LABRYNTH LAMP (RIGHT) AND THE 
PANEL FLUORESCENT(TOP) WHEN 


INCORPORATED IN FIXTURES, LAMPS CAN 


A S NEVER BEFORE, the introduction of new light 
sources are shaping the future of your lighting 
sales. 

Perhaps spurred by the recent recession, manufac- 
turers are readying, unveiling and promoting more 
new and improved lamps for use in all three basic 
fields—commercial, industrial and residential. 

All these lighting sources enhance your opportuni- 
ties for really creative selling. Of course, there is 
a time lag between the drawing board and your market- 
ing operation out of a fully-stocked lamp inventory. It 
might amount to 2 or 3 years, but keep in mind that 
in few other industries is the lab model-to-market gap 
so short. This makes it all the more important for 
you to stay right on top of lighting source development 
as well as promising modifications and improvements. 

With this in mind, the next eight pages will explore 
the lamp story and what it can mean to your sales now 
and in the immediate future. Light sources of the dis 
tant future will also be examined with a view to alert- 
ing you to the profitable angles in tomorrow’s lighting. 


en nape tt Te 


BE CEILING OR WALL MOUNTEDIN ANY MODULAR 
COMBINATION AND ALSO LOUVERED To DIFFUSE LIGHT 


MODULAR FLUORESCENT: Applications Unlimited 


A major breakthrough has been made in the de- 
velopment of square fluorescents. The new shallow, 
modular lamp—to become available in fixtures after 
January Ist, 1962—will undoubtedly open up a whole 
new field of fluorescent applications for the industrial, 
commercial and residential markets. 

Compact and efficient, this unique panel lamp is just 
112 inches deep. It offers a practical and convenient 
way to get more light in a small space. 

One manufacturer’s modular fluorescent consists of 
a labyrinth or maze of passages sealed in a thin glass 
block. The are travels this winding path through the 
glass block to effect a large area source of light. This 
is a 40 to 50-watt lamp which has a reflector on one 
side only. On the front, pattern glass controls bright- 
ness and direction. 

Another manufacturer’s square fluorescent operates 
on the same principle, but in outer design and appear- 
ance, is markedly different. Its face plate features a 
waffle pattern configuration with 1% -in squares. These 
facilitate use of the lamp in fixtures with louvers of 
an identical grid spacing for efficient control of light. 
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The face plate diffuses the light, concealing the path 
of the arc and appearing attractive both lighted and 
unlighted. 

The lamp’s bi-pin terminals for electrical connec 

tion are placed behind an outer rim at adjacent corners 
and are entirely within the depth and other dimen 
sions of the panel. This makes application to fixtures 
of varied design simple. Push-pull connectors make 
installation and maintenance relatively simple and 
easy. The square fluorescent can be mounted on the 
ceiling, suspended, or on the wall 
This manufacturer's lamp will come in two types. One 
emits light equally from front and back. The other 
has a reflective coating on the back to direct most of 
the light from the front. The modular will operate at 
either 80 or 50 watts. At 80, it produces 4,800 lumens, 
or 10% more light than that given by four conven- 
tional 20-watt fluorescents. 
Fixture manufacturers are busy right now readying 
square fluorescent luminaires for introduction into the 
office, the plant and the home. Best estimate of when 
fixtures will be available: March or April, 1962. 
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FLUORESCENT: More Lumens and Sales In Sight 


More light for the money seems to be the goal of 
fluorescent tube manufacturers—and they are reaching 
it in two unparalleled ways. 

Standard 40-w fluorescent—providing about 8,000 
lumens—-has been replaced slowly but steadily by the 
96T 12 type, giving users 9,000 lumens. One manufac- 
turer offers a lamp that affords higher efficiency il- 
lumination (15 to 36%) where a greenish white light 
is acceptable. 

High output fluorescents—operating at 1,500 ma 
have been tremendously improved. Ratings have been 
boosted from 13,500 to 15,000 lumens and lamp life 
extended to 7,500 hours from the former 5,000 hours. 
This is a light source to concentrate on in the near 
and distant future. It is more efficient, provides 22 to 
3 times the output of other sources in the same applica- 
tions and probably costs less in the long run. As one 
manufacturer puts it, “This lamp has grown faster 
than any fluorescent we have ever made and mar- 
keted.”’ 

Wider application—inside and out—has been one 
outstanding marketing characteristic of the high out 
put fluorescent. Acceptance in industry has been great, 
but it is burgeoning quickly in the commercial market, 
too. Offices, stores and other business establishments 
are finding high output lamps the answer to many 
new lighting and relighting problems. Their good ap- 
pearance, low installation and maintenance costs and, 
of course, higher light output will continue to make 
them tomorrow’s big sellers. 

Look for an increased emphasis en group replacement 
of fluorescents in the coming months. One manufac- 


SETTING NEW FLUORESCENT SALES 
RECORDS ARE HIGH OUTPUT i500-MA 
LAMPS (TWO TYPES SHOWN ABOVE). 


‘MORE LIGHT FOR MONEY PLUS WIDER 


RANGE OF INSIDE-OUTSIDE USE 
MAKE HIGH OUTPUT “HOT SOURCE To SELL.. 


turer has just completed an up-to-date study that pro- 
vides data you will need in order to recommend 
individual group relamping systems tailored to each 
customer’s needs. Stress will be on the cost of group 
relamping versus the expense of spot relamping 

Group lamp replacement has always been a tough 
concept to sell, but is now gaining more acceptance 
than ever. Roughly one-half the nation’s industrial 
plants use some form of it today 


MERCURY VAPOR: Bigger Gains Are Ahead 


Ten years ago, mercury vapor lamps reached an 
annual sales volume of $4 million. The 1960 figure 
was close to $15 million 

Why this dramatic surge in the mercury vapor 
market? Improvement in product design and perform- 
ance—and it is continuing 
Here are a few of the trends in mercury lamp improve- 
ments that will affect your future sales efforts 

e Greatly improved maintained output throughout 
lamp life. 

e More and better lamps for universal use with 
heavy duty, weather-resistant bulbs. 

e Improved color in mercury lamps—permitting 

wider application in commercial and industrial areas 
where people-enhancement is desirable, and where 
improved color discrimination is needed. 
In just three years, improvements in mercury lamp 
output have brightened the sales picture. The develop- 
ment of the double-wound cathode permitted lamp 
manufacturers to make lamps that produce almost 
90% of their original light output, even after burning 
for 7,000 hours. This meant that these new lamps 
saved users 15 to 28% in the cost of light as com 
pared with previous mercury sources. 

What’s more, improvements in use of heavy duty, 
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CONVEN TIONAL (LEFT) 

AND SHORT ARC TYPE 

(RIGHT) MERCURY VAPOR FILAMENTS 
DRAMATIZE GREAT IMPROVEMENTS IN 
THIS SOURCE 1N RECENT YEARS AND POINT 
TO BIGGER SALES OPPORTUNITIES AHEAD 


CONTINUED 
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New in Light Sources (cont.) 





weather resistant glass envelopes extended rated life to 
10,000 hours. Along with rises in light output and 
longer life, manufacturers have built in improved color 
in mercury lamps. Before, where mercury lamps were 
used commercially and industrially, it was common 
practice to employ auxiliary incandescent and fluores- 
cent lamps for good color rendition 

Color correction has opened up applications in 
office areas, banks, stores and many other commercial 
establishments where mercury has never before been 
considered. 
High bay industrial installations will continue to in- 
crease as manufacturers seek better lighting on work 
surfaces, fewer accidents, improved morale, lower ab- 
senteeism and increased production. Color correction 
only enhances your chance to sell mercury to industri- 
als for office areas as well as in the plant. 
New and improved mercury vapor luminaires will 
continue to stimulate sales of outdoor lighting. Here 


again, color correction and weather resistant glass will 


win acceptance with those who specify lamps for use 
in street and highway lighting, shopping centers, park- 
ing and car lots, amusement areas, sports stadia, etc. 
Short arc mercury lamps—designed for installations 
which require a point source of light with maximum 
luminous efficiency and brightness—are destined for 
a big surge in the near future as air traffic safety 
lights. The new federal primary and secondary air- 
port modernization program should spur sales even 
more as local airports relight. 
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MANY USES OF MERCURY VAPOR LAMPS 
INCLUDE SHORT ARC AVIATION PYLONS 
AT AIRPORTS (ABOVE, LEFT), INDIRECT 
LIGHTING OF TERMINAL. AREAS (ABOVE) 
AND THE CONVENTIONAL STREET 
LIGHTING WITH THE USE OF COLOR 
CORRECTED LAMPS. 
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INCANDESCENT: 82 Years Old, Still Growing 


When it comes to shapes, sizes, wattages and appli- 

cations, incandescent lamps are like “little apples” 
there’s almost no end to them. 
Miniaturization is the only trend that’s common to in 
candescent lamps now and in the immediate future 
I argeness is no longer accepted as necessary to pro- 
viding more light. Much of the compactness of cur- 
rent incandescents can be attributed to the position 
change of the tungsten filament from horizontal to 
vertical along the bulb axis. The result: not only is the 
lamp smaller, but the construction change permits the 
filament to operate more efficiently, thus increasing 
the light output per watt of electricity consumed 

Changes in shape have also contributed to the 

higher efficiency of incandescents. Some are square 
shaped, some come with heat crowns, etc. but all have 
the same objective—more and better light for the 
money. 
Reflector lamps, which have become popular since 
WW II, continue rapid growth in application and use. 
The 150-w PAR-38 spot and flood lamps are still the 
most popular of shapes and sizes available. Here 
again, miniaturization plays a big part in sales. Huge 
reflectors have been reduced substantially 

One manufacturer reports much success with a 
compact, 50-w reflector lamp which is just 242 In in 
diameter and 4 in long. Used as highlighting in the 
home, for short-throw display lighting in commercial 
establishments and close-up supplementary lighting 
for Inspection in industry, the small reflector is prov 
ing the answer to many space restriction, heavy heat 
and brightness and high expense problems 
New coatings for incandescents have stimulated ac- 
ceptance by customers who formerly objected to the 
concentration of direct and reflected glare which 
characterized the older types 

Some manufacturers are carrying the built-in dif 
fuser idea many steps ahead. For general commercial 
use and for particular residential use, the “bulb that 
looks like a fixture” has started to influence the mer 
chandising of decorative lighting as never before 





CONTINUED 
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E-DISON'S FIRST INCANDESCENT 

HAS LED TO EVERYTHING FROM A BULB 

THAT CAN THREAD A NEEDLE THROUGH 
LAMPS THAT LOOK LIKE FIXTURES 

(LEFT ,BELOW) TO SPECTACULAR OUTDOOR 
REFLECTOR LAMPS (TOP RIGHT AND BELOW) 
ILLUMINATING THE NEW GEORGIA 
POWER CO. BUILDING IN ATLANTA 





What’s New In Light Sources (cont.) 





IN ALL SIZES AND SHAPEs , 
INCANDESCENT LAMPS ARE PERFORMING 
IN MYRIAD APPLICATIONS IN TODAY'S 

MARKET AND WILL ACCOUNT FOR 50% 
OF ALL LAMP APPLICATIONS TOMORROW. 


VERTICAL RATHER THAN 

HORIZONTAL FILAMENTS 

PERMITS BIG REDUCTION 
IN BULB size. 








Color in incandescents—particularly those designed 
for residential use—has opened new areas in decora- 
tive lighting. This development probably has made 
more homeowners lighting conscious than any other 
single factor—without sacrificing the functional ad- 
vantages of good residential lighting. 

The latest incandescent developed is one that uses 
a tantalum carbide filament rather than tungsten. The 
result; 25% more brilliance and 50 to 100% longer 
life than conventional incandescents. 


TYPES INCLUDE 4-IN BABY FLOODS, NEEDLE - 
THREADERS ,3-SOCKET 3-WAYS AND FLOODS 
WITH COLOR WHEELS FOR RESIDENTIAL USE. 


QUARTZ: Heating Up Future Sales 


porating quartz iodine lamps to see your sales poten- 
tial. 
Quartz infrared lamps—because of many recent basic 


Until a few years ago, quartz lamps—though incan- 

descent sources—were considered a specialty item 
with a limited number of applications. Today, quartz 
lamps are a surging source being applied in many 
fields formerly closed to them. 
Improvement in the basic lamp and development of 
new types are the prime reasons for the increasing use. 
The most dramatic innovation has been the introduc- 
tion of the small tubular quartz lamp with a very high 
initial light output, with nearly 100% maintenance of 
output throughout the life of the lamp. 

The key to development of this source was the in- 
clusion of a small amount of iodine into the lamp. The 
iodine, it was found, acted as a scavenger to clean 
the black deposit of tungsten off the bulb wall and 
then redeposit it on the hot filament. 

Quartz iodine lamps—now available from 500 to 
1500-w and in 5 to 10-in lengths—have hit the mar- 
ket like a bomb. Applications now range from use in 
a compact photographic flashgun all the way to giant 
indoor and outdoor floodlighting installations. The 
lamp’s small size—even with reflectors—has made 
this source architecturally acceptable and desirable 
wherever powerful, concentrated linear illumination 
without spill is needed. You need only to look at the 
growing number of fixture manufacturers now incor- 
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improvements 
marketplace. 

Heating things has been their main function. Ex 
amples: paint baking on new cars, food preparation 
etc. This function has been expanded to important ex 
perimental uses such as simulating re-entry heat en 
countered by our space vehicles. 

Heating people—a swiftly growing use for quartz 

infrared—has made gains as a result of dozens of 1 
stallations above the show windows and marquees of 
department stores and theaters in the nation’s princi- 
pal cities. How important is this to you? Says one 
manufacturer’s marketing specialist: “Within five 
years, every store on Fifth Avenue will have a people- 
heating installation. The beauty part of it is that 
nothing is wasted. You aim your heat and your light 
just where you want it.” 
A new red infrared is now available for the buyer who 
doesn’t want light, just heat. This lamp permits less 
than 1% of the light to get through. Popular for 
cooking and comfort heating, it can also be used for 
brazing, annealing, soldering and other metal work 
Its versatility is potent sales ammunition. 


are exerting new force in the lighting 
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THE PRESENT USE OF QUARTZ 
INFRA-RED HEATING 
INCLUDES MATERIAL 
BAKING AND DRYING 

AND EVEN SIMULATION 

OF SPACE RE-ENTRY TEMPERATURES. 


PIN POINTED ILLUMINATION AND 
PEOPLE HEATING UNITS ARE 
ALREADY IN EVIDENCE IN MANY 
METROPOLITAN AREAS. 
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What’s New in Light Sources (cont.) 





ELECTROLUMINESCENCE: Awaiting Acceptance 


Considered by many a most modern and meaningful 

advance in the history of lighting, electroluminescence 
still is handicapped by two drawbacks. 
For one thing, it is not a high level source of light. 
Barring a major breakthrough, it never will be. The 
other hindrance is evidenced by its lack of progress 
in the market, itself. 

Consider its limited uses so far. Almost without 
exception, these applications have been very special, 
not broad but narrow. And where electroluminescence 
has been suggested as an economical and far superior 
substitute for other sources, the local codes have be- 
come almost insurmountable stumbling blocks. The re- 
sult: no mass production in the broad sense and no 
impressionable impact on the lighting market. As one 
manufacturer puts it: “Everyone wants application 


samples made up—without any promise of buying.” 
But the outlook isn’t all dark. When the phenomenon 
of electroluminescence was first realized in 1936 by 


Georges Destriau, it was considered a novelty. Since 
1950—when the first solid type electroluminescent 
cells appeared—concentrated research in the develop- 
ment of phosphors, techniques and processing meth- 
ods have resulted in electroluminescent lamps with 
real commercial, residential and industrial value. 
Low power consumption is one of the most important 
selling features of an electroluminescent lamp. For 
example, a panel of 100 sq in would require less than 
10 watts. EL lamps may be used at any voltage lower 
than their rating; spectral distribution is changed very 
little by changing voltages. The life of an electrolumin- 
escent panel is five to ten times that of incandescent 
and fluorescent sources. 
At present, EL panels are made in metal, glass or 
plastic (only one manufacturer fabricates all three). 
Metal panels can be produced in sizes up to two feet 
square. Glass, up to 30 in square and plastic can be 
made in a wide variety of shapes and forms. 

Regular applications, such as safety lights, switch- 
plates, stairwell lights, etc. may be familiar to you, 


but now designers, decorators and architects are in 
corporating EL panels into walls, ceilings, room di- 
viders, tables tops, mobiles, shelving and even in 
furniture parts. As to color, one manufacturer has 
green, blue and yellow 
other shades that may be desired 


with combinations providing 


MOISTURE BARRIER 
ALUMINUM OVERLAY 
(BACK ELECTRODE) 
PHOSPHOR-PLAST! 


METAL STRIP 
FOR CONNECTION 
TO BACK ELECTROPE 


METAL STRIP FOR 
CONNECTION T< 
FRONT ELECTRODE 


ELECTRICAL CONDUCTING 

COATING ON GLASS 

(FRONT ELECTRODE ) 
CONSTRUCTION OF TYPICAL 
ELECTROLUMINESCENT PANEL (ABOVE) 
IS SAME FOR METAL AND PLASTIC UNITS 
LOBBY FIXTURES AND RESTAURANT 
TABLE Tors (BELOW) SHOW PIONEERING 
IMAGINATIVE APPLICATIONS 
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PRACTICAL 
AND SALABLE 
SAFETY APPLICATIONS 





AND HIGH VISIBILITY EMERGENCY SIGNS. 


ARE STAIRWELL LIGHTING 











HIGH FREQUENCY: Has a Long Way to Go 


Opportunities for development and _ large-scale 
marketing of high frequency lighting depend almost 
wholly on the possibility of developing a proper semi- 
conductor—one that has a high capacity and a rela- 
tively low price 
The basic power system for lighting in general use 
is the 60 cycle, 120/208-volt system. The high fre- 
quency trend is to 60 cycle, 277/480-volt systems 
where the lighting load is sizeable, or where both 
lighting and other heavy electrical loads are involved 
High frequency has made most progress in new 
construction and on jobs where price hasn't figured 
so much as long range economy of operation 


Ihe main idea involved here is that electric discharge 
type light sources produce more light for the same 
energy consumption when operated at higher fr 
quencies. For this and other reasons, there is a 
growing interest in high frequency. More than 100 
installations have been made to date 

High frequency power is now obtained by converting 
60 cycle power to the desired higher frequency and 
electrical characteristics. Three basic types of con- 
verters are now available. Semiconductors depend or 
60-cycle distribution at secondary voltages to lighting 
panels, where conversion is made to higher frequen 
cies for lighting branch circuit distribution 


FUTURE SOURCES: Many Innovations Still Ahead 


What will lighting sources be like in 1981? This 
question was posed to a number of lamp manufac- 
turers in the preparation of this report 

Few of their answers were blue-sky. Most were 
based solidly on long term trends which will be 
continuing for the next twenty years. Some were 
startlingly “‘far-out.” Here are some of forecasts: 

e “With the realization that high lighting levels 
pay off, high output lamps will be providing com- 
mercial and industrial users with 1,000 to 5,000 ftc 
of illumination. Ceilings will be complete light, heat 
and heat-dumping systems to be bought and installed 
as single units.” 

e “Bare tube lighting in stores and in factories will 
be gone in 1981. Well-designed shielding will help 
ceilings become less distracting and afford the most 
pleasing and efficient lighting atmospheres for all 
types of work, as well as merchandising. Lamp-depths 
will be shallower and better and more economical 
light control systems will be used extensively. Light- 
ing, heating and cooling systems will be bought on 
the basis of lower over-all costs.” 

e “Miniaturization will aid the selling of lamps im- 
measurably by 1981—and it will affect applications 
no end. Light levels will be at least ten times those 
of today. There will have been a greater acceptance 
of better lighting because the dollar return to the user 
will have increased.” 

e “Acceptance of better lighting by architects will 
be a key factor between now and 1981. Up to now, 
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they have largely approached lighting as a factor 
associated with the space. Soon—and certainly in the 
20 years ahead—architects will be associating light 
sources with the specific buildings they design. What's 
more, many more lighting consultants will develop 
in all phases of lighting. The present and future n 
ture of the product dictates this.” 

e “Lighting—both indoors and outdoors—will be 
barely recognizable in 1981. And even the gap be 
tween them will be filled with new light sources and 
new applications of good atmospheric lighting. You 
will find, in 1981, that a person leaving an office 
building will pass through transitional lighting, for 
example. No longer will he go from bright light out 
the door to relative darkness and tl 
lighted parking lot. The degree of contrast will be 
unnoticeable or non-existent.” 

e “It wouldn't surprise me to see a light source 
used for communications in 1981. Light ts electro 
magnetic in nature, as are radio waves. The full op- 
tical spectrum could provide an unique and private 
TV channel to every person on earth. The name of 
this device—now under development—is ‘laser,’ 
standing for ‘light amplification by stimulated emis- 
sion of radiation.’ This new order of control will open 
up uses for light that are as yet undreamed of.” 

Between now and 1981 is a long stretch. Your sales 
fortunes in lighting depend to a great degree on stay- 
ing “one-up” on what’s new. Remember that “luck” 
is just Opportunity you're prepared for 


1en to a well 
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WHAT’S NEW 
IN FIXTURES, 
MATERIALS, 
PROGRAMS? 


By Robert S. Bush 


HE LIGHTING FIXTURE industry is beginning to 

move forward at a rapid pace, not only in the area 
of new products, but also through the use of quality 
materials and imaginative designs and applications. 

In the past three or four years, users of fixtures 
have become more conscious of good lighting prac- 
tices. From the inside to the outside, ultimate con- 
sumers of commercial, industrial and residential fix- 
tures are thinking more in terms of benefits than costs 
involved in good lighting jobs. 

Because of this, lighting fixture manufacturers more 
than ever before are developing new products, which, 
in turn, are enlarging the field for new concepts in 
lighting. Although many new products and concepts in 
lighting fixtures have been developed in the past few 
years, market conditions and consumer thinking has 
not been at a level for complete acceptance. 

One such example involves the light and air-diffus- 
ing fixtures, which some manufacturers had developed 
for consumer use two to three years ago. Only now, 
after many installations have been made, has the 
general public become aware and interested in this 
trend. 

Manufacturers have had—and still will have—an 
uphill battle in the education of the consumer towards 
better lighting. The majority, however, sees this need, 
and is increasing its emphasis on marketing programs 
to distributors who, in turn, it hopes will go a long 
way in helping to upgrade the fixture industry. 


CROSS-SECTION OF ONE 
LIGHT-AIR SYSTEM 
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A CONTINUOUS FLOW OF AIR 
AS SHOWN BY ARROWS PREVENTS 
STALE AIR FROM ACCUMULATING 


COMMERCIAL: Lines Score Breakthrough 


“It’s time we started to be creative and put all of 

our efforts into upgrading the commercial lighting 
fixture market,” a leading manufacturer recently com- 
mented. “The time has come when we must stop ex- 
tolling the virtues of our own products and let the 
user know that now, more than ever, fixtures and 
materials are better designed—that equipment can be 
utilized for many purposes.” 
This thinking seems to be typical of the majority of 
fixture manufacturers at present. And to back up this 
thinking, they are beginning to produce the products 
that will have a tremendous impact on the concept of 
lighting in the next few years. 
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One of the breakthroughs—although the product 
has been on the market a short time—involves the 
combination of lighting and air distribution. Only a 
short time ago, lighting fixtures and ceiling diffusers 
were competing for space. The results in the majority 
of cases were cluttered and unattractive ceilings. 

With new developments in lighting, heating and 
cooling units, this situation is no longer a problem. To 
date, several thousand combination units of this new 
and fast developing system have been sold, and pre- 
dictions call for an increased use in future projects. 
Basically, two systems are involved in these combina- 
tion lighting and air conditioning systems. First, a 
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HIGH OUTPUT LAMPS 
-ARE RECESSED. 


movement of air above the fixtures is used to exhaust 
the luminaire heat to the outside of the room or 
building for cooling purposes. For the heating cycle, 
the heat is recirculated into the room to reinforce— 
and sometimes even to replace—the existing heating 
system. 

The second approach—one which lighting manu- 
facturers are developing and stressing at present 
involves individual fixtures, each of which is con- 
nected to ducts above the ceiling carrying condi- 
tioned air. For complete flexibility, air distribution 
can be supplied downward through the unit, or re- 
turned through the ducts. 

Because these combination units eliminate the clut- 
tered effect on ceilings, there is great versatility in de- 
sign. Manufacturers have developed—and are de- 
veloping—many styles to satisfy both lighting and air 
conditioning purposes, and to provide a system that 
is visually appealing. 

Three such styles include the flush unit, the re- 
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LAMPING ABOVE CEILING ALLOWS 
SPACE FOR DUCT WORK CARRYING 
CONDITIONED AIR TO AREAS BELOW. 




















SKETCH SHOWS GENERAL 
PRINCIPLES OF LIGHT- CONDITIONED 
AIR SYSTEM 


cessed unit that is interchangeable with ceiling panels 
and the module that can be integrated with ceiling 
components. 

Two outstanding examples of these types of instal- 
lations include the remodelled office building of 
Rochester Gas & Electric Corp. of Rochester, N.Y., 
where a system involving high output lamps provides 
about 80% of the heat. The other is an installation 
at the Union Carbide Building in New York. In this 
§2-story building, 800,000 sq ft of ceiling is lighted 
with about 70,000 fixtures. Here, the all-electric ceil- 
ing is divided by major and minor runners of stainless 
steel. The major runner is slotted and contoured to 
distribute and return conditioned air to office spaces. 

In these installations—as with all combination units 

the high levels of illumination are not affected. 
Following along a similar trend, lighting fixture manu- 
facturers are continuing to develop units to accommo- 
date the new concept of comfort heating—or infrared 
lighting and heating. Some of the newer developments 


CONTINUED 








CUT-AWAY SHOWS 
HOW AIR PASSES 
AROUND LAMP AND IS DIFFUSED 
INTO ROOM THROUGH OPENINGS. 
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What’s New In Fixtures (cont.) 





- CHANNEL CARRIES 
CONDITIONED AIR. 
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include 4-sq ft recessed fixtures, two-lamp fixtures 
wired for switching to 12 different radiant-energy 
levels, units that can be shifted along a suspension 
cable, for use in areas such as building annexes, and 
decorative single units that can be used in large areas, 
such as indoor swimming pools and gymnasiums. 
Chalkboard lighting in schools has become increas- 
ingly important recently. Normally, most areas of a 
classroom are lighted adequately, but little thought 
is given to the close seeing tasks involved in chalk- 
board reading and writing. 

The Illuminating Engineering Society has recom- 
mended minimum levels in this area of 150 ftc. Much 
of this can be obtained by general classroom lighting. 
However, specialized supplementary lighting is neces- 
sary to maintain illumination on chalkboards at this 
level. 

To obtain the recommended results, several manu- 
facturers have been developing fixtures for this speci- 
fic application. Most units range in length from four 
to 16 ft., and include special asymmetric reflectors 
for the proper direction of the illumination. 

To be used with fluorescent lamps, most units now 
can be obtained either shielded or unshielded. For a 
more appealing appearance, manufacturers are add- 
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COMBINATION FIXTURE FoR 
EVEN LIGHT DISTRIBUTION 


WAS DESIGNED FOR. UNION 
CARBIDE BUILDING 


ing apertures in the top of the fixture to permit a 
soft uplighting. 

Other applications for this specialty fixture can in- 

clude lighting in art galleries, libraries, displays, ex- 
hibits and bulletin boards—wherever adequate light- 
ing is needed in a small area to produce a pleasing 
effect. 
Since the advent of the high output lamp, most manu- 
facturers of commercial fixtures are designing units 
to accommodate the higher output involved. In this 
case, fewer fixtures are needed, both in suspended 
units and in the all-electric ceilings. 

These fixtures—just coming into their own—will be 
much improved in the next few years. At present, 
some are slightly wider than the conventional fixtures 
used for rapid and instant start lamps. 

In the present commercial fixture market, designs 
are becoming increasingly important. The trend is 
toward obtaining decorative effects without reducing 
the quality of illumination. 

Fixtures being introduced now—mainly for use with 
fluorescent lamps—are more shallow and modernistic 
in design. Shallow depths eliminate many of the ob- 
stacles to duct and pipe work in the ceiling, and 
when units are recessed, they can blend with the 
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STRIP LIGHTING ON CHALKBOARD 
SUPPLEMENTS ILLUMINATION. 


lacionc 
n 


ceiling components for pleasing, functional desis 

For practical, decorative, functional and colorful 
lighting effects, one manufacturer has developed plas- 
tic color squares that snap into the openings of all 
electric ceilings and enclosures of the manufacturer’s 
fixtures. Available in four colors, the squares can be 
used to identify departments, direct customers or to 
create any design possible. 

Along the same lines of lighting designs are one 
manufacturer's forms fot light. The big difference 





PEOPLE HEATING 
AT STORE 


ENTRANCE "] 


here is that the forms are actual fixtures in a variety of 
shapes. Designed for wall use only, these units can 
be used on either exteriors or interiors of buildings 
Used individually or in combinations, it is possible 


T 
u 


to create patterns of light by varying the number an 
arrangement 

New innovations in recessed incandescent lighting 
have been developed in an attempt to solve specific 
troublesome lighting problems. 

Typical of the problems being solved through the 
inclusion of new methods into new lines include th 
ability to alter easily the quantity and intensity of 
light in a given area after an installation has been 
made; the reduction of glare to an absolute minimum. 
and the ease of installation by means of an adjustab! 


nounting, regardless of ceiling thickness 
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ADJUS TABLE 
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NEW 
RECESSED 
CONCEPTS. 
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tinuous series of ceiling-level fixtures. The fixture, it 
elf, recedes upwards toward the provid 
dditional shielding from glare 
\ combination of lens and reflectors also has been 
veloped into system permitting precise control 
of the quantity and quality of light 


In all of these instances, maximum light is main 


tained. These recent developments a 
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so stress a mini 
mum intrusion of the fixture. itself. performance, ap- 
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pearance, ease of maintenance and ease of relamping 
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INDUSTRIAL: Units Stress Reflectors 


EFFICIENCY UNITS 


FOR HAZARDOUS 
AREAS. 


SLOTS PROVIDE 
UPLIGHTING. 











[wo important developments have been stressed re 
cently in the manufacture of industrial lighting fix- 
tures: lighting an area adequately, and stressing units 
that will have a pleasing appearance. 

Many of the new developments have been made in 
the reflectors in an attempt to utilize the light better 
and to direct the illumination to the exact area where 
it is needed. In these industrial fluorescent lines, ribbed 
reflectors provide maximum rigidity and durability 
Most reflectors now are being slotted to provide a 
10% uplight for more efficient and pleasing effects 
Fixtures to accommodate high output lamps are being 
developed at a rapid pace. These basically are one 
lamp fluorescent units that take up less space, but 
produce adequate illumination in work areas 

Many new developments have been made recently 
in lighting equipment for hazardous locations. In a 
new line of mercury vapor explosion-proof equipment, 
a variety of reflectors have been made available. These 
include the standard dome, angle, high bay, shallow 
bowl and deep bowl. 

In addition, three sizes of lamps 
400-watt mercury vapor—can be interchanged with 
out the use of tools. 

In a new incandescent line utilizing 150- and 200 
watt lamps, the fixture is designed to hold any ex- 
plosive pressure within the reflector without affecting 
the lamp. The ease in cleaning these fixtures is also 
being stressed. Most, now, can be disassembled with 
out the use of tools. 
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RESIDENTIAL: Styling Gets a Boost 


[he recent—and big—developments in residential 
lighting fixtures have been in the area of style and ap- 
pearance. Because the consumer is now becoming more 
conscious of not only good lighting but also of the 
decorative values, manufacturers, more than ever be- 
fore, are designing units that are visually appealing. 
All-electric ceilings are beginning to find their way 
into new homes, and are being added to existing rooms. 
Basically, these units are similar to all-electric ceilings 
in commercial establishments, with the exception of 
size. In residential use, however, many manufactur- 
ers are including designs on the shielding for added at- 
tractiveness. Most of the plastic shielding is now being 
made in several colors for home use. 

Areas in which the electric ceiling is now being used 
include bathrooms and kitchens. In a few cases, instal- 
lations have been made in residential recreation rooms. 

Several manufacturers have recently developed all- 
electric ceiling inserts. These normally are in sizes of 
2 sq ft. By using a number of different designs of in- 
serts, attractive patterns can be obtained on the ceiling. 

Along the same lines, one manufacturer has develop- 
ed square fluorescent panels that can be recessed into 
the ceiling. These panels are not part of an all-electric 
ceiling, but are individual units that not only become 
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a part of the existing ceiling, but also can be arranged 
to form patterns in different parts of an area, in addi 
tion to providing adequate illumination. 

Another new form of light design for residential use 
involves incandescent geometric shapes which combine 
light source and surface decoration into one architec 
tural unit. These forms for wall use may be arranged in 
almost any type of design, and are constructed of ther- 
mopal glass with all-aluminum construction. They can 
be used either inside or outside the home. 
Fluorescent lighting for residential use has come a 
long way in recent years, and manufacturers predict 
that designs of fixtures for this type of illumination will 
be improved constantly. 

One manufacturer recently introduced a dining room 

unit using fluorescent lamps. The two-lamp fixture is 
modernistic in design, and is hung so that half of the 
light is directed downward to the dining room table, 
and the other half directed at the ceiling. This pro- 
duces an indirect lighting effect. 
A new innovation in pull-down fixtures should make 
this item more appealing. In one manufacturer’s line, 
the cord reel is no longer visible. Both the reel and the 
housing are recessed in the ceiling. The canopy can 
then be attached to the reel flush with the ceiling. 
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Most manufacturers seem convinced that the con- 
sumer has reached—or is about ready to reach—the 
point of acceptance of the idea of adequate and attrac- 
tive lighting. This is reflected not only in the new 
styles and designs being introduced, but also in the use 
of color. 

One example of this is in the increased design and 

manufacture of pendants. Many varieties are being pro- 
duced in almost as many different combinations of 
colored glass. 
For the consumer to obtain a variety of effects with 
different colored pendants, several types of spreaders 
have been introduced. These can be obtained in both 
wood and metal canopies, allowing the use of from two 
to six Or more pendants on one unit. Through the use 
of these spreaders, it is possible not only to create 
multiple combinations of forms and colors, but also to 
stagger the heights to form focal points of interest for 
any room 

Che majority of these new pendant lines are modern- 
istic in design. 

For high output of illumination in residential use, 
new units featuring recessed housings utilize wattages 
from 100-300 watts. One of the advantages here is 
that glassware may be mounted without pans, frames 
or visible mountings 

With the housings recessed, the lip of the glass seats 
on a threaded reflector. To secure the glass, the user 
merely spins it up to the ceiling surface. Relamping 
and cleaning are simple 
The trend to outdoor living has given rise to interest in 
good outside lighting. Here, again, is an excellent mar- 
ket, and the manufacturer is beginning to stress a wide 
variety of styles for every type of outside residential 
area. 

The most popular type of outdoor lighting fixture 
today is the post and post lantern. Many innovations 
have been developed in this area recently. Most posts 
for instance, are now made of aluminum. In addition 
to the inclusion of weatherproof convenience outlets 
that are grounded, and many models with automatic 
controls to turn the lights off or on, most posts can be 
adjusted in height. 

For the design of lanterns, styles range from early 
American to traditional, contemporary and modern 

One line of luminaires developed especially for 
pools, walks, patios and garden areas provides a soft 
level of lighting. The fixtures are designed so that the 
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FLUORESCENT LIGHTING 
TAKES ON NEW DESIGNS IN BOTH 
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What’s New In Fixtures (cont.) 





PENDANTS ARE 
BECOMING MORE POPULAR. 


light is directed downward. The purpose here is to 1n- 
crease the hours of outdoor activity and enhance the 
adjacent areas. 

Other fixtures have recently been developed that in- 
corporate prismatic panels to provide the proper light 
distribution in outside areas. Both these fixtures will 
accommodate standard lamps up to and including 150 
watts. 

Although these units can be mounted on standard 
posts, photo-electric control units are placed within the 
top covers for accurate control in automatic dusk-to 
dawn lighting 


OUTDOOR: Luminaires Feature Safety 


One of the largest developments in floodlighting in 
recent times is in the area for swimming pools. In the 
past, underwater lighting has been the cause of 
deaths through electric shock. This is particularly true 
in pools used on the residential level, where expert 
attention is often neglected. 

To remedy this situation, most manufacturers have 
either developed, or are in the process of developing, 
low-voltage units that deliver high lumen output. The 
systems provide complete safety from shock. The hous- 
ings on these units are fully submersible, and are cor- 
rosion resistant with safety grounding screws. 

Lighting the exterior of a building at night has be- 
come increasingly important. While units utilizing mer- 
cury vapor and incandescent lamps are being used 
extensively, the newly-developed quartz iodine lamp 
is fast coming into its own. 

Among the features being developed in fixtures to 

accommodate this type lamp are aluminum reflectors 
that accurately pattern the powerful, rectangular beam 
spread, providing a sharp cut-off. Cast fins and hous- 
ings provide optimum light output and lamp life, and 
weatherproof cover seals protect the lamp. Because of 
the compact size and low weight of the fixtures, most 
units can be mounted in banks of fewer groups, on 
fewer poles and with lighter and less expensive service 
conductors. 
For highway lighting, a new unit has been developed 
for illuminating wide roadways. The fixture, designed 
for 700- and 1,000-watt clear and color-corrected 
mercury lamps, utilizes an optical system that allows 
light to be directed over a large area with uniform 
illumination. 

In one new line, extra lamp life is insured by means 
of a %-in air space between the lamp and the housing 
This allows greater air flow and lower operating tem 
peratures. Other features include complete weather- 
proofing, fast relamping and a lamp positioning lock 
for focusing the beam pattern. 
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SAFETY IS 
STRESSED IN 


TREND IS TO 


BRIGHTER 
LIGHTING WITH 


SMALLER UNITS 


ELECTRICAL WHOLESALING—September, 1961 








LIGHTING FOR NIGHT 
GOLF IS EMPHASIZED 






AIR SPACE 
MEANS LOWER OPERATING TEMPERATURE 









REFLECTOR GIVES 
SPREAD 
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MATERIALS: 
Improvement in Plastics 


With the use of higher levels of illumination, re 
h has been extensive to find new materials that 
will withstand the increased amount of heat. Probably 
the greatest research recently has been in the adapta- 
tions of plastic products to be used as light diffusers. 





According to a leading plastics maker, the use of 
vinvl corrugated and vacuum formed sheeting fo! 
commercial and industrial service currently represents 
market covering an area of some 17 million sq ft 
One of the newest developments in diffusing ma 
terial is a honevcomb plastic unit with an aluminum 
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units, for example, one-piece plastics—as the com 

plete unit—are being introduced. Getting away from 

metals, some residential manufacturers now are in 
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MARKETING: Programs Are Picking Up 


More than ever before, manufacturers are initiating 
marketing programs to promote their products to the 
ultimate consumer, and to help the distributor to sell 
their products to the user through the electrical con- 
tractor. 

One such program has recently been initiated by a 

Mid-west manufacturer in an all-out attempt to give 
the consumer just exactly what he wants in the way 
of residential lines. This promotion consisted of a per- 
sonal survey by the manufacturer’s representatives of 
the factory’s distributors to ascertain just what types 
of lighting fixtures users preferred in each particular 
location of the nation. 
From this personal survey, the manufacturer was able 
to bring out a complete new line directed to ultimate 
user desires, and to be included in a brand new cata- 
log. The catalog, stressing “trendlighting” includes 68 
pages of full-color, highly-styled fixtures for every 
room in the home. 

These new catalogs are now being distributed to 
electrical distributors as an aid in helping the contrac- 
tor sell up residential lighting. 

Manufacturers are continuing to upgrade their mer- 
chandising programs to the distributor. Another Mid- 
west manufacturer, for instance, has distributed a light 
kit, which can be used by both distributors and elec- 
trical contractors. In this kit, three factors are stressed: 
appearance, comfort and economy. 

In the kit, complete technical data is given for figur- 
ing proper lighting for stores, offices, schools, industry 
and supplementary lighting. Work sheets to determine 
the number of fixtures and the amounts of lighting 
in a particular area, along with detailed instructions, 
are included. 
elling the distributor “how to sell” is the theme of 
a new program offered by a Cleveland manufacturer. 
This application lighting program is designed to assist 
not only the distributor, but also the architect, builder, 
contractor and consumer on how to apply “The Light 
Idea” concept in lighting plans. 

Six illustrations are pointed out in this marketing 
program. A view of a colonial style kitchen is stressed, 
incorporating an all-electric ceiling; next, light sources 
to be used with this ceiling for best illumination are 
pictured. For highlighting specific areas, illustrations 
show how pulldowns, drop cords and recessed fixtures 
can be incorporated in all-electric ceilings. 

Under-cabinet lighting is stressed, as is valance light- 
ing. Finally, illustrations depict a typical poorly 
lighted kitchen. 

The entire promotion is centered around the kitchen, 
which the manufacturer believes is most important to 
the housewife. 

A traveling display room, specifically designed for 
the distributor, contractor, architect and engineer re- 
cently has been introduced by a West Coast manufac- 
turer. Inside the traveling van, a representative number 
of the manufacturer’s newest lighting fixtures are dis- 
played in actual settings. This is an attempt to bring 
new products right to the door of the customers. 
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TRAVELING DISPLAYS AND AIDS 
To THE DISTRIBUTOR ARE BEING 
STRESSED BY MANUFACTURERS 





"LITE KIT “GIVEN TO DISTRIBUTORS 


ASSISTS THEM AND THEIR CONTRACTORS 
TO LAY OUT COMMERCIAL AND INDUSTRIAL. 
JOBS. KIT EMPHASIZES APPEARANCE 
COMFORT AND ECONOMY IN LIGHTING 
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NEW CATALOG AND PROMOTION 
FOR DISTRIBUTOR WAS 
DEVELOPED AFTER 
MANUFACTURER FOUND OUT 
EXACTLY WHAT CONSUMER 
WANTED. 
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A“ How TO SELL BROCHURE PICTURES A 
TYPICAL SETTING WITH SUGGESTED 
LIGHTING FIXTURE COMPONENTS. 
FOLLOWING THIS.THE CUSTOMER SEES 
THE CATALOG FOR DETAILS. 
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WHAT’S NEW 
IN LIGHTING 
ACCESSORIES? 


By Herb Cavanaugh 


VEN AS this section is being written, new de- 
velopments and modifications are taking shape in 
lighting accessories. From dimmers to ballasts, one 
manufacturer summed up the industry’s snowballing 
progress when he said: “five years ago we had three 


engineers doing research and development in our labs. 
Now there are 12 ‘cloud nine’ engineers working in 
there.” 

Though a relatively small number of manufacturers 
are making dimmers, these units run the entire spec- 
trum of price and quality. More manufacturers have 
indicated they’re coming into the field. 

Wall switches’ clicks are becoming inaudible and a 
recent advance has made them almost invisible. 

Outdoor lighting controls are taking on more and 
more sophistication, and ballasts are quieter, safer and 
more efficient. 

The scope of this section is designed to apprise you 
of the newest advances in each particular market. Its 
aim is to unveil those products that have been out for 
: while, but are so new they haven't caught on; those 
products that have just come out; those products that 
are due to come out in a few months and those that 
are still on the manufacturers’ drafting boards or in 
their research laboratories. 


DIMMERS: Slowly Catching On 


Using the latest findings in solid-state physics, man 
ufacturers’ engineers have created smaller, more com- 
pact incandescent light dimmers for electronically re- 
ducing electricity flow while varying light intensity 
from incandescent lamps. Known as scr units (silicon 
controlled rectifier), these continuously variable dim 
mers require no transformers or rheostats and their 
comparatively low cost and attractive appearance make 
them very competitive with other types of dimming 
equipment. 

Universal advantages of the scr units are: 1. wide ap 
plication in residential, institutional, commercial and 
industrial markets for control of relatively small light- 
ing loads; 2. units are small, light, efficient and com 
pact, providing quick and simple installation in stand- 
ard switch boxes; 3. only two wire connections have 
to be made; 4. allowance for direct replacement of 
standard on-off toggle switches for new construction 
or modernization. 

At present there are relatively few makers of scr in- 
candescent dimmers. However, due to the increasing 
desire to control light, other manufacturers are plan- 
ning to enter this field. With the prospect of increased 
competition comes the promise of greater refinements 
and the strong possibility of lower prices. The latter 
could cause the idea of the dimmer being a luxury 
item to fade in the eyes of the residential, institutional, 
commercial and industrial buyers. Even now, more 
and more builders, architects and decorators are sug 
gesting the use of dimmers in restaurants, hotels and 
motels, hospitals, churches and mortuaries, private 
clubs and retail establishments, as well as homes (ac 
cording to one manufacturer, most of the last cate- 
gory are presently in the $25,000 class) 

Among the manufacturers who are now making con- 
tinuously variable, incandescent scr dimmers, the most 
recent trend is increasing or developing dimmers to the 
600-w class. Larger wattages are predicted for the near 
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ONE PIECE SCR 
DIMMERS ARE SMALL 
LIGHT COMPACT 


THEY ARE EASY TO 
INSTALL- NEED 
ONLY TWO WIRE 
CONNECTIONS. 


CAN DIRECTLY REPLACE 
LD TOGGLE SWITCHES IN 
NEW CONSTRUCTION 

OR MODERNIZATION, 


future. Whether 500-w or 600-w, all dimmer manu 
facturers offer the same inherent advantages possessed 
by the scr units, but with various modifications in 

ich manufacturer’s line. For example, one manufac 
turer producing a 600-w continuously variable trans 
former offers it in four different models which go from 
zero to full power with a 300-deg turn. Another manu 
facturer making a 500-w scr dimmer offers the unit 
with an on-off toggle switch which enables the opera 
tor to turn lights on or off in present positions. All 
makers indicate that their present line of scr dimmers 
are merely harbingers of things to come in light inten 
sity control. For example, one manufacturer reported 
to EW that it is coming out with a 600-w, scr dimmer 
that has all the innate advantages of scr’s, but will 
control both incandescent and fluorescent on the same 
circuit—in addition to other impressive features 
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THREE-SOCKET DIMMER 
FITS INTO RESIDENTIAL 
FIXTURES FOR LOW 
MEDIUM OR HIGH LIGHT LEVELS AND 
HAS SWITCH ON FIXTURE AND/OR ON WALL 








Silicon controlled rectifiers are not the only type of 


dimming control. A new electrical dimming systen 
been made available for inst illation int dgential Ts 
tures without significantly increasing the price « 








luminaire. The basic unit 1 three-socket t 
housing three-way, 25- 35- 60-w lamp bulbs. | 
four-position switch located on the fixture 

other mounted on the w [he tch « 

three lamps at once to pt ow, med 

levels of light, giving even and b 

and uniform appearance to the luminaire. D 
unusual combination of tlacc listinct diff t 
n light output can b 1 h 


Compatible Installations 


Autotransiormer dimming also has a newcomer enter- 





ing its ranks with a one-piece, four-sta neand 
dimmer utilizing a miniaturized autotranstormer-rect 
fier principle. Meant for the residential market, 





new, compact unit, rated at 400-w, can be ins 










without special construction, in 3- and 3 nd 
wall boxes. The autotransformer measut 16x] 
x 1% in. Lighting levels are: Off, 20 5 

100 illumination. The exterior surface of t 

plate has no visible screws. This manufacturer 1s 
planning a continuously variable dimmer and ts do 
research and development of fluorescent hting cor 
trol 





Incandescent - Fluorescent Dimming 


Speaking of controlled fluorescent light 
descent light, for years only the incandescent lamp 


could be dimmed, but constant research by ball 
} 


and incan- 









las Created units 


accessory, and lamp manufacturers 





1 


capable of controlling the light output of 





lamps. It has been possible, through not practical, to 





put both incandescent and fluorescent on the same 
dimming circuit until last month when a manufacture! 
announced a two-piece dimmer for incandescent and 
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or fluorescent (on the same circuit), utilizing the satur 
able core reactor principle. Aimed at the residential 


and commercial markets, the new dimmer is rated 


600-w. incandescent or fluorescent, or incande 
iuiwd fluorescent combined. A wall-mounted un! 
fits a standard 2-in single or ganged wall box 

second piece is a remote surface-mounted toroid 
which can be mounted in the cellar, attic or ck 


eliminating special wall construction 


ton. 
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LIGHTING TOMORROW WILL 
Ne BE LIKE SETTING TEMPERATURE 





MORNING 


_— LEVELS TODAY. OPERATOR 
SETS FTC LEVEL,AND 

SCANNER SENSES COMBINATION 

OF DAYLIGHT AND ARTIFICIAL 

LIGHT TOKEEP ILLUMINATION 

AT THE PRESET LEVEL 

















light sensitive control “scanner” to detect variations in 
light from the preset level; a device to set and indicate 
the number of ftcs desired; a control circuit to am- 
plify the signal received from the photo-cell scanner; 
a motor-driven, continuously adjustable transformer to 
supply the necessary voltage to the lamps. 
Used with either incandescent or fluorescent, but not 
both, the system is set up this way: 1. proper type and 
number of fixtures is determined; 2. a portion of all 
the lighting is placed under the operation of one or 
more automatic light control systems; 3. light level is 
set by selector/indicator-knob. No further adjust- 
ment is necessary, unless a different setting is required. 
Next, 4. a light sensitive control scanner is mounted 
at a location where it can monitor the lighted area. 
rhe combined daylight and artificial light is observed SYSTEM CONSISTS OF (1)PHOTO-CELL 
by the scanner and any change in daylight that creates 
a deviation from the preset level is corrected auto- SCANNER, (2) SELECTOR/ INDICATOR 
matically. KNOB TO SET LIGHT LEVEL(3)SIGNAL. 
The system is meant to be used in schools, factories, STATION (4) MOTOR-DRIVEN CONTINUOUSLY 
restaurants, banks, libraries, offices, stores, etc. ADJUSTABLE TRANSFORMER. 
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SWITCHES: Compact and Convenient 


The fact that many manufacturers are increasing 
their forces of research engineers accounts for the 
many changes being brought about in the lighting con- 
trol industry. Wall switches and plates are two big 
segments that are also going through rapid change. 
Electroluminescence has found its way into wall plates 
along with a strong emphasis on aesthetic design and 
maintenance-free advantages. Plates are being made 
to match the contemporary design of modern fixtures 
and the current trends in architecture. Wall switches 
have received many new improvements. Here are a few 
examples: 

e Two-stage, electronic- 
ally controlled, low cost 
dimmer switches that pro- 
vide 30% and 100% light; 

@ Sophisticated proxim- 
ity switches that turn lights 
on with a touch or wave of 
the hand; 

@ A_ two-circuit, 15- 


amp, 120-v—277-v quiet 


switch that controls three- 
light lamps from a wall 
switch, or two separate 
banks of lights—either in- 
candescent or fluorescent 
on two separate circuits 


from one location; 

@ An automatic § and 
manually operated photo- 
electric cell, imbedded in 
the wall plate and capable 
of turning house lights on 
at the end of the day. 

A variation of this idea is on the drawing board of 
one manufacturer who plans on coming out with a 
device that uses infra-red sensing cells which will per- 
mit on-off switching of lights simply by entering or 
leaving a room. 

There are many new products coming out in this 
field and many modifications of old products. Manu 
facturers are looking more and more to the field of 
electronics for the purposes of making their switches 
smaller and more compact. Eventually these switches 
will attain an almost invisible state in the home or in 
the plant. One manufacturer has just come out with a 
proximity switch that turns lights on or off by merely 
touching a flat, plate-type arrangement installed in the 
wall to blend in with the surrounding decor 

But where does it all lead to? Millions of items that 
the distributor must keep on his shelves? No, says one 
manufacturer. The trend will be to make switches 
with all the advantages that can be possibly rolled into 
one unit. As more and more manufacturers follow 
this trend of incorporating features into one or several 
switches, there will be single devices coming out that 
cover a great many more applications. Distributors 
will experience faster turnover because hundreds of 
items may be eliminated, and there will be a boiling 
down of lines from 20 types to five. 
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FUTURE LIGHTING SYSTEMS 
MAY SEE INF'RA-RED CELLS DOING 
THE JOB OF TURNING THE LICHTS 
OFF AND ON FOR THE 

HOMEOWNER WHEN HE PASSES 
1N AND OUT OF THE ROOM. 


RIGHT NOW THERE ARE 
PROXIMITY SWITCHES 
THAT ARE PRACTICALLY 
INVISIBLE IN THE 
WALL OF THE HOME. 


REMOTE CONTROL. SWITCHING 
OF HOME AND OFFICE LIGHTING 
VIA TELEPHONE -TV IS NOT 

TOO FAR IN THE FUTURE. 





What’s New in Lighting Accessories (cont.) 











Automatic switching of outdoor lighting has taken 
some long strides in the past year or two. Manutactur- 
ers are producing such time controls as a dial time 
switch which turns lights on and off, is self-compensat- 
ing for changing times of sunset and sunrise. This 
manufacturer, who thinks that this timing device will 
really catch on, makes it in several models for various 
latitudes because sunrise and sunset times change not 
only with seasons, but also with distances from the 
equator 

Another automatic dial time control has recently been 


produced for use with incandescent, mercury-vapor 


or neon lighting. It is designed for illuminating signs, 
billboards, show windows, parking lots and other light- 
ing applications. It controls four separate circuits at 
the same time, the greatest load carrying capacity being 
for 3-phase lighting applications. It requires one set- 
ting, after which lights will turn on in relation to sun- 
set and off at any preselected time with no further ad- 
justment for seasonal changes. According to the manu- 
facturer, the elimination of callbacks for resetting will 
pay for the initial investment in one year’s time. 

Photoelectric control switches are another type of 


outdoor light control de 
vice that may be used to 
control outdoor sign light 
ing or general illumination 
(mercury vapor, fluorescent 
or incandescent) In gas sta 
tions, garages, parking lots, 
farm-buildings, _drive-ins, 
loading platforms and other 
work areas. Simpler devices 
are also available for resi- 
dential use, such as post 
lanterns and porch lights. Several manufacturers 
have been marketing these “magic eyes” that au 
tomatically switch lights on or off at dawn and dusk 
One manufacturer has produced a photoelectric device 
for porches, patios and post lights with an adjust- 
ment feature that enables the homeowner to pre-set 
the exact degree of darkness and intensity of daylight 
needed, as well as a manual control and a convenience 
outlet for post lanterns. 
Commercial and _ industrial photoelectric control 
switches have added manual control to photoelectric 
control to turn lights off, and automatic control to 
override the manual control in case of forgetfulness in 
turning lights on. They’ve also been given built-in 
time delay controls to prevent accidental switching by 


stray light 


BALLASTS: Trend is Thermal Protection 


In the field of fluorescent ballasts there have been a 
number of new developments. One of these is an up 
side down case construction. The core and coil are 
at the top, mounted upside down so the fiber-made 
insulator pad is at the top of the can. The terminals 
come out on top. Heat passes down through the bot 
tom of the case and lamp reflector acts as a big heat 
sink to dissipate the heat. This reduces the tempera 
ture of the ballast by 15-deg F. and also cuts down 
fire hazard to any wires running alongside the case 
It also increases ballast life 

Another development in the field of fluorescent bal- 
lasts is a new line for indoor commercial and indus- 
trial applications, which emphasizes thermal pro- 
tection. These ballasts have non-resettine thermal 
protectors that take units off the line when abnormal 
point-of-failure temperatures are reached. The bal 
lasts are also electrically interchangeable with standard 
ballasts of the same ratings. 

One manufacturer of fluorescent ballasts has produced 
a ballast with an automatic internal thermal cut- 
out device, which prevents the ballast from operating 
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"_— UPSIDE DOWN 
“CONSTRUCTION 
REDUCES TEMPERATURE 
OF THE BALLAST BY 15°F. 


it overheating. After ballast cools in 15 to 30-min, 
the device will allow the ballast to resume functioning 


Other new developments in the ballast field include 
lower noise level ballasts for schools, hospitals, librar 
ics and other critical areas where absence of noise is 
important; smooth, flickerless control ballasts for use 
in fluorescent dimming operations; more efficient bal 
lasts for high output lamps (can provide starting at 
low ambient temperatures); mercury vapor transform- 
ers for operation in high ambient temperatures and 
2-lamp parallel mercury vapor transformers for put 
ting an end to double outages. 
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Chiseling Is Chiseling 
—Not Competition 


With his customary verve and verbal virtuosity, our agent-author 
assaults and demolishes some ideas and actions that he feels are 
being increasingly tolerated as the acceptable way to do business. 


By Paul E. Bowers* 


Manufacturers’ Agent 
Buffalo, N.Y. 


HERE is an opinion 

that competition is strictly a mat 

ter of cutting offering 
cheap imitations of worthwhile prod- 
ucts, producing material “down to a 
price” not “up to value for a dollar,” 
breaking with 
‘something just as good for less 
money” and/or practices that would 
get one shot in a TV Western poker 
game. These things are not competi- 
tion; they are chiseling. Neither are 
they selling—my two-headed cousin, 
in that medical school jar, could sell 
with the tactics of some people 

Competition is an honorable word 
without the least connotation of the 
chicanery of the chiselers. The hon- 
est competition of honest competitors 
advances the industry through produc 
ing better material at a fair price, with 
a fair profit to all concerned in the 
sale and with value received for dol- 
lars expended by the consumer. The 
chiselers degrade the industry with 
their cheap imitations that bring even 
the products they copied into 
pute in the minds of the consumers 
There is nothing so completely lacking 
in real value to the consumer than 
material that has only the question- 
able virtue of low price. Value is not 
the price tag; value is what one re- 
ceives for the price on the tag—and if 
that price in any way implies caveat 
emptor, the consumer is at the mercy 
of those who probably cheat at soli 
taire! 

The quality material of reputable 
manufacturers has been responsible 
for the progress of industry. Making 
cheap copies with inferior material of 
those quality products is neither pro- 
gressive nor competitive; it is the most 


increasing 


prices, 


down _ specifications 


disre 


* Mr. Bowers has written several articles 
on industry problems for EW, including 
“Profit Is Not a Dirty Word” (April '61, 
p.128), plus several spirited letters. 


obvious type of chiseling. Without 
these quality products, the chiselers 
would not have the designs or mar- 
kets for their imitations, and the fact 
that they can underprice the originals 
is proof positive that “nothing has 
ever been made that somebody else 
can't make and sell for 
In this same category are the political 
philosophies of government owner- 
ship; without the research and taxes 
of private industry, the government 
would not have the knowledge or 


worse less.” 


funds to construct projects to compete 
with industry. (Why do so many have 
so little regard for those things without 
would still be in the same 
their 


which they 
tone Age as political philoso 
phies ) 

It escapes me how beating down 
prices to unprofitable levels and ped- 
dling cheap junk can be called “keep- 
ing competition alive.” An epidemic 
of price-cutting (Chisel Cholera) is the 
surest way to kill-off competition. The 
survivors are those who can afford to 
lose the most money, and the burden 
those least able to bear it 


when the latter 


is borne by 
There are 
the initial infesters of the disease 
the mortal en- 
Fellows” 
concern of SO 
many would be so touching—IF they 
knew that they were talking about! 
The welfare of the “Little Fellows, 
the “Big Fellows,” the industry, the 
consumers and the 


better 


times 


unrealistic prices are 
emy of the Little 
welfare the 


ove! 


whose 


employees, the 
government treasury are far 
served by maintaining prices at realis- 
tic levels than by the “cheap, cheap, 


cheap” of the chiselers. Question this 
you may and question this some will, 
but none truth of 
the following example. 

One manufacturer decides to show 
another manufacturer “a thing or two 
prices.” Both companies have 


extensive financial 


can question the 


about 
resources to cover 
any losses that may be involved, and 
they embark on a pricing program 
that decreases a market currently too 
near unprofitable levels. Their 
people sharpshoot at every specifica- 
tion, including those for which other 
manufacturers are entirely responsi 


sales 
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ble. They decrease the profits ol the 
wholesalers, the contractors, the al 
chitects and the engineers. Some smal 
companies cope with these 
“give-away” prices, go out of business 
and their employees are The 
government taxes on the 


cannot 


wpviless 


loses the 


by 


profits that should have been made 
i 


all concerned, and the consumer 1s 
endangered by the junk produced by 
those who seek this method to com 
pete with the battling behemoths who, 
l junk to further 


also, 
nothin 


ng 
itl x 


may produce 
their efforts to prove 
than the fact that some executive 
doesn’t know his job. If this be con- 
sidered “keeping competition alive,” 
what does one use for poison? Lest 
consider this the illusion 
Siesta, | 


before 


more 


vou 
Sunday 
around you 
this example 

l am a 
ness, large and small, but I wonder 


staunch supporter of busi 


about the executives who take the at- 


titude, “we're going to get our share 


of the business, regardless of price 
What is your share, Sirs? It most cer- 
tainly is no part of a market you did 
nothing to create; there is no part 

that is the share of any 


than those who 


any market 
other 
Cutting prices, reducing 


offering imita 


company 
earned it 
specifications cheap 
“earning it 

I would like to see the sign “EARN 
IT, DON’T CHISEL IT over the 
desk of executive thinks 
some part of a market belongs to his 
company; a real 


tions, 1S not in any sense 


every who 


executive doesn't 
need the sign 

It is extraordinary how some peo- 
ple will excuse the unethical, dishon- 
est practices of a sales person with, 
“but he got the order,” when these 
same people are critical of chicanery 
in sports and politics. “But he got the 
order” is no more excusable for 
chiseling in selling than “but he won 
is excusable for cheating in sports or 
elections 

The great problem of juvenile de- 
linquency can be laid at the door of 


the adults who believe “anything goes, 


Continued on page 131 
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NnnnAnn 


Small Business Is a 


This article is recommended reading for all small businessmen, pres- 
ent or aspiring. It is the crystallization of the 40-year experiences of 
a small electrical distributor, who feels small business must upgrade 
itself in order to survive and succeed in an increasingly complex and 
competitive economy. The author outlines the essentials of the ‘‘ele- 
mentary knowledge" that he feels a small businessman must grasp and 
apply with skill to elevate his way of life to the level of a profession. 


HE small businessman to be suc- 

cessful has to be a jack of many 

trades. The seeming contradiction 
between this statement and the title 
of this article is only on the surface 
It is true that when we say that a man 
is in a profession we mean that he 
is a specialist in his own field. The 
doctor, the lawyer, the engineer, the 
scientist, the accountant, the politician 
are specialists in the narrow 
The small businessman is a specialist 
in the broad sense. The narrow view 
that he only makes and sells or buys 
and sells is no longer applicable to 
our time. The economy in which he 
functions in our day has become too 
complex. The battle of business has to 
be fought on too many fronts. The 
small businessman, to win, has to use 


sense. 


Mr. Kaplan has authored several let- 
ters and articles in ELECTRICAL WHOLE- 
SALING, including “A Net Profit Is Part 
of the Value Added by Distribution” 
(March ’61, p.47) and “The Fallacies of 
Credit .. . and Debt” (July ’61, p.50). 


84 


the weapons of his adversaries. These 
are the specialists of big business, such 
as the lawyers, the accountants, the 
sales managers, the engineers, the ad- 
vertising men and the works man- 
agers. The small businessman has to 
be all of these in his own person. And 
these put together that 
and his of life to 
a profession. His chances 
unless he 

knowledge in 


it is all of 
elevates him 


the level of 


way 
of success are slim has at 
least an elementary 
these fields 

It may not be too far-fetched to 
say that the small businessman, before 
going into business, should submit to 
a test of his qualifications. We de- 
mand this of the doctor, the lawyer, 
the accountant and the contractor 
[his does not mean that the duds will 
not slip through. It happens among 
the established professions. At 
the preparation and the test would be 
required, and the small businessman 
would have a fighting chance; the 
same chance that the other professions 
have 


least, 


Please keep in mind that I used the 
elementary, before the word 
This that the 


businessman does not 


word, 
knowledge 
would-be small 


means 


need to be a specialist in each field 
It means that the 
elementary knowledge of these fields 
is required to elevate small business 
to a profession. Without these he is 
doomed to extinction. This 
the major trends of our age 
The list of the subjects 
may frighten many 
businessmen and perhaps discourage 
them from making an attempt to go 
into business for themselves. It should 
not frighten them. If people were so 
easily frightened there would not be 
any doctors, lawyers, or any other of 
the professions among us. Individuals 
are born with their own 
talents. Some among us are born with 
the flair for business, some for medi- 
cine, others for the law or mathema 
tics and some, perhaps unfortunately 


sum of all of the 


is one ol 


that fol 


lows would-be 


peculiar 


for the rest of us, are born with the 


flair for politics. All of these need 
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Profession 


By Samuel Kaplan* 


Tucson Electric Supply C 


Tucson, Ariz 


per 10d 


This should also be 


educational 
of apprenticeship 
true for those 


preparation and a 


want to be in 
business for themselves. Much of the 
market disturbance of our time is 
due to the lack of such education and 
preparation 

Let me say 
recommended are out of my 
perience and my own studies. They 
were not formulated within an ivory 
tower. It took nearly 40 years of being 
in business for myself for this realiza 
tion to bear this fruit 

1. Elementary Economics: This 
teaches the over-all working of the 
economy and the place of business 
therein. It gives the embryo business 
man a perspective most of us do not 


who 


here that the subjects 


Own eCxX- 


have. 

2. Contract Law and the Law of 
Forts: A knowledge of contract law 
and the law of torts make 
a lawyer but it helps to keep a busi 
trouble. This is im- 


does not 


nessman out of 
,0rtant even to the people already in 
| I ; 


business. Wrong judgments even in 





small matters can often prove costly. 
Additionally, this knowledge provides 
a guide to tell him when to go to a 
lawyer. There is a maxim in law that 
says: “A fool is his own lawyer.” Not 
to know when to go to a lawyer can 
prove fatal to the small businessman 

3. Elementary Accounting: The 
man of small business should know 
at least the rudiments of accounting 
He should be able to carry a simple 
set of books. And he should be able 
to reduce the results of his bookkeep- 
ing to simple percentages. This will 
tell him when any factor of his busi- 
of balance. With 
knowledge, he can either restore the 
himself or tell himself that 
he needs the help of a professional 
accountant. Without it, he ends in 
failure. Most businessmen do 
not know their business is failing until 
it is too late for remedies 

4. Elements of Purchasing: Buying 
rules are flexible. They are determin 
ed by the that grown up 
each particular industry and by the 


ness is out this 


balance 


small 


rules have 


needs of the particular business. It 


teaches what and in 
the quantities that are governed by the 


A good buy 


. r . ] Y 
strains his capital capacity or the limits 


and when to buy 


rate of turnover er never 


of his market; he does not gamble 
The small businessman does not be 
long in the speculative market. If he 
does gamble, he is like the dog in 
Aesop's Fable who grabbed at the 
bone that he saw reflected in the 
water and lost the one that he had 
in his own mouth. His buying should 
never exceed his abilit to discount 


his bills. The discounts are often an 


important share of his total earnings 


This is especially true when the vol 
ume of sales is down during a time of 
economic depression 

He should deal only with honest 


ethical manufacturers and 
and he should trust them. He 


suppliers 


should 


be loval te them ind demand 
loyalty from them. The wheelers-and 
dealers are not good or fit suppliers 


er 
for the businessman. He 


like 


good, 


small even 


tually becomes them if he joins 
The 
abhors 


them 


conscientious busi 








nessman such company 


from it 
not often enough, the law catches up 


keeps away Sometimes, but 
to this type of business manipulator 
is better to 
be on the outside looking in than to 
be on the inside looking out 

5. Inventory Management: Conse 
vative inventory control is a must 
This is a part of the buying function 
The 
without a perpetual inventory system 
It is think of this after the 


business has expanded to a point where 


and when this happens it 


| 
1! t ne + . } 
small businessman can do this 


time to 
to do otherwise would be foolish and 


The good manager who knows 
gets the feel of 


, 
COSsLY 


} 


his stock inventory 


September, 1961—ELECTRICAL WHOLESALING 


a man will never over- 
buy, not even on a rising market. He 


balance. Such 
saves more by not overloading for 
speculation. The price increase that af- 
fects his inventory will allow for the 
price decrease when it comes. Good 
judgment is, of course, a priceless as- 
set. 

The small businessman should know 
the limits of his warehouse. At the 
same time he should keep in mind 
that he has to allow for possible ex- 
If he is a good manager, ex- 
Expansion, how 


pansion 
pansion will follow 


ever, can become a trap, and his 
warehouse can become a junk shop 
It can lead to uneconomic debt, and it 


can also lead to hidden obsolescence 


Every item of merchandise should 
hav ea fixed place and be easily found 
when needed or called for. Obsoles- 


cence in a clean stock becomes quick 


ly noticeable. There should be a spe 
cial place in the warehouse for ob 
solescence. It is generally called the 
“morgue.” But before the goods are 
put there, the good manager should 


m ike a re il trv to d spose of th T t 

any price. Such goods tie up capit 
, 

and also tie up valuable space Care 





however, will min 
j 


72 ] r . ‘ | 
mize accumulations of dead stock 


6. Qualities of Goods: Unless the 


f i] buving hab ts. 


sma businessman decides to go into 
business as vVvp he S better off vitn 
the best qualities of goods he can buy 
nd from the best suppliers he can 
find. It takes longer to build a bus 


ness on this basis, but when the bus 


ness grows with a solid fo ind: on 
} tala 
has under it a solid clientele to 


with it. Most people want good 





fair prices 


more apt to trust 


ity merchandise at 


people 


they are 


who make or sell quality goods. A 
solid man in business” is more than 
a catch-phrase. It means a man who 
has had sense enough and the pa 


tience to build a solid business 
7. Selling: Selling is a professio 


“You cannot whisper down 





its own 
about the vou 
anywhere. But the 
portance of selling should not be exag 
a small bus 
} 


he does everything hin 


a wel 


foods 

1” . 

sell, and get 

gerated. The owner of 
| 

ness uniess 


ling for his 


self, should not do the sel 


1 , . 

business. The job should be delegated 

to as good people as he can find 

but they should never be given a fre 
1 


hand over terms and selling prices 


Most people, including the contrac 
tors like to deal with peop e they Cc 
trust, even if it means paving a litt! 
more. Good, efficient deliveries coup] 
ed with a well balanced nventory, 





with a firm 


well-trained organization 
ethical policy attract people to a firm 
They save time, and time spent at 


the counter or while w 
terial on the 


the fair pront 


aiting for ma 


job costs the contractor 


more than he is asked 
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‘The Granting of Credit Requires 


to pay. He knows this. If he doesn’t, 
he should be told about it. 

The men of small business should 
be in their place of business to greet 
people that come through their doors. 
This should never be left to an in- 
different individual interested only in 
his pay check at the end of the week. 
This establishes a climate of good will 
no amount of selling can buy. They 
do not need a plush interior or a 
plush exterior. In many cases, such a 
front builds a psychological block in 
the minds of the customers. And it 
doesn’t make much difference wheth- 
er the customer is a contractor, the 
chief electrician of an industrial or 
the owner of a hardware store. But 
the place should be clean and neat and 
orderly. A junk shop is a poor incen- 
tive in selling. 

8. Business Management: The 
guide lines of business management 
are the sum of what has been learned 
in the preparation for a business ca- 
reer and the experience that comes 
with the years. Experience 
strength to knowledge, but 
of preparation makes a harder 
for it 

9. Delegation of Authority: Ele- 
mentary psychology helps in this field. 
It is not necessary to become a pro- 
fessional psychologist to know how to 
delegate authority. But even an ele- 
mentary knowledge in this field can 
help a great deal. It can help in the 
training of salesmen, warehousemen, 
office personnel, Some _ people 
have an instinctive flair for choosing 
and training. Most of us have to work 
hard at it, but this does more for the 
one who does the training than 
the trainees. We learn while we teach. 

10. Morality and Ethics: When a 
businessman operates on a high stand- 
ard of morals and ethics, he will fol- 
low as many of the rules of 
business as there are in the books. He 
will take his bible into his business, 
not as a theological fanatic but as a 
sensible businessman. Too many busi- 
nessmen leave their religion on the 
door step of the church they attend, 
and these are the hypocrites, the 
smart operators and the poor citizens. 
This is true no matter how much 
money they have put into the bank or 
into real estate or into and 
bonds. Even in our age of corrup- 
tion, the honest man who is at the 
same time a good business manager 
will always build soundly and never 
fail in his business. And this despite 
cut-throat price competition, under- 


adds 
lack 


road 


etc. 


good 


stocks 
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the-counter discounts the smart op- 
erators have chiseled out of their sup- 
pliers, package deals and the wheel- 
ing-and-dealing that is notorious in in- 
dustry today. 

I am trying to say that a small 
businessman has more than a fighting 
chance to succeed in his business if he 
knows and understands the rules that 
make success possible. I have a great 
respect for the capable man in every 
field. But I do not mean that this re- 
spect follows him when he decides to 
go into business for himself unless he 
has the good sense to prepare him- 
self before he starts. 

Business is a profession just as much 
as any other. Most of us have not 
looked at it in this way. We should 
face the fact that a good salesman 
will not necessarily become a good 
businessman without an education to 
back him up. This rule also applies 
to the good mechanic. We are all 
familiar with the contractors who 
were good mechanics but fell flat on 
their faces as businessmen. 

So far, we have talked in general 
terms about the operation of a small 
and medium-size business. This is old- 
hat, but there are few areas that can 
be treated in any other way. Exper- 
ience coupled with education deter- 
mine the solutions of particular busi- 
ness problems. These vary from in- 
dustry to industry and from 
geographical area to another. One set 
of rules cannot cover all of them 

We can, however, be specific in cer- 
tain areas of control. One of them is 
in the reduction to percentages of the 
main factors that determine the health 
or the sickness of a business. The 
formula there is simple: What are the 
quick assets, and what is the percent- 
age of each to the total? First is the 
cash on hand and in the bank. Sec- 
ond are the cash values of investments 
immediately available. Third are the 
accounts receivable immediately 
lectible. Fourth is the value of the 
“live” inventory. The sum total of 
four items is the value of the 
quick assets. 

The sum of the quick assets should 
be divided by the sum of the total 
assets. This does two things. It gives 
the percentage that tells whether the 
business is well or whether it is sick. It 
also gives the percentage of the fixed 
and miscellaneous assets. If the fixed 
assets are too high, it may mean that 
too much cop ialmaagon’ into “front” 
or into equipmer#%* business cannot 


afford. The percéniage of the miscel- 


one 


col- 


these 


laneous assets may tell that poor 
judgment has been used in other di- 
rections. Both of these should show 
low percentages. The bulk of them 
may be non-productive and tie up too 
much capital that should show up in 
the cash position. 

The percentages within the quick 
assets will also show the relative po- 
sition of the business. If the cash po- 
sition is too low in relation to the 
accounts receivable and to the inven- 
tory, you are heading for the bank. 
If the accounts receivable percentage 
is too high, you have sold beyond 
your capital limits. If the inventory 
percentage is too high in relation to 
the others, it is well to study your 
buying practices and bring the stock 
down. This may be the result of over 
buying or of obsolescence that should 
not have been included in the count 
of inventory. Both of these could be 
the blandishment of an extra 5% se- 
cured for a larger quantity purchase 
that should not have been made. This 
can mean a from the cost of 
the investment or a loss of the cash 
discount 

The percentage of gross profit on 
sales is a very important item. This 
should never be ignored. Too many 
businessmen, uninformed as they are 
are glad to take an order at too low 
a profit. This tears down the structure 
of the profit ratio and 
concept that the business is operating 
profitably when the reverse is true 
It also means that the low profit order 
has not produced a profit at all. In 
many means an actual 
This also means that a lot of 
and sweat and anxiety have been put 
into the transaction with nothing to 
show for it. There should be little if 
any variation in the gross profit rate 
If there is much variation, it means 
that the business operations are out 
of balance. A consequence that flows 
from such variation is the disturbance 
in the expense percent ratio. This dis 
torts the percentage of the items of 
expense and results in so many blind 
spots It also distorts the percentages 
of all the items of the quick assets 

The percent of expense to sales is 
an important item. This is arrived at 
by dividing the total of expense by 
the total sales. The small businessman 
should never foo! himself into the be- 
lief that volume of sales that reduces 
the ratios of expense is the cure-all for 
a too low profit rate. Increasing vol- 
ume brings with it an increase in over- 
head, both fixed and variable. The ac 


loss 


results in a 


cases, it loss 


work 
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Both Judgment 


counts receivable volume becomes too 
large, and the inventory grows out of 
proportion to the available capital to 
Carry it. 

It is important to know the break- 
even point. This formula is also sim 
ple to figure: simply divide the total 
of expense by the total of the gross 
profit. The result tells the volume of 
sales necessary for the business to pay 
its way. The amount of sales above 
the break-even point determines the 
total of the net profit. A good part 
of the misconceptions that afflict busi- 
nessmen have their origin here. It is 
thought that all sales above the break 
even point are plus business, and the 
profit rate on such sales is not an im 
portant item. This kind of thinking 
has brought trouble to many small 
businessmen. The break-even point is 
never a constant. It varies with the 
rate of profit and with the total of 
the expense; and 
the determinant, not only 
of Volumeitis comes into being but 
also an unwanted crop of 

I remember a very good salesman 
who sold himself on the idea of plus 
business regardless of the profit. He 
carried this misconcept along with him 
when he went into business for him 
He fought a good fight on this 
basis. He drove himself and everyone 
with him to build a large volume of 
sales. He built the volume and man- 
aged to make some money, and he fell 
victim to a combination of ulcers and 
a bad heart. The end result was that 
he had to retire before his age justified 
retirement 

[here are many threads that go 
into the weaving of the business fab- 
ric. The measure of safety lies in 
knowing what and where they are and 
how strongly they are woven together 

An inventory tax complicates the 
problem of inventory. This also com- 
plicates the problem of buying and 
of warehousing. And it can be an 
important item in the expense ratios 
It does not matter when the 
year ends. The unavoidable, 
and unless the gross profit ratio is 
sound it can lead to complications 
The money may not be available 
when the tax becomes due. 

Short profit items should be evoid- 
ed except for direct from the 
manufacturer to the customer, but 
here again the knowledge of operat- 
ing costs is an important factor. A 
direct shipment that does not pro- 
vide the necessary profit above the 
expense involved should be refused. 


when ignorance is 


the disease 


ulcers 


self 


fiscal 


cost 1s 


sales 


and Courage’ 


The sale should not be made. The 


salesman of the manufacturer or of 
the supplier who offers too low a 
profit should be told to Z peddle 


0 
elsewhere. | 


his rotten fish nfortu- 
nately, too many small businessmen 
think a 5% gross profit or less on an 
order that is shipped direct allows 


them a profit 
prestige of volume turnover 
an empty prestige when it 
carry a fair profit with it 
There is always danger in volume 
buying. The extra 5% or 10% 
with this type of buying is inevitably 
Even if 


Some people want the 
but it is 


does not 


gained 


represented in lower prices 
the profit margin is the 
earnings per dollar of 
there is always the 
overbuying. It 
ed working capital in an 
that may 
it isn’t easy to crawl out of this trap 


same, the 
sales is low er, 
danger of 


IS easy to tle up need 


and 


inventory 


slow down in turnover, and 


This is the kind of speculation the 
small businessman cannot afford even 
in good times. The total of quick 
liabilities should be divided by the 
total of the quick assets. This may 


tell when the inventory percentage 
When the buying is too 
shows up in the quick lia 
and that the 
percentage of cash is too low for the 
amount of 

The 
the formulas for this kind of figuring 


is too high 
heavy it 


bilities this also shows 


the liabilities 


credit rating agencies publish 


They also publish the norms preva 
lent in industry. When the percent 
that have been worked out are 


ages 
either too low or too high, you are 
on notice to start on a hunt for the 
imbalance, if any has crept into your 
business operations 

The granting of credit requires 
both judgment and courage. The 
credit that is granted is the receivable 


that is carried on the books. This can 
build either of three roads—but only 
one can be followed that is safe. The 
first road leads to a list of past due 
accounts. It leads to debt, to the 
bank, or if the situation becomes 
bad enough, to the loan shark. The 


the blind canyons of 
small business. A better term is prec 
At the bottom some one picks 


there any left 


last is one of 
ipice 
up the 
to pick up. 

The second road leads to the drive 
for uneconomic sales. In order to 
keep your head above water, you 
take orders at too low a profit rate 
The theory is that enough volume of 
sales will build enough capital and 
make a good enough showing to keep 


pieces if are 
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you credit-worthy 
dream that ends in trouble 

The third road takes 
self-control. The first act 


plan is to subscribe to a credit report 


This is a_ pipe 


courage and 


in the credit 


ing agency (just any reporting 
agency won't do). From them you 
will get the history of the credit 


seeker. The report will show the cap 
ital limitations, the buying habits and 
the paying 


1 
available 


habits. If no report is 


I history 


because there is no 
the 


information, the 


or because credit seeker refuses 


to divulge credit 
grantor should turn thumbs down. A 
large order may be involved but 
if there is a fair and normal profit 


in the order, the man of courage and 


even 


good judgment will turn the order 
down. Let the applicant arrange for 


financing elsewhere. If he cannot ar 
take the order! 


field you do 


this and you 


range 


anyway, you enter a 


not belong in. The small businessman 
asks for trouble when in such a case 
he doesn’t have the courage to say 
No.” 


The terms of sale should be well- 
defined before credit is granted. You 


and your customer are on safe ground 


if he is held to a discount or a pay 


Thereafter, he 
that his 
meantime, 


when-due basis 
should be on 
Is in 
should be on 
ful watch is kept on the 
of the customer and his financial gy 

found that he has 
} 


casn 


credit 


he 


notice 
suspense In the 
a cash basis. If a 


care 


movements 


rations and it Is 
either on a 
make him 
him t 


into 


gone _ elsewhere 
basis or on a credit basis, 
pay right away oI 

court This kind of 
detriment to his industry and a men- 
ace to all that with him. This 
is the kind of credit risk that is worth 
It does not take too many 


debt or 


throw 


customer 1S a 
deal 


the losing 
of this kind to put 
out of business 

It takes a lot of courage to do 
business this way, but you drew up- 
on a lot of courage to get started in 
The kind of courage 
is needed to business. If the 
small businessman knows how to op- 
before he starts, if 


you in 


business. same 


stay in 


erate a business 
he follows the rules of good business 
practice, if he runs his business to 
make it attractive to his customers or 
to potential customers, and if he ts 
careful in his credit practices, he will 


succeed in his business and stay in 
business a long time 

The small businessman has the 
edge on big business in many ways: 


Continued on page 126 
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Tailore 


A new type of table semi- 
nar was introduced at the 
central region meeting of 
NAED last June in Chi- 
cago, where manufactur- 
ers and distributors parti- 
cipated individually and 
collectively in group dis- 
cussions of common 


problems. 


NEW type of seminar that 
A proved highly successful was 

presented last July 23-26 at the 
third annual Central Region meeting 
of the National Association of Elec- 
trical Distributors in Chicago. 

This addition to the regular regional 

meeting program consisted of a break- 
fast meeting and table seminar, at 
which the theme was “Let’s Get 
Down to Cases.” Each person attend- 
ing was given a case history of a 
fictitious manufacturing company in 
the electrical industry. The case his- 
tory dealt with various ideas of how 
management of the one-time prestige 
firm could regain the volume in the 
industry it had been losing steadily. 
e Table Discussions — Each 
gate to the meeting was asked to read 
the case history. For the remainder of 
the session, the problems and possible 
solutions were discussed by the groups 
at each individual table. 

Manufacturers were asked to argue 


dele- 


d Sessions Emphasize 


from the distributor's viewpoint, and 
distributors were to present their ideas 
and arguments from the viewpoint of 
the manufacturer. 

The groups at each table named a 

chairman, responsible for 
presenting a one-minute summary to 
the entire group at the end of the 
seminar. 
e Workshop As in. the 
workshop sessions formed the basis 
of most of the meetings at the con 
vention in the Edgewater Beach Ho 
tel. Four sessions of this type included 
small group discussion periods of at 
least two hours each. 

They consisted of Financial Manage 
ment, conducted by E. O. Kallmann, 
executive vice president, Stationers 
and Publishers Board of Trade, New 
York; Inventory Management, George 
D. Wilkinson, president, George D 
Wilkinson Co., Princeton, N.J.; W. H 
Gove, president, The Bill Gove Or 
ganization, Coral Gables, Fla., and 


who was 


past, 
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DELEGATES to the third annual co 


ifter breakfast in sma groups to discuss 


involved in a case history of a fictitiou 


manufacturing company. Theme of this t 


was “Let's Get Down to Cases.” 


Individual 


Management and the Law, Robert A. 


Longman, NAED counsel of Breed 
Abbott & Morgan, New York 
e Participants—In at least one semi 
nar, delegates were asked to partici- 
pate in a “management decision 
game.” In this Inventory Management 
session, worksheets were provided re- 
garding inventory control. With spe 
cific information provided by the in- 
structor, and decisions left to each 
individual, delegates were asked to 
figure the monthly cost to acquire 
stock, the number of units sold, the 
end and average inventory, the back 
order cost and, finally, the cost to 
stock adequately 

Entertainment for the women in- 
cluded luncheons and a boat trip on 
Lake Michigan. Many at the conven- 
tion attended the ‘Marriage Go- 
Round” starring Eve Arden at the 
Edgewater Beach Playhouse 

About 450 members, manufactur 
ers and their guests attended 
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onstrated by the circuit shows, The cals 
are riot connected electrically and rIay 
be wound on fhe same core. Wher rhe 
switch 1s closed, curren? trom battery 
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ductors of co/l B. The reed/e of 2 
sensitive vo/tmeter, ammevrer, or galvanomerer connected across Cco// 
B wih detlect wnaicating thar ar ern’ pas been nduced 77 col/ CB. 
The reed le will guickly return 7o gero once the magreric 41e/d 1s 
tully established and constank 











IN THIS CASE ELECTROMAGNETIC /NOUCTION OC- 
CURS BECAUSE OF JAE MOTION OF THE MAGNE7- 
10 FIELD: ALL CONOUCTORS INVOLVED ARE AT REST. 








Lf the switch /s row operrtead, Cur- 

ren? ceases to tiow 17 col/ A ard 17 
magnetic ¢tte/a collapses. /7 agarr = 
curs the turrs of cor/ & trdtucing arr : i 
eme ja cotl 8 However rhe sines of 
Yorce row curt rhe coll fr Fhe OLe- 

sVte Airection, thus the polarity of rhe errr 177 corl Os oppo- 
site tha? established wher fhe switch was closet and rhe rever 
will Aetlect sr the opposite Hrectiorr 


cor TELEPHONE CIRCUIT urs trares 


l as : 
POs aaesnean - principle of murtaal induction Nag- 
cS LINE 7 ‘ netic tila of #ransrmn/ Ker Col/ var- 


(CS WiTA voce CurrerITs, sira¢far 


TRANSMITTER curreryas are Widhuceda tr recel ver 
: 
ALK = BwIK(< Cor/ and are converted 7o souna 




















> 























é iy? Fhe recesver 
TRANSMITTER 


CONTROL 


CURRENT =~; ecUIT 
~ 4 


Mutual induction also occurs between 
paralle/ conductors. The opening or 1 
closiriqg of a Switch /77 a contro/ eer 


° Py ° \ 
circatt for exarnple, could (nduce ‘a wy 


‘ { 
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JIddcea 17) each of the two 7eelephorie 

conducrors, Cance//1g each orher our 
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Electromagnetic Induction—I|I 


By J. F. McPartland 
And W. J. Novak 


ELF-INDUCED EMF, as discus- 

sed previously for a straight con- 

ductor, refers to an emf produced 
in the conductor due to a change in 
current flowing through the conductor. 
When a conductor has the property 
of opposing any change in current 
flow, the conductor is said to pos- 
sess self-inductance or simply induct- 
ance. 

As explained, a straight conductor 
possesses a certain amount of induct- 
ance by reason of the field around 
even a single wire. But if a length of 
wire is wound into a coil, it will pos- 
sess much greater inductance because 
of the flux-concentrating effect of cur- 
rent flowing through a coil. As a re- 
sult, a change of current flowing 
through a coil will produce much more 
of a change in the flux linking the cir- 
cuit. This is due to the fact that each 
turn of a coil produces a magnetic 
field which not only acts on itself in 
inducing a self-induced emf but also 
acts on adjacent turns of the coil by 
inducing emf’s in them when current 
flow through the coil changes. The 
effect of this inductance of a coil is 
the same as the effect of the in- 
ductance of a single conductor; in- 
crease in current is opposed by the 
induced emf in current 
produces an emf which tends to keep 
current flowing. Thus, inductance op 
poses any change in current flow 
through a circuit. When current flows 
at a constant value—without any 
change up or down in the current with 
respect to time—the inductance of 
the circuit has no effect whatsoever 
on current flow. Under 
current conditions, the 
the circuit is the only 
fered to current flow. 

Although it has been described so 
far in terms of varying or fluctuating 
direct current, inductance as a factor 
in practical electrical application has 
most significance in alternating cur- 
rent circuits. This is, of course, due to 
the fact that in ac circuits the value 
of current is varying regularly from 
zero to some positive value and then 
to some negative value, producing a 
constantly changing magnetic field 
about a circuit conductor or about a 


and decrease 


Steady-state 
resistance of 


opposition of 


coil—such as a transformer primary, 
a fluorescent ballast, a motor winding 


or any other coil. 

In ac circuits, for instance, induct- 
ance in circuit conductors—whether 
service entrance conductors, feeders 


or branch circuit conductors—contrib- 
utes to voltage drop from the source 
of supply to the load. It acts in addi- 
tion to voltage drop due to resistance, 
although it is not simply added to the 
resistive voltage drop. Voltage drop 
due to inductance is generally signifi- 
cant only in the larger sizes of con- 
ductors—such as 1/0 and larger. The 
full evaluation of inductive voltage 
drop will be given later under alter- 
nating current circuits 

When a switch is used to close the 
circuit from a de supply, such as a 
battery, to a coil, the self-inductance 
of the coil delays the build-up of the 
current from zero to the steady-state 
value determined by the resistance 
The self-induced emf opposes the cur- 
rent build-up. Then, once the direct 
current has settled down to a steady 
state value, if the switch is opened, 
the collapsing magnetic field sets up an 
induced emf which delays the decay 
of the current to zero. This tendency 
to delay decay to zero can often pre- 
sent a problem in the form of an arc 
across the terminals of the switch 
When a highly inductive circuit is 
opened, the emf of self-induction may 
be high enough to damage the insula- 
tion of the coil, to damage the con- 
tacts of the switching device or to 
present a serious hazard due to arcing 
Arc suppression is frequently provid- 
ed to protect contacts of switches or 
other devices used to open inductive 
circuits 


Mutual Induction 

So far it has been shown that chang 
ing current in a conductor or in a 
coil results in change in the number 
of magnetic lines of force linking the 
conductor or and, as a result, 
sets up an induced emf in the con- 
ductor or coil. And such induction is 
called self induction. There is, how- 
ever, another type of induction by 
which the varying magnetic field due 
to changing current in a conductor 
induces an emf in another conductor 
placed close enough to the current 
carrying conductor to be linked by 
the varying field of that conductor 
Or, the varying magnetic field of one 


coil 
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coil will induce an emf in another 
coil placed close enough to the cur- 
rent carrying coil to be linked by the 
magnetic field. In either case, the in- 
duction of an emf in the conductor 
or coil which is not producing the 
varying magnetic field is called mu- 


tual induction. 

Mutual induction is actually a form 
of the previously described pheno- 
menon of generator action. In one 


case it was shown that an emf could 
be generated in a coil by rotating the 
coil in a magnetic field of fixed flux 
density. In a second case it was shown 
that the same emf could be generated 
in the coil by holding the coil fixed in 
position and rotating the magnets pro- 
ducing the fixed density magnetic field 
It is readily that in either 
there is the necessary relative motion 
between lines of force and conduc- 
tors. This meets Faradav’s Law: When- 
ever the number of lines of force 
linking through a coil is changed, an 
emf is induced in that coil. But this 
law can also be satisfied by two coils 
without relative motion between them 
by using the “motion” of a building 
and collapsing magnetic field instead 
of the fixed field as used in the two 
foregoing cases 

If a coil carrying 
is placed adjacent to 
which is connected to a 
the number of lines of force produced 
by the current-carrying coil and link- 


seen case 


Varying current 


t} . ] 
anotmmer Coll 


voltmeter, 


ing with the second coil will vary 
with current variations in the first 
coil. The emf produced in the second 


coil will be indicated on the voltmeter 

The coil to which 
plied is called the primary 
the secondary The 
the primary coil to the secondary coil 
winding 


current is sup 
and 


“coupling” of 


coil 
coil 
can be greatly increased by 
both coils on a common iron core to 
intensify the magnetic field and bring 
the two 
gether as possible 

Application of the phenomenon of 
mutual 
having alternating current or pulsat 


rT 
coils as physica vy close t 


induction is made in circuits 


ing or varving direct current. Proba 
bly the most common application is 
the transformer, in which energy is 


) 


' 
col 


from the 


stepping the volt 


transferred 
the secondary 


stepping it down or m 


primary ( 
coll 
age up, iintain 
ing it at the same value 


Next Month: Alternating Current 
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“TOUGH conduit coupling jobs 


(Type ‘‘SP’’) 


Interior thread meshes 
with conduit threading 
for rigid, tight-fitting 
connection 


Si iacouplings 


To install, simply slip over one 
conduit end, butt ends of both 
One piece malleable iron conduits, slide fitting back into 
construction facilitates position and tighten nuts 
Bolt heads are held in place by handling during installa 
shoulder on coupling, eliminating tion 
need for second tool. 


Butt the conduit ends within the 0. Z. Split Coupling 
— tighten two nuts with an ordinary open-end wrench 
and presto... you have a permanent, close-fitting 
rigid connection. 


Drastically reduced installation costs, plus initial 
Savings of as much as 50% in larger sizes, over similar 
competitive fittings, are just two of the many reasons 
why you should specify 0. Z. Split Couplings for your 
difficult conduit coupling jobs. 
* “Tough” — (Where ordinary couplings t be 
installed). Are clearances close ne wa Call your local 0.2 distributor e-« he 1S ready to 
ceiling or other obstructions n conduits t make immediate delivery from stock on sizes from 
turned due to hends? Is ssibility a 
factor? Just install an 0.Z. Type 


[ —— 

Ve /, / CAST BOXES 

OA, ; / CABLE TERMINATORS 
POWER CONNECTORS 


ELECTRICAL MANUFACTURING CO., INC. SOLDERLESS CONNECTORS 
GROUNDING DEVICES 


a “py 262 BOND STREET + BROOKLYN 17, WY. ,CONOUIT FITTINGS 
ISO | 


Sales Office and Warehouse: 406 So. Cicero Avenue, Chicago 44, Ill. * ESterbrook 9-0326 
Office and Warehouse: 665 So. Van Ness Avenue, San Francisco 10, Calif. © GArfield 1-7846 
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now...fully continuous dimming 


 HE-LOX 


ROTARY 
DIMMER 


Y ou’re looking straight at the Hi-Lux 
Rotary Dimmer. It started a revolution in 
lighting controls and made incandescent 
light dimming a practical reality. 


Since its introduction by Slater Electric, 
Hi-Lux' has gained industry-wide accept- 
ance. Quality components and advanced 
engineering features have made it the 
choice of electrical contractors. They like 
the way “Speedwire”’ rear wiring cuts in- 
stallation time. And they like the honest 
600 watt rating (Hi-Lux operates cooler 
under full load than competitive makes 
ESA] ¢=-m (0] a)oMmm ore )anl ele] al-ta) am iti-Mer-] ale Mn} ¢-] 0) ( 
operation). 


Glater_ 


ELECTRIC inc. 


SEA CLIFF AVENUE, GLEN COVE, NEW YORK 
Manufacturers of wiring devices, 
solid-state devices and electronic components. 

IN CANADA: E. & H. Sales Company 
9735 Jeanne Mance Street 
Montreal 12, P.Q 
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MODEL 
RDC-600 


= GUARANTEED 10 YEARS 
= GUARANTEED NOISELESS 


Wholesalers like the fact that Hi-Lux is 
competitively priced and backed by a 
manufacturer who understands their 
needs and can lend strong sales support 
with a complete line of over 600 quality 
wiring devices. And they know the Slater 
10 year guarantee means reliability. 


If you're interested in putting light to 
work for you more profitably, write today 
for all the facts. 


SLATER ELECTRIC, INC 
Glen Cove, L.!., N.Y 





; BM-41 : BM-51 : BM Offset 

Ya" Connector : Ya" Coupling . Yo" Offset Connector . Connectors 
BM-22B8 : BM-42 . BM-52 " showing how 

%" Connector . %” Coupling %" Offset Connector : wires are 
BM-23B ° BM-43 . . guided over 

1" Connector : 1” Coupling : . box edge. 


FOR MORE PROFITS 


4 <>» 
< 


3 
> 


<r ET a Save time and money with 
AYN, ORIGINAL 

os INDENTER 

i FITTINGS 


WY 








Here is the combination that is unbeatable when it 

comes to easier E.M.T. installation at less cost. New 

lightweight plier size indenters make setting up 

thin wall conduit a breeze. B-M fittings are neater 
too! No unsightly nuts or projecting set screws. 


A few more of the plus features of B-M fittings are 
Concrete tight—Vibration resistant— Extra heavy 
bright zinc plate, salt spray and acid drip tested 
for corrosion resistance—Extra heavy 
positive bonding locknuts—smooth 
rounded edges or bushed throat type 
SES connectors that prevent insulation 
damage—All steel construction with 
extra heavy gauge wall thickness, 





ALL BRIEGEL FITTINGS ARE U.L.  § <SS \ \ a, OOPre 
. SY / indenter type 
APPROVED AS CONCRETE-TIGHT : ~ SS AVG N fittings for exceed the 


: P WS x requirements of U. L 
When setting E.M.T. in concrete you can . : 4 file card E 10863 ond 
make each job easier and more profit- Federal Specifications 
able by using Briegel All Steel Indenter \ W.F-406. 
Fittings that have UL approval as : \\ \ 


Concrete-Tight. Contractors everywhere : \ \ \\ METHOD 
recognize their cost cutting qualities \ Os 

and the fact that they make each wiring : BM PLIER SIZE YY TOOL 
job a better job. It is only natural that INDENTERS \ 


Briegel Fittings are the most widely \ BM—No. 607 1" C0 
used E.M.T. connectors and couplings. BM—No. 608 %” , 
GALVA * ILLINOIS 


USED THE MOST FROM COAST TO COAST 
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FOR NEWS ABOUT THIS OUTSTANDING ADVANCE, TURN PAGE 


Introducing the 


The first ALL-NEW line of special purpose 
enclosures in 25 years. (NEMA 4, 5, 7 and 9) 


NEW 
COMPACT 
SIZE 


NEW 
PLUG-IN 
COMPONENTS 


NEW 
FUNCTIONAL 
APPEARANCE 


NEW 
QUICK-OPEN 
COVER 
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TULSA, OKLAHOMA 
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NELSON ANNO 
STARTER & GI 


A completely re-designed line 
of starter and circuit breaker en- 
closures for hazardous and special 
purpose applications is now be- 
ing produced by Nelson Electric 
Manufacturing Company, Tulsa. 

In making the announcement, 
H. A. Norberg, president of the 
firm, said “Although we have 

been an import- 
ant producer 
and a leading 
supplier of elec- 
trical equip- 
ment for haz- 
ardous locations 
for over twenty 
years, we have 
] not been satis- 

H. A. Norberg fied with the 
approach to such equipment — 
neither ours nor our competitors 

“To find the solution, we sent 
our marketing team to customers 
to discuss their problems. After 
this research was behind us, we 
engaged Mr. Wayne Porter — an 
outstanding industrial designer — 
who established the basic appear- 
ance of our new line 

‘When we arrived at what was 
thought to be the final product, 
we built prototypes and took them 
to major users of this kind of 
equipment — over 100 design and 
maintenance engineers and pur- 





NCES COMPLETE NEW LINE 
GUT BREAKER ENCLOSURES 


Nelson’s new White Line Circuit Breaker 
includes enclosures for circuit breakers 
up to 1,000 ampere size. Notice the 
compact, rectangular design. 


chasing people in the petroleum, 
petro-chemical, steel, milling and 
other industries. The men we 
talked with were most helpful 
They spent hours with our mar- 
keting people, going over the new 
equipment. They told us_ what 
they liked, and what they disliked 
“After the survey, changes were 
made to incorporate most of the 
ideas brought out by interview 
Now we have it. We call it the 
White Line. We feel sure it is the 
shape of things to come in elec- 
trical control equipment. And we 
invite you to become familiar with 
at your earliest opportunity 


ELECTROL PLUG-IN COMBINATION STARTER IS STAR OF WHITE LINE 


Prominent among the many ad- 
vances found in Nelson’s White 
Line is a new concept for hazard- 
ous area starters— the Electrol. 
These new starters were designed 
to satisfy modern requirements In 
today’s automated refineries and 
chemical plants. 

The new Electrol features com- 
plete plug-in components to make 
change-out a matter of 
rather than hours. Critical proc- 
esses are back on the line fast. 
Line, load and control wiring are 
all disconnected when the interior 
is removed. Both starter and cir- 
cuit breaker, with optional extras 
such as control transformer, are 
pan mounted and are removed or 
inserted without the use o 
The Electrol design — which re- 
quires from 23% to 50 less 
mounting space than competitive 
makes — includes starters through 
sizes 4 


minutes 


tools. 


For those who desire conven- 
tional mounting, non plug-in in 
teriors are available at « ompetitive 
prices. Sizes 5 and larger are 
available only in non plug-in de- 
sign 


Plug-in feature of Electrol combinction 
starter features line, load and control 
plug-in. Enclosures can be opened, plug- 
in components removed and replaced, 
enclosure closed and returned to service 
within three minutes. 


(Advertisement) 


NEW WHITE LINE BY NELSON 
FEATURES DESIGN CHANGES 


One of the most striking changes 
is the white color of the enclo 
sures. White is the best heat re- 
flective color. This helps keep the 
interior cooler; in fact, 20 
by test which results in less 
nuisance tripping and more accu- 
rate selection of overload heaters 


cooler 


The white paint used has a 
specially selected vinyl base for 
maximum resistance to 
and abrasion. The use of white 
will eliminate the need of repaint 
ing enclosures after 
since the white blends with any 
color scheme 


The shape of the 


‘orroslo! 


installation 


Line enclosures is b 
appealing 


required 


ind eve 
bolts are 
enclosure is tailored t 

ment. The bolts are stainles 
captive type which eliminate 
bolts and fumbling around 
dition, 


type only 


they are the quick-t 
one - an 

urns are necessary 

The raised ridge on 

more than decoration 

ens the cover and prov 


ective recess [for hand 


Covers on the new White L 
are hinged to the box, except 
very smallest breaker: 
makes servicing simpler 

faster since the cover 


of the way. There 


interfere with complete acce 


the interior, no heavy 
in place 
to drop the cover on the 


Designed to use ever, 


plece 


lift and hold 


brand of starter a1 
breaker, the White L 
customers to keep spare 
ventory at a minimum 
they may 
which they have standardized 
Mounting of the new 


simple 


specify the brand 


due to a new -} 
mounting. This means the e1 
sure is always solid with 

when mounted on 


faces. The unit 


hung i 
tree to put the 
bolts in place 
enclosures are available 
iron or aluminum 

In addition 
and circuit breaker e1 
the White Line also 
iron and aluminum junction boxe 
lighting 
and power di 


inciude 


panels, control statior 


tribution pane] 





[ome Y=). 1-1 a4 = 
PICK-OFF! 


ADHESIVE 
STAYS 
ANCHORED 


um, 


oe 


Bull Dog prastic EvectRICAL TAPE 


You get full adhesive power — where you want And 


it — with Bull Dog Vinyl Plastic Tape. TI 
adhesive is anchoret 


you d t work in half 
1e because B ul ‘inyl Plastic Tape 
1 to the face by a special pro- vork of both rubber and friction tape. 
cess. It does not pick off, no matter how you in 60 


handle the tape. This means Bull Dog Viny] Plastic 
Tape sticks fast, stays tight. 


and 


There’s a BULL DOG TAPE for « 
© Friction 
e Plastic 
¢ Rubber 


j purp Se 


Sold only 
through verified 
wholesalers. 


BOSTON WOVEN HOSE & RUBBER DIVISION i=fe}-sge), | 


BOSTON 3. MASSACHUSETTS 


Also manufacturers of Matting, Stair Treads, Automotive Hose, Garden Hose 
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Index of Phelps Dodge 


Wires and Cables 


, waa > 
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eh ABIRSHAW PERMA-OURE TYPcUFlaz2) _UF-NMC 











SCARRED 
6 Ee 


Type 
Letter 


ACV 


None 


UF 


THW 
TW 
TF 


Trade Name or 
Designation 


Armo-Lok 


Armo-Lok 


Portable 
Power 
Cable 


Flamestop Heat 
and 
Moisture Resistant 


Flamestop Heat- 
Resistant 


Heat Resistant 
Rubber Lead 


PD-X Fibrous- 
covered, Non- 
metallic-Sheathed 
Cable 


PD-XT Thermo- 
plastic-covered, 
Nonmetallic- 
Sheathed Cable 


Perma-Dure 
Nonmetallic- 
Sheathed Cable 


Habirdure Thermo- 
plastic insulated 


Petro-Dure Thermo- 


plastic Insulated 
Nylon Jacketed 


Maximum 
Operating 
Temperature 


85 C (185 F) 


85 C (185 F) 
High Voltage 


75 C (167 F) 


Low Voltage 


85 C (185 F) 
High Voltage 


75 C (167 F) 


90 C (194 F) 


75 C (167 F) 


60 C (140 F) 


60 C (140 F) 


60 C (140 F) 


75 C (167 F) 
60 C (140 F) 


60 C (140 F) 


60 C (140 F) 
30 C (86 F) 


Dry Locations 


General Purpose: Consult manufac- 
turer for specific applications 


Mining Machines, Dredges, Shovels, 
and similar portable applications 


Pennsylvania Dept. of Mines Flame 
Resistance Approval P-114. U. S. 
Bureau of Mines Listing P-114-BM. 


Dry and Wet Locations 


Dry Locations 


Wet Locations and other Special 
Conditions 


For Wiring Houses, Rural Buildings, 
Small Stores, and Shops. 


For Wiring Houses, Rural Buildings, 
Small Stores and Shops 


UF: Underground Feeder and Branch 
Circuit Cable for Direct Burial 


NMC: For Interior Wiring in Moist or 
Corrosive Locations. 


Dry and Wet Locations 
Dry and Wet Locations 


Fixture Wire 


Dry and wet locations and where ex- 
posed to mineral oil 
Where exposed to liquid gasolire 
and gosoline vapor. 





Wires and Cables 


Wires and Cables 











Type 
Letter 


TW 


None 


SE 


SD 


USE 


VL 


None 


or 
SO 


SJ 
or 


$JO 


SP 


Trade Name or 
Designation 


Habirdure (9T) 


Habirdure 
Appliance Wire 


Service Entrance 
Type SE — Style U 
Unarmored 


Service Drop 
Type SD 


Service Entrance 
Type USE 


Varnished Cloth 


Braided 


Varnished Cloth 
Lead 


Habirduct 
Habirprene 


Habirite 
Habirprene 


Hard Service Cord 


Junior Hard 
Service Cord 


All Rubber 
Parallel Cord 


Maximum 
Operating 
Temperature 


60 C as TW 
90 C as Appii- 
ance Wiring 


105 C (221 F) 
iN AIR 

80 C (176 F) 
IN OIL 


75 C (167 F) 


60 C (140 F) 


75 C (167 F) 


85 C (185 F) 


85 C (185 F) 


75 C (167 F) 
Low Voltage 


85 C (185 F) 


High Voltage 


60 C (140 F) 


60 C (140 F) 


60 C (140 F) 





MINE TO MARKEY 


D 





USE 


NEC Type TW Bldg. Wire—60°C 
Appliance Wiring—90°C in air or 
60°C in water or oil 


Appliance Wiring 


Service Entrance or Combination 
Service Drop & Service Entrance 





Service Drop 


Underground Service Entrance, 
Direct Burial. 


Dry locations only. Smaller than 
No. 6 by special permission. 


Wet or Dry locations. Smaller than 
No. 6 by special permission. 


General Purpose for Direct Burial, 
Aerial, Conduit and Underground 
Duct Installations. 


Pendant or portable extra hard usage 
indamp locations;SO for oil resistance 


Pendant or portable hard usage in 
damp locations; SJO for oil resistance 


For use in pendant or portable ap- 
plications in damp locations not sub- 
ject to hard usage 


Flood light 

Weather proof in any 
position. Styles for PAR- 
56 and PAR-64 sealed 
beam lamps. 


Dekorative light 


~~ 


Seaied beam light 
Variety of single or 
cluster styles, adjust- 
able mountings. 

against weather. 
PAR-38 and R-40 lamp 
styles. 





Conch Light 

Many applications—in- 
doors or outdoors. 
Attractive fleur-de-lis de- 
sign. With or without 
switch. 


Mushroom island 
light 


Basic island light, 
pilus one to five 
sealed beam spot 
lights, as required. 
ideal for service sta- 
tions, parking lots, 
etc. 


Gives added beauty. For steps, passage- 
Pendent or ceiling mount- ways, small signs. 
ing, frosted or clear Easily installed and 
globe. 60-100 and 150 serviced. 


watt lamps. 
Write for 
the Killark 
lighting catalogs. 


ELECTRIC MANUFACTURING CO. 


Vandeventer and Easton Ave. St. Louis 13, Mo. 


In Canada: Killark Electric of Canada, Ltd., 421 /slington Ave. South, Toronto 18, Ont. 
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DUST TIGHT 
a 


ba 
= 
Approved light fixtures for use in Class 2, 
Groups E, F, G hazardous locations. Vertical 
design keeps dust from accumulating, close 
fitting parts keep it from entering fixture 
Coolest burning dust-tight lights mean added 
safety. 100 and 150-300 watt sizes 


VAPOR 
TIGHT 


The Killark line has vapor 
tght light fixtures for every 
reli delelelm@mel am lstelel+| @mal 1-1: i 
Design simplicity and inter 
changeable parts make 
these lights easy to instal! 
and service. Positively 
weather-proof. Pendent, 
ceiling, bracket mountings 
60 to 500 watt 


FIXTURE HANGERS 


- - 


: # 


Rubber-cushioned, iS eeliehtielimelesiel mit aitia-) 
vapor-tight fixture hangers for pendent 
aligners for pendent fixtures, Class }, 
fixtures. Flexible, lel geltis) Mm Om tile Mm OME Or ts 
shock - absorbing, it, Groups E, F, and G 
easy to install 
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Wherever protected 
allumination is needed... 


AILLARK 
Gh! 
FIXTURES dh 
SERVE WITH 
DEPENDABILITY 


A complete line of industrial and commercial lighting fixtures allows Killark 
to serve all types of installations with proper protected lighting. The Killark 
ability to supply exact needs means maximum Safety, convenience, and 
efficiency—for both hazardous and non-hazardous locat 








All Killark fixtures are cast from aluminum to provide important extra 
advantages. Installed inside or outdoors, they remain permanently 
rust-proof. They give outstanding service in many areas where rr 
is a problem. Aluminum also dissipates heat at a much faster rate 
and is safer because it’s non-sparking 


Simplicity of design is still another reason for the superior performance 
of Killark light fixtures. Most styles have interchangeable parts to allow 
quick, inexpensive changes in mounting method, wattage capacity, type 


of globe, or reflector. Relamping can be done easily without t 
Your Kiilark dealer can supply these fine light fixte 
from his stock or one of the nineteen Killark warehouses in the 
United States and Canada. 


res prompt 


K ork light fixtures ore L. and A. approved 
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BELLS 24 BUZZE 


Large or Small, 
Auth has ’em all! 


AUTH produces a large vai lety of electric bells and buzzers for indoor, outdoor 
and marine use; for light or heavy duty use; for alternating or direct current 
operation on voltages from 1% volts D.C. up to 250 volts 


BELLS range in gong sizes from 1 inch to 10 inches in diameter and are available 
in vibrating and single stroke, weatherproof and watertight models 


BUZZERS are supplied with various sound volume outputs and in sizes ranging 
from the tiny, lightweight ‘Midget’ to the oversized ‘‘Powerbuzer.” 


Join the great expanding group of Auth signaling equipment users. Write 
now for latest catalog sheets on ‘Bells and Buzzers” or contact our nearest 
representative. 


Sold in cooperation with the Distributor 


Auth Electric Co., Inc. 


Dept. A5 LONG ISLAND CITY 1, NEW YORK 
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SIGNALING 
EQUIPMENT 


AUDIBLE SIGNALS 
ANNUNCIATORS 
PUSH BUTTONS 
TRANSFORMERS 
APARTMENT HOUSE 
MAIL BOXES 


SIGNALING 
SYSTEMS 
CLOCK AND PROGRAM, 
TELEPHONE FIRE 
ALARM, NURSES CALL 
AND OTHER SYSTEMS 
FOR HOSPITALS, 
HOUSING, SCHOOLS, 
SHIPS AND INDUSTRY 





1961 














Hunter Bathroom Co 


Popular, modern baseboard electric heating is now 
available in an attractive unit specially designed for 
bathroom installation. 

Hunter Bathroom Convection Baseboard combines 
the safety, cleanliness and comfort of electric heat with 
functional styling. Polished chrome face-plate and 
white casing blend with modern bathroom fixtures. 

A natural for all-electric homes, or as a supple- 
mental bathroom heater, the Hunter Bathroom Con- 


HUNTE 
ELECTR 


Hunter TRIO HEAT 


Ceiling Unit 


e HEATS 
e LIGHTS 
e VENTILATES 


Ita Ua led 





~ 
Se 


Low-cost installation covers three requirements 
for modern bathrooms. Mounted flush in ceiling, 
the TRIO delivers instant warmth from nichrome 
heating elements, or electrically reverses its axial 
flow exhaust fan to ventilate room. Provides over- l 
head illumination from two 60-watt lamps (not 
included). Also available: Hunter DUO Heater/ 
Ventilator and Hunter Ceiling Heater. 





Company 


NAY 


Bwanutemelscte 
FOR BATHROOMS 











oy ~ mo 


<2 ~ 
eSSS 


. 2 
2S 
$<S<38 


no 





” 


nvection Baseboard 





vection Baseboard installs easily agains Wali at 
floor level. A built-in thermostat, end-mounted for 
convenience, automatically regulates comfort level 
Advanced engineering permits greater metal-to-air 


ratios that provide faster heat transfer at low oper- 
ating temperatures. Automatic thermal cut-out in- 
sures complete safety. 

Unit is 3414 inches long and 
Similar portable mods available. 


6 inches high. 


] ee 
Is are also 


R 
IC 


ad 


Hunter Division—Robbins & Myers, Inc. 
2402 Frisco Ave., Memphis 14, Tenn. 


Please send data on new Hunter Electric Heat 


bathroom units to: 


Name 


Address 











For the first time, Royal offers the popular, round handle 
cap in colors... BROWN, IVORY, and BLACK .. . to 
add new sales and new profit to your line of wiring 
devices. In colors made possible by vinyl, these new No. 
165 Caps will really “rev” up your stock turnover. 
What’s more, No. 165 Caps are unbreakable . . . can’t 
crack, chip or discolor . . . and they feature solid molded- 


in construction — blades can’t loosen or pull out, ever! 


Ideal sales companion for No. 165 Caps are Royal 
Deluxe Chrome Wall Plates in 2-gang, 3-gang and 4-gang 
styles. Polished mirror-like finish is easy to keep clean 
Attractive, individual packaging, for the counter trade 
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NEW Royal Vinyl Handle Caps 


Stock Royal Vinyl Caps and Chrome Wall Plates, for 


two-way sales! It pays. 


SEE YOUR ROYAL REPRESENTATIVE, TODAY! 


ROYAL 


ELECTRIC 
ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


In Canada: 


Royal Electric Company (Quebec) Ltd., Pointe Claire, Quebe 
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BUSINESS INDEX for JUNE 1961" 















































1954-100 ~—‘| | | | | | 1954 =100 
| 
NATIONAL SALES PICTURE: | 
| 
A he \ 2 
“ae 28 DB. 
{ | | | : 4 
| 9 
SALES INVENTORY 
- Change)—- —(% Change)——— 
sad 
i fr, 7 
Moy 6 960 6 
a 7 0 4 2 
es 
NEW ENGLAND 7 5 7 2 3 
F 
MIDDLE ATLANTIC 3 2 6 2 
¥ EAST NORTH CENTRAL 7 3 7 6 0 
a WEST NORTH CENTRAL 7 3 2 
: of SOUTH ATLANTIC 7 9 7 2 
Stee 
oa’ EAST SOUTH CENTRAL 2 2 0 
\ a WEST SOUTH CENTRAL x 8 0 3 
= 4 vas MOUNTAIN 6 7 I 2 
¢ me A 
Giiriva PACIFIC 4 12 2 4 2 


°F electrical apparatus, supplies distribut S 
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NEWS FOR THE INDUSTRY 





Lighting: Still a Crazy, 


Sales are up, down, and steady among the nation's electrical 
wholesalers, depending on where you're situated and what you're 
selling. It is a business of problems—heavy competition, price- 
cutting and falling profits. Here is an eight-city, across-the- 
nation report on how distributors are viewing the lighting busi- 
ness today, on what they're selling—and what they're not— 
the problems they face—and what they expect in the future. 


lighting business, electrical dis- 

tributors throughout the country 
feel. Although the lighting business 
presently has many problems, some of 
these problems, the electrical distribu- 
tor believes, can be solved with great- 
er cooperation from the manufactur- 
ers. 

In an- exclusive ELECTRICAL 
WHOLESALING survey conducted in 
eight of the nation’s leading market- 
ing centers, a total of 67 distributors 
were contacted. Among those ques- 
tions asked distributors were: How is 
your over-all lighting business right 
now?—How active is the market for 
lighting accessories, such as the light- 
ing dimmers that a number of manu- 
facturers are promoting right now?— 
What are the current problems you 
face in selling lamps and lighting fix- 
tures?—-How do you view the future 
of the lighting field regarding prod- 
ucts, policies, and marketing trends? 

Distributors contacted noted several 
trends currently in the lighting indus- 
try. Among them: the tendency of 
certain manufacturers to sell direct, 
the enigma of undercutting and a 
strong effort among some manufac- 
turers towards selling policies that will 
benefit the distributor. 

Over-all, residential, commercial 
and industrial lighting volume is start- 
ing to rise above last year’s level—but 
with much lower profit. 


Tintin is a bright future for the 


SAN FRANCISCO: Volume 

high, and profits are rising 
In a recent survey among McGraw- 
Hill employees in the New York of- 
fice, the city which most voted as the 
one they would most like to visit was 
San Francisco. And according to this 
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lighting survey it can be safely as- 
sumed that many electrical whole- 
salers would like to be selling light- 
ing in this West Coast city, since 
distributors in this area reported that 
lighting volume was surpassing last 
year’s level and profits were rising. 

Leading off the list of wholesalers 
there with a forward look in lighting 
was this one who said: “Business is 
very good, generally. Commercial and 
industrial business good, residential 
just now picking up, and outdoor 
lighting fixtures sales are about aver- 
age.” In the lighting accessories field, 
he indicated the market is very good, 
but competitive. “The market today, 
is very, very competitive, therefore 
we have to have a competitive price. 

“If the manufacturer gives four or 
five distributors the same price, which 
he is apt to do, then it’s up to the 
distributors to go in with the price 
and get the job. I think there’s a very 
good future in the lighting field. The 
over-all look as far as policy, I'd say, 
would depend on the manufacturer. 
We have to follow in their footsteps, 
we can’t initiate anything as far as 
policy is concerned.” 

Another San Francisco distributor, 
who is primarily in the commercial 
and industrial field, reiterated that 
business is highly competitive. In com- 
mercial and industrial fixtures, the 
best seller was said to be the area 
spreader type. In outdoor fixtures, he 
noted that the PAR 150-w 38 lamp 
holder was the most popular. As for 
low voltage control systems, he had 
this to say: “There is more interest 
being shown in the dimmers than in 
the past, and business in that area is 
improving.” 

Viewing the future of the lighting 
field regarding products, policies, and 


marketing trends, this was the reply: 
“Here in California there’s always a 
growing market, so the future is 
bright.” 


Problems? 


As for problems, San Francisco 
distributors don’t seem too concerned. 
“As to current problems, it’s kind of 
hard to evaluate. We don’t have any 
that we could isolate. Business is com- 
petitive in our field, but any type of 
business is. There’s always a way out 
somehow. I think the whole picture is 
pretty good and I don’t foresee any 
big problems. Because there is con- 
stant change in design, you look for- 
ward to seeing and selling the new 
materials and new models. Thus you 
always have a new market.” 

However, one distributor indicated 
that the lack of customer education 
is a major problem in the lighting 
field. “One big problem is that peo- 
ple don’t know enough about lighting 
to understand it’s just as important as 
a piece of furniture. If we can ever 
educate the people that they should 
pay as much for lighting fixtures as 
for other accessories . . . furniture, 
china, etc. . . . we'll have the problem 
licked. People still don’t realize that 
lighting should be considered decora- 
tive as well as purely functional.” 

Following the trend of business in 
the San Francisco area, this distribu- 
tor reported, “Business is very good, 
volume is higher than it’s ever 
been. I don’t have a great 
to do with the residential field, but in 
the commercial and industrial area, it 
has been very good. One bright spot 
in the picture .. . these are not just 
government or state-aid projects, 
there’s been a lot of private activity 
too. 


deal 
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Mixed-up Business 


trends, this 
indicated 


As for lighting San 
Francisco distributor that 
there has been an upward trend in 
decorative fixtures. On the lamp rack, 
the 430-mil-amp slimline was record- 
ed as the largest seller. In the com- 
mercial-industrial field, the 800-mill 
was far out front. “The 1,500-mill is 
just coming into its own,” according 
to this distributor. “In 
projects, that is just breaking loose 


some school 


now, there’s a lot of talk about it 
In outdoor lighting, the mercury va- 
por type is still doing the job, al- 


though there’s some excitement about 
the new iodine quartz lamp.” 

e Dimmers Residentially, distribu- 
tors have been taking an active part in 
promoting dimmers in northern Cali- 
fornia. “There’s been a lot of interest 
in dimmers from the standpoint of the 
smaller home, and also in the com- 
mercial field. In the home, the little 


S00-w silicon dimmers are showing 
activity. In the commercial field there 


are few heavy dimming jobs, just an 
occasional private office application 
Dimmers are still going 
great extent in schools and theatres, of 


course.” 


weil to a 


Profit? 

As to current problems, this dis- 
tributor claimed “its MONEY 
profit. The picture has not changed a 
great deal. We would love to see a 


change but we don’t know who's going 
to start it, who will firm up as far as 
price structure is concerned.’ 
Although the San Francisco light- 
ing business picture appeared bright, 
dark among 
several distributors. “Business is poor. 
Our commercial and industrial busi- 
down from last year.” One 
noted that the drop in business was 
due mostly to competition. “There are 
too many in this overcrowded field.” 
Another voiced this opinion. “It’s been 
terrifically bad the last year, but has 
shown some improvement in the very 
immediate past. We don't do any resi- 
dential and handle a very 
small percentage of outdoor lighting 
fixture business, in which business has 
been about the same. In commercial- 
industrial business it’s been bad. We 
try to avoid government bids.” He 


there was also a side 


ness IS 


business, 


noted two serious problems in the 
lighting industry that were prevalent 
in the San credit ex- 
pansion and price-cutting. “There is 
anxiety because of credit expansion. 
The industry as a whole is in a very 
dangerous position because of it. This 
situation our latitude 
ing the meeting the market for fix- 
tures.” 

e Concerted Effort—Another 


butor was more explicit in his rea- 


Francisco area 


curbs regard- 


distri- 


sons for a good business picture in 
the lighting field. “Business is going 
along nicely, volume high, and profits 
are rising, because we’ve made a more 
concerted effort to realize the proper 
margin wholesalers should have in this 
very technical field. We are relatively 
new in the residential fixture field, but 
are very pleased with the diversifica- 
tion we have been able to attain in a 
indus- 


short time. In commercial and 


trial 


volume of business is gained through 


business, we still find the largest 


orders resulting irom quotations made 
There has been 


in business we 


prior to the jobs 
some increased activity 
are able to develop through contact.’ 
As for the future of the lighting 
business, according to this distributor 
it depends on the manufacturers. “It 
that the 
ers themselves are 
looking and with the 
continually 
they and we 
continually new 
models. As to policies and marketing 
trends, there will certainly be 
change of some kind because the re 


manufactur 
forward- 


appears hxture 
really 
new develop 
up in 
be able to 


ments 
fixtures, 
present 


coming 
will 
designs and 


almost 


quirements of the lighting business are 

ial that more 
care will have to be given to quota- 
and on the 


becoming so specialized 


tions on jobs, 


handling of the lighting business.” 


general 


LOS ANGELES: A case of 
too much competition 


Lighting sales in the Los Angeles area 
have been fair to good, the majority 
of distributors reported. But this is the 
cry echoing throughout: “The lighting 
business is extremely competitive”; 
“The residential business has become 
so competitive that we don’t care to 
be in it”; “Like all other businesses, 
lighting is very competitive. There are 
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entirely too many manufacturers sell- 
ing direct.” 

With a pickup i 
has come a pickup in 
in the L. A “There’s been some 
pickup in construction activity during 
the last two months, and the lighting 
business has improved as compared 
with earlier this year. The residential 
business has become so competitive 


construction also 
1 


ghting sales 


area 


that we don’t care to be in it. Manu- 
facturers are selling the residential 
tracts directly and they've cut prices 


way down. Among the manufacturers, 
industrial and commercial lighting is 
also highly 
there's guite a bit of 
able.” 

e Outdoor Lighting 
are improving, and we're getting a lot 
of call for weatherproof fixtures. And 
there are better types of outdoor light- 
In streetlight- 


competitive, but at least 


volume avail- 


“Outdoor sales 


ing becoming available 
ing, the demand is for more and more 
candlepower which means more mer- 
K]ina] 

slimlines, 


sellers, 


cury vapor sales 
best 


Among the 

eight-ft fluorescents, are 
iggest item in commercial and in 
dustrial lighting. And, of the len- 
tial lighting I've seen in some of the 


mostly the 
bh 
Tesic 
better homes, there is a move toward 
recessed fixtures 

Very high output lighting has been 


available for several years, but it ts 


apparently just beginning to make 
some inroads, and I think this is the 
most evident trend shaping up in the 


lighting business 


Competition 

On the competition issue, the same 
distributor had this to say: “I disagree 
that the manufacturers are flagrantly 
competing against the wholesaler. At 
least, the manufacturers we deal with 
won't even give a quotation unless the 
inquirer is a stocking distributor. If 
anything, there’s a shift in the other 
direction. 


“And maybe there’s a reason. For 
instance, there is one manufacturer 
I know of who has been selling direct 


e 
for the past 10 vears. But he’s had a 


change of heart and is now trying to 


sell through 


rough to get now 


Money is 


distributors 
and he realizes that 
isier time collecting 


Continued 


he'll have an e 
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Crazy, Mixed Up Business (cont.) 





“We don't patronize those who sell direct”. . . 


from the distributor than he will from 
the contractor.” 

Another distributor, who recorded 
a noticeable continuing increase in 
volume, had this to say about com- 
petition. “Competition is still the big 
problem. Profit margins have become 
ridiculous, and there is no incentive 
for the distributor to maintain stock 
other than the bare minimum. Every 
job has a different price level and 
that is determined by the manufac- 
turer. And, although there is a very 
definite competition between the man- 
ufacturer and the distributor, the 
basic competition exists among the 
manufacturers themselves. And there 
are no signs of this letting up. Once 
you get a price or a discount down 
to a certain level, it’s hard to get it 
up again. One way to avoid competi- 
tion is to go in for the specialized 
types of lighting, but this solves the 
problem only temporarily. It doesn’t 
take long for the competitors to start 
duplicating these specialty lines and 
then you're back in the old rat 
again. 

“I think we’ve solved the problem 

of direct selling by manufacturers. We 
don’t patronize those who sell direct. 
Another thing that has helped us is 
that we don’t contact the smaller con- 
tractors or dealers, but instead con- 
centrate our efforts on those people 
who can provide us with volume sales 
and a fair margin of profit.” 
e Products—As to what products are 
moving across distributor shelves in 
the Los Angeles area, one distributor 
had this to “The best moving 
fixtures are a line of fluorescent en- 
closed units with a new type of plastic 
diffuser. This seems to be specified 
more and more in surface units, espe- 
cially the 7400 and 7500 series with 
the different type diffusers. For reces- 
sed lighting, builders are going to the 
wider (2 x 2) fixtures, again with the 
vinyl and styrene plastic diffusers. 

“In outdoor lighting, mercury vapor 
with the built-in ballast feature is 
most often specified for parking lot 
lighting and street lighting. For ex- 
terior building illumination the call is 
for a fixture with a built-in ballast and 
also the quartz light lamp in both 500 
and 1,500 w. 

“Up until about six months ago 
there was wild activity in small dim- 
mers for both incandescent and flu- 
orescent lighting. But now the market 
is pretty much confined to incandes- 
cent because fluorescent dimmers were 
found to be out of line from a price 
standpoint. The only call now for flu- 


race 


Say: 
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orescent dimmers is in specialty jobs 
such as church lighting where cost is 
not that important a factor. 

“The chief problem is still competi- 
tion which forces the distributor to 
keep cutting his profit margin.” 


Lots of Volume 


“There’s a lot of volume around to 
be obtained, but I sometimes wonder 
whether it’s worth bothering with,” 
one Los Angeles wholesaler declared 
“There are still a few pieces sold over 
the counter, but most of the volume 
is in project-type business where spe- 
cial prices are quoted. On any size- 
able job the manufacturer is out, 
quoting directly to the contractor, and 
in some cases to the owner. The 
wholesaler has been pushed into the 
background, and whether or not he 
did it himself is beside the point. It’s 
still the wholesaler who takes the 
credit risk and handles the nuisance 
problems, and he doesn’t have much 
to show for it when he gets through. 
It is not a profitable business. 

“We had an experience this month 
in which we received an order and 
then had the customer go to the man- 
ufacturer in search of a lower price. 
The manufacturer quoted a _ lower 
price, then called us to ask if wed 
lower our margin, implying that if we 
didn’t, they'd throw the order to 
someone who would work on a lower 
margin. This is the kind of thing that 
goes on all the time. It stinks.” 


Number One Problem 


“For the distributor,” according to 
this electrical wholesaler, “the number 
one problem is the merciless compe- 
tition that exists among manufactur- 
ers. Many distributors who have had 
lighting departments have had to dis- 
pense with them because they could 
not be justified by the bare minimum 
of profit. With the manufacturers 
cutting each other’s throats, the dis- 
tributor can’t afford to participate in 
the sales function. No matter what 
we try to do to build our margin of 
profit, it is still the manufacturer 
who sets prices. What it amounts to 
is that the manufacturer goes out and 
sells for us and comes back saying, 
‘I've got an order for you with 2'2 % 
in it.” Now, the customer could be a 
very bad credit risk, but the distribu- 
tor has no way of controlling price 
accordingly. But if he expects any 
business at all, he has to accept the 
order. On a $100,000 order which will 
yield a profit of $2,500, the dis- 
tributor has to put out the money. So 


you pay the manufacturer and then 
you go whistle for your money.” 

e Direct Selling—Another Los An- 
geles distributor declared that direct 
selling by manufacturers has been an 
obstacle to distributor’s sales. “There 
are entirely too many manufacturers 
selling direct. I know of at least two 
manufacturers who have retail outlets 
under other names, competing with 
the wholesaler and contractor. On the 
other hand, there are some manufac- 
turers who are conscientiously trying 
to throw business to the 
wholesaler.” 

However, he noted that the lighting 
business has improved somewhat in 
the commercial and industrial fields 
“Our fixture business is up 300% from 
what it was two ago. It 
that a lot of builders and owners are 
now relying on the contractor to buy 
their lighting for them rather than to 
try to themselves. There is a 
growing confidence that if any prob 


some 


years seems 


buy it 


lems do arise the contractor will come 
back and make good.” 

e Hot Items—*Slimlines are the hot 
item in lamps, both volumewise and 
dollarwise. In general there is a trend 
toward more high output lamps. Cus 
tomers are becoming more conscious 
of getting all the amount of light pos 
sible out of what is consumed in the 
fixture. The high output lamp 
become an outstanding item with us 
People are looking for a better grade 
of lamp and they are willing to spend 
more money per lamp. 

“Dimmers are about the entire ex- 
tent of our accessory business, and 
these are experiencing a definite in- 
crease.” 


has 


Fierce Competition 


“But, as for the lighting business in 
general, the situation has been one of 
fierce competition for about the past 
10 years. Even some of the manufac 
turers who had operated ‘legitimate 
ly’ have had to go along with it. For 
example, we deal with one manufac- 
turer who has told us to meet the low 
price of any competition we run into 
and that they would protect us. What 
has happened is that all of us seem to 
lose sight of profit margins when we 
see high dollar volume is possible. 

“There are some signs that the lot 
of the wholesaler is improving gra- 
dually. Manufacturers are finding that 
in attempting to cut out the whole- 
saler they were losing business, and 
now they are making real efforts to 
help the distributor get the order.” 

Continued on page 110 
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® Two lamp, 4’ and 8’ lengths; Rapid Start and Slimline. Clear Acrylic 
or light stable Polystyrene lenses. 13%." width 

® Self Hinging Plastic Enclosure for Each Lamp supported on both edges 
by channel—Easy to Maintain—No Sag 

® Cooler Lamp and Ballast Operation—each lamp has its individual 
compartment widely seporated by exposed metal channel which acts 


continuous flanges in 


as c heot dissipator 


This altogether new and different looking fixture 
is a precision lighting tool, optically designed 
for optimum seeing comfort and economy... a 
performance feature we call Opticomfort. Du- 
plex-a-lite controls and evenly distributes the 
right amount of the right kind of light where it’s 
needed most ... puts more usable light on the 
work or merchandise—less in the eyes. It is 
especially suitable for schools, offices, public 
buildings and stores . . . wherever there’s a need 
for seeing comfort over prolonged periods of time. 


A truly unique combination of fresh, trim 
appearance and seeing comfort at a modest price 

. a natural for on-the-ceiling mounting in 
newer buildings where ceilings are low 


For complete information, write Dept. 661 S, 
or contact your Miller Representative 


pany 1961 The Miller Company, Meriden. Conn 


© Registered Trademark —The Miller Co € 

















"Trademark 


THE miller COMPANY 


OHIO 


MERIDEN, CONNECTICUT e@ UTICA 


miller 


SINCE 1844 





Crazy, Mixed-up Business .. . 


Trend is towards the low mark-up... 


Another Los Angeles distributor 
had this to say about the tough com- 
petitive situation: “Maybe things are 
getting better. Some of the large east- 
ern companies are finding that, what 
with shipping costs, they can’t com- 
pete out here. Some manufacturers 
have closed up their agencies in 
Southern California and there have 
been a number of factories in the area 
that have closed down. Maybe it will 
be a case of survival of the fittest and 
that will allow the competitive situa- 
tion to straighten itself out 

“The more savvy industrial custom- 
ers are going more to engineered light- 
ing, but to progress in this business 
there will have to be a long-range 
educational program. You don’t have 
to sell engineers on good lighting. But 
very often purchasing agents will buy 
the cheapest sockets, the cheapest bal- 
lasts they can get, and they dont 
consider repair and maintenance costs 
Some manufacturers guarantee their 
good ballasts for two years, but this 
doesn’t seem to mean anything to 
purchasing agents who are concerned 
only with original costs. And probably 
that’s just as well for me because I’m 
interested in the replacement mar- 


ket.” 


SEATTLE: 
Better than a year ago 


In this northern Pacific Coast area, 
distributors reported that, overall, the 
lighting business is “good—increasing 
all the time.” Residential lighting, ac- 
cording to one distributor, is about 
the same as last year, “maybe down a 
hair because of the current slump in 
residential construction.” Business in 
commercial and industrial fixtures is 
increasing, “perhaps we're 
pretty aggressive in this field.” 

Another distributor in this area, de- 
scribed the lighting business as “good 
—better than a year ago.” The mar- 
ket for lighting accessories “is getting 
better all the time,” he noted. One 
Seattle distributor noted an increase 
in industrial lighting. He affirmed 
that the manufacturers of lighting fix- 
tures and products “are doing a pretty 
decent job.” 


because 


DALLAS: 
Profits are thin 


Lighting volume among Dallas dis- 
tributors is generally above last year’s 
level at this time of year. However, 
profit is another question. As one dis- 
tributor put it: “We are continuaily 
trying to upgrade our profit structure, 
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but with more new distributors com- 
ing into the picture’ all the time it is 
increasingly hard to make a fair profit. 
We view the future very dimly. Profit 
in lighting fixtures is so thin it doesn’t 
pay to handle them; they are just get- 
ting to be a courtesy deal for our 
customers to hold them. No one 
seems to know the answer. Do you 
try to sell quality to a selective field, 
or do you sell volume? We went the 
volume route and it didn’t pay.” 
(Lighting fixtures now account for 
only 8% to 9% of the firm’s total busi- 
ness). 

e Trend—Regarding the lighting mar- 
ket, another “Big D” distributor had 
this to say: “In the lighting market 
there is a trend which nobody is tak- 
ing steps to try to reverse—that is to 
the low mark-up. We will reach the 
point very shortly where none of us 
can sell this stuff any more. 

“I don’t think the people in com- 
mercial lighting are making = an 
equitable profit, but none of us has 
made any real effort to reverse this 
Of course, there is always the prob- 
lem of the government saying we are 
setting prices if we do, and we'll get 
into trouble for collusion for preset 
prices. 

“Many manufacturers are telling 
me that many distributors they have 
been selling to for years are getting 
slow paying bills. Their small margin 
has to catch up with them, and this 
seems to be the time. There has got 
to be a reversal somewhere or we'll 
lose a lot of distributors. We see the 
same trend manufacturers, 
though with more and more mergers 
I think we are going to lose several 
of them by the roadside, too. 


among 


“Manufacturers tell me distributors 
who for years have been discounting 
bills now are 60 to 90 days past due. 
When overhead runs between 8% to 
12% and sales bring only 5%, it’s 
bound to catch up eventually. The 
situation that is existing today is going 
to lose us many distributors. Maybe 
this will be a good thing, however, if 
it causes us to wake up to the fact 
that we are selling too cheap. We are 
losing contractors, too, because they 
are taking jobs too cheap. The whole 
repeating itself, 
with no reversal at all. The worst 
thing we face is all of us being pushed 
toward the brink. However, I’m frank 
to say I don’t know what can be 
done. You can’t get all the distribu 
tors together to set prices.” 

“And yet,” this same wholesaler 


cycle seems to be 


Continued on page 112 
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STEEL CITY-DURO 


REPRESENTATIVES 
For all Steel City and 
Duro Products 


ATLANTA, GEORGIA 
Edgar E. Dawes and Company 
405 Rhodes Building 
pre b 4-7571 
oso MASSACHUSETTS 
W. MacLeod Company 
1 1 Stillings Street 
Liberty 2-1910 
CHARLOTTE, NORTH CAROLINA 
Paul Lumpkin Company 
702 Builders Building 
Franklin 6-8428 
concn ILLINOIS 
Hanke 
5660 ome cl bourn Avenue 
East 244 
CINCINNAT 
Arthur L. Ehlers Company 
1031 Meta Drive 
Eimhurst 1-4200 
CLEVELAND, GHIO 
Kilkenny Company 
1729 Superior Avenue N. E 
Cherry 1-4306 
DALLAS, TEXAS 
George E. Anderson Company 
1901 Griffin Street 
Ri. 1-5931 
DENVER, COLORADO 
Fred E. Staible & Sons 
2046 Arapahoe Street 
Tabor 5-3991 
HIGHLAND PARK, MICHIGAN 
Hemphill & Company 
12638 Hamilton Avenue 
Townsend 8-6258 
KANSAS CITY, MISSOURI 
Parkins & Bretz Company 
500 V. F. W. Building 
Valentine 1-6011 
LOS ANGELES, CALIFORNIA 
Murphy-Hain Company 
333 South Mission Road 
Angelus 8-3521 
MILWAUKEE, WISCONSIN 
A. J. Gaertner & Associates 
206 West Highland Avenue 
Broadway 3-6162 
MINNEAPOLIS, MINNESOTA 
H. Cupples Company 
Fie North Washington Aver 
Federal 8-5661 
mene NEW JERSEY 
Emerson Company 
oe) Broadway 
Humboit 5-2977 
NEW YORK, NEW YORK 
Steel City Electric Company 
Empire tate Building—Roon 
350 Fifth Avenue 
Bryant 9-1431 
PHILADELPHIA, PENNSYLVANIA 
W. A. Leiser & Company 
1219 Race Street 
Locust 3-5477 
PITTSBURGH, PENNSYLVANIA 
Crescent Sales Company 
4830 McKnight Road 
Wellington 1-0510 
ST. LOUIS, MISSOURI 
Arbeiter Company 
3721 Washington Avenue 
Olive 2-6995 
SALT — CITY, UTAH 
R. Christensen & Associate 
34) owt _ South Street 


EL. 9-87 
SAN FRANCISCO, CALIFORNIA 
Hodges & Glomb, Inc. 
921 Bryant Street 
Underhill 1-2367 
SEATTLE, WASHINGTON 
Northwestern Agencies, Inc 
4130 First Avenue, South 
Main 3-8882 
SYRACUSE, NEW YORK 
Walter E. Daw Company, Inc 
Skyline Office Building, Suite 104 
753 James Street 
Granite 9-6658 
WASHINGTON, D. C. 
James P. Quick Agency 
2514 K Street N. W., Room 24 
Federal 3-2110 


Export 

NEW YORK, NEW YORK 
Langguth-Olson Company 
37 Murray Street 
Barclay 7-7293 

SAN JUAN, PUERTO RICO 
Mendez & Company 
P.O. Box 3192 
Phone, 2-2865 
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SOMETHING __HAS BEEN ADDED 





CLAMPS AND HANGERS 











CHANNELS—ACCESSORIES 


DURO and STEEL CITY PRODUCTS....The complete 
electrical line... Now available from one dependable source! 


ELECTRIC COMPANY PITTSBURGH 33, PA. 


Subsidiary of American Marietta Company 
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Crazy, Mixed-up Business .. . 


A look forward for better products... 


adds, “the distributor has no one to 
blame but himself. He sets the prices 
in this industry. He tells the manufac- 
turer, ‘This is how much I will have 
to buy for to get the business,’ and 
he tells the contractor what he will 
sell for. He is responsible for the whole 
situation as he must make the pur- 
chase and the eventual sale at prices 
he sets himself.” 

e Business Picture—Generally, here 
is how the lighting business stacks up 
in the Dallas area. “Our over-all light- 
ing business is fair, about the same 
as this time last year”; “Over-all light- 
ing business is off approximately 25% 
to 30% under a year ago”; “Our light- 
ing business is up 10% over last year”; 
“Even though we're down about 10% 
from last year, I’d still call our over- 
all business very good.” 

The drop-off in construction has 
been a sore spot to distributors in 
this southwest city. “Commercial and 
industrial lighting is off 
there is less large construction. Where 
we bid on jobs last year using 200- 
300 fixtures, those this year run 
around 40-50. Outdoor lighting is so 
competitive we have not been hitting 
on any good jobs. We have bid mostly 
in the sports area and floodlighting. 
Maybe we're not getting the right co- 
operation from our suppliers, but we 
have been missing as far as this busi- 


because 


ness is concerned. I'd say sales are 
off 50% 

“In outdoor lighting we are getting 
a good response to the quartz lamp, 
which is a 500-w or 1,500-w iodine 
lamp unit on a 30-ft. pole. Price and 
wind resistance are selling features.” 
e Look Ahead—As for the future of 
the lighting industry, another Dallas 
distributor had this to say: “I think 
we are going to see many new prod- 
ucts from various manufacturers, both 
in lighting and lamps. They will be 
better products—better designed and 
with greater output. We are becoming 
conscious not only of the amount of 
volume of light, but also of quality, 
and will be doing a better job from 
the standpoint of seeing.” 

A similar opinion was expressed by 
another distributor: “The future as we 
see it will bring bigger and better 
products. We'll see less trouble on the 
installation of fluorescent fixtures be- 
cause of better and more efficient 
component parts. 

“There seems to be a general up- 
grading of lighting fixtures. Manufac- 
turers are getting rid of cheap trouble- 
makers, putting out better engineered 
products 
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“The manufacturers seem to be 

limiting the sale of their fixtures to 
certain qualified distributors. This 
change has been within the past 
year.” 
e Accessories—As for the lighting ac- 
cessories market, activity has been 
pretty slow among Dallas distributors. 
“We have not gotten into the market 
for lighting accessories, such as dim- 
mers. This is not a big thing in our 
area”; “The accessory market is much 
more active than it has been in the 
past. More dimming equipment is 
being specified, and I would say dim- 
mer sales are up 25% over a year 
ago, certainly as far as specifications 
are concerned. Also, more specifying 
engineers want to go to fused equip- 
ment.” 

“We see very little activity in light- 
ing accessories. About the only dim- 
mers we sell are for new school 
construction and this is down per- 
centagewise’; “We shy away from 
these accessories, such as the dimmer, 
since there’s no profit in them. The 
public doesn’t ask for them and we 
don’t push them.” 

e Problems—As for business prob- 
lems, there is only one outstanding 
problem that is confronting Dallas dis- 
tributors in the lighting business 
competition. “Of course, the problem 
is the same as it has been for the last 
four to five years—particularly this is 
true in commercial specification light- 
ing—the low profit margin that com- 
petition is allowing. On any product, 
competition sets the prices. In com- 
mercial lighting, it has set prices lower 
than they should be, and lower than a 
person investing money should expect 
as a reasonable return. Residentially, 
we get a better mark-up. People don't 
go out and get bids. 

“Profit margins have shown a down- 
ward trend consistently over a period 
of years. They can’t drop very much 
lower, because there is not much mar- 
gin left to drop.” 

Another wholesaler interjected a 
note of optimism. “To tell the truth, 
no current problems are very big ones 
Competition is always here and it is 
keen, but it is good and clean. I don’t 
complain about anyone wanting the 
same order I’m after.” This distribu- 
tor put it simply: “In a word, com- 
petition. Nothing can be done about 
eS 


ATLANTA: 
Lighting sales are off 


In the marketing hub of the South, 
Continued on page 114 








L-M's 
LAWN-GLO LIGHT 





Three styles, for driveways, terraces, walks 
parks—wherever soft, efficient low-level light- 
ing is desired. All-aluminum weatherproof de- 
sign with utility outlet; simple; efficient 
quality lighting up to 150 watts incandescent 
Six decorator colors and brushed aluminum 





L-M's 
POST-TOP 
LUMINAIRE 


—is an optically efficient, extrem 
unit for street lighting, parks 
motels, pools, parking areas 
sion extremely simple and ecor 
of seven IES light patterns; six 

or brushed aluminun 
or incandescent; photocontro 


mercury 


{ desire 


STANDARD 
MERCURY 
OVALITE 


luminaire, with built-in ballast; highly effic 
for street and highway lighting con 
ience and safety features. Ask 


WIDE RANGE OF 
FLUORESCENT FIXTURES 


in two and four light single, double 

area, ramp, street, and underpass lighting 
Also available with L-M’'s exclusive Peltier 
thermo-electric cooling for highest efficiency 


L-M , 
“4 
SUBURBANAIRE Ve 4 
Designed for neighbor- ~ . 
hood streets, suburban 
and rural areas. In in- ol 
candescent or mercury, \ We 
with open type borosili- | 
cate glass refractor in th 
choice of light patterns 


LINE MATERIAL 
Industries 


McGRAW-EDISON 
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L-M Announces Another Seenatel Design 
In The Profitable Styled Mercury Family 





Line Material’s Styled Mercury luminaires are and excellent nighttime lighting to any street, GET COMPLETE INFORMATION 
a family of high quality, high intensity lighting park, mall, public square, or parking area Detitbatts end canadian, ate chendion we 
units. The latest addition to the Styled Mercury Line Material is a leading manufacturer of ifications and altering installations to include 
line is the upsweep design installed in the well- outdoor lighting with 50 years’ experience in these new luminaires in thelr jobs. Bee 
lighted street shown above the design and application of street and high- you incorporate L-M’'s Styled Mercury in your 
These are large. handsome luminaires, way luminaires. L-M also provides competent line. There's nothing like it on the market 
styled for Line Material by a noted industrial Lighting Application Engineering Service today. Ask your L-M Field Engineer or Light 
designer. They will contribute daytime beauty through Authorized L-M Distributors. ing Engineer for information, or mail coupo 


Line Maferial Industries, Milwaukee 1, Wisconsin 


LINE MATERIAL Industries 


McGRAW-EDISON COMPANY ihe Ny 
VIVANT 


Outdoor Lighting EDISON 


DISTRIBUTION TRANSFORMERS + RECLOSERS, SECTIONALIZERS AND OIL SWITCHES 
FUSE CUTOUTS AND FUSE LINKS - LIGHTNING ARRESTERS - POWER SWITCHING EQUIPMENT 
PACKAGED SUBSTATIONS - CAPACITORS + REGULATORS - OUTDOOR LIGHTING 
LINE CONSTRUCTION MATERIALS - PORCELAIN INSULATORS + FIBRE PIPE AND CONDUIT 


Please send me details on L-M Styled Mercury family of 
luminaires, and nome of nearest distributor EWH-91 
Nome —— -_ ee 
ee ee 
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Type of Area To Be Lighted —— 


Installation Economy with Time-Saving 
“SIZE-MARKED” 


MINERALLAC 


“Minny-Twist" 


TRADEMARK 


and 


Standard Bolt Type 
Conduit Hangers 


Convenient 
Slot for 


Screwdriver 


Tongue 
in Slot 
and Twist 
Tongue 
One 
Quarter 
Turn 


Sf Talel- Tae! 
Bolt 
Type 
Hanger 


MINERALLAC*’MINNY-TWIST’ CONDUIT HANGERS 
““Minny-Twist” is this years new addition to 
the ever-growing line of Minerallac Cable and 
Conduit Supports. Installs in 3 easy steps— 
(1.) Install hanger with screw or bolt.—(2.) 
Simply hang conduit in hanger.—(3.) Insert 
tongue in slot and twist tongue one-quarter 
turn with “*Minny-Twist” closing wrench. Note 
illustration above. 


MINERALLAC STANDARD CONDUIT HANGERS 
This is the original Minerallac Conduit Hanger 

tried, tested and proven for over one- 
quarter of a century in millions of electrical in- 
stallations. Minerallac Standard Conduit Hang- 
ers are available in a complete range of sizes 
from 4” Thin-Wall to 4” Rigid. 


Exclusive Feature! 


Each Minerallac fitting is ““SIZE-MARKED”. All are 
clearly and individually stamped with its exact size for 
immediate identification and quick and easy handling 
Ends time-consuming guess 
work and costly mismatches in 
the stock room and on the job. 


WHEN IT’S 


“SIZE-MARKED” @ 


YOU CAN 
BE SURE! 


SOOTHES EEESESESESESEHEEESESEEEE 


Order from Your Electrical Wholesaier 
LITERATURE OR SAMPLE ON REQUEST 


MINERALLAC Clectic COMPANY 


ESTABLISHED 1894 
25 N. PEORIA STREET « CHICAGO 7, ILLINOIS 





Crazy, Mixed-up Business .. . 


Continued trom page 112 


Atlanta, Ga., electrical wholesalers 
are looking forward earnestly to a fall 
pickup in lighting sales. “Our sales 
have been lower so far this year in 
all categories—but we expect things 
to pick up this fall,” one distributor 
said. “By that time, we’re hoping that 
both the general business slump and 
the construction set back, due largely 
to bad weather, will have been over- 
come. Residential sales are suffering 
most.” 

“Our commercial business started 
dropping off about a year ago and it 
has not regained its previous levels 
since that time,” another distributor 
said 

This distributor expressed a similar 
opinion. “Our lighting sales are off 
from last year up to this time. The 
time was when lighting was a special- 
ized field, but it is fast moving from 
this into being strictly a ‘quotations’ 
field. Price is practically the only key 
to sales now. The balance of com- 
mercial and industrial business re 
mains about the same as last year.” 
e Fast-Mover—As for the fastest sell- 
ing lighting products in the Atlanta 
area, strip lighting holds the lead 
“The item holding up best for us is 
the cheapest strip lighting—8-ft fix- 
tures (fluorescent)—such as is used in 
supermarkets”; “Fastest moving of all 
our items is the 8-ft fluorescent strip 
of the type used by supermarkets. In 
residential, the two-light—40-w wrap- 
around plastic units are best.” 

In the low voltage control depart- 

ment, dimmers are increasing in pop- 
ularity, but most Atlanta distributors 
agree, that this is one item that needs 
a good sales push. “Dimmers are im- 
proving, but this is an item that must 
be actively sold”; “Dimmers are going 
better than ever for us, but they are 
not as sensational as some promotions 
might indicate”; “Dimmers are certain- 
ly not a volume item with us. We 
are selling a few but prospects are 
nothing to get excited about.” 
e Headache—“Our biggest headache 
is the generally depressed economic 
condition which this area is expe- 
riencing, along with the rest of the 
country, one Atlanta distributor 
stated. 

“Competitive prices that take the 
profit away are our biggest problem. 
Some of our competitors are work- 
ing on a 2% profit. Another very 
serious threat comes from the big 
electrical wholesale houses. On a 
large job, they will offer sub-con- 
tractors a lump sum bid for every 
type of equipment they handle. They 
doubtless have good reasons (usually 
only known to them) for doing this, 


but whatever the reasons, the small 
wholesaler can’t compete on that basis 
There is always a good chance of 
misinterpretation on a bid of that type 
and one misunderstanding could be a 
terrific blow to a small firm.” 

The tough competition, no profit 
situation is also common to Atlanta 
wholesalers. “Our biggest problem is a 
competitive situation which makes get- 
ting a profit almost impossible 

“Frankly, I don’t think market 
trends or new products are going to 
change this problem—price is the con- 
trolling factor in every sale we make 
This is a bad thing, but I see nothing 
to suggest things are changing.” 

“Too slim a profit is our major 
problem, and I see no reason for ex- 
pecting this to change in the near fu 
ture.” 


Future Foggy 


As for the future in the lighting 
field, Atlanta distributors aren’t ex 
pressing any opinions, but are hopeful 
for an improvement in selling condi- 
tions. However one distributor had 
this to say: “As for the future, it 
looks as though residential fixtures 
and over-all commercial ceiling light- 
ing will offer the most promise from a 
profit standpoint in the coming 
months.” 


CHICAGO: “The problem 
is cut-rating”’ 

The lighting business in the Chicago 
generally, is good or holding its 
there are some distributors 
plagued with 


area, 
own. But 
who 
cutting. 

“Our lighting business is doing very 


cut-rating 


have deen price 


poorly. The problem is 
That means that I have to sell at such 
a low rate of profit that it is hardly 
worth the effort. For example, just 
the other day I got an order for 
$1,400 and my total profit was $62 
Now that is about 4% profit. Not very 
much. Five per cent is about as low as 
you can go and still be stable.” 

“Overpricing on the part of man- 
ufacturers is not a big problem. If 
they all cut their prices 10%, I don't 
think it would make much difference 
in the amount of 
which is all commercial and industrial 
If a contractor wants 100 fixtures at 
$20 each, he will probably buy just 
as quickly at $2,200 as he will at 
$2,000.” 

“Contractors have a bad habit of 
quoting a price they have guessed at. 
Then they get the job because they 
are low. Once they get the job, they 
go out and start shopping for price. 
That means some distributor is going 
to have to sell fixtures at too low a 
profit. Now, if the manufacturers 
would refuse to budge on their price, 


business we do, 
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Where else could you possibly obtain—in one complete line-—all 
of the desirable features of the ideal motor control... 


. Smaller size 6. Simpler installation 
. Greater reliability 7. Complete accessibility 
. Remarkable switching capacity 8. Beautiful appearance 


. Longer life either open or enclosed 


. Conscientious overload protection 9. Surprising light weight 


Vik WN 


The heart of this new line of magnetic motor starters is the unique 
solenoid contactor. While it retains the famous A-B one-moving-part 
principle, it is completely new and far more efficient. This fact is 
reflected in reduced dimensions for all of these controls. Yet, this 
contactor design will perform reliably for many more millions of 
trouble free operations 

The new enclosures are very ‘eye appealing.’’ When the open type 
starters are assembled into special panels, their neatness and com- 
pactness will delight the designers. Full details are in Publication 6100. 


Write: Allen-Bradley Co., 106 W. Greenfield Ave., Milwaukee 4, Wis. 















BULLETIN 705 SIZE 2 BULLETIN 712 SIZE 2 


across-the-line reversing starter combination starter in 
Flatemeha-saler-lema-it S's Memes (taal) f Nema Type 1 enclosure. 


7 


Type 1 enclosure 
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ay 
BULLETIN 702 SIZE 3 
three-pole, a-c solenoid conta 
in Nema Type 1 enclosure 


+ 

















> 


BULLETIN 715 SIZE 1 


across-the-line, two-speed 
Starter—with two overload re- 
lays per speed—in Nema Type 
1 enclosure 


QUALITY 
MOTOR CONTROL 
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EMANN 


CLECT#NC CO TRENTON & 
VOLTS MAK 





ON 200 


7400 


LOOK! a 200-amp breaker no bigger than this 


copper or aluminum conductors in 
sizes from #6 to #250, CM, CU/AL, 
has pressure-type solderless connec- 


Heinemann’s SE-33 circuit breaker 
(shown actual size) needs only half 
the panelboard space of comparably- 
rated breakers. In an enclosure (in- 
door and outdoor types available), 
it’s considerably smaller than a 
fused switch or pullout of equal 
rating. A two-pole breaker, the 
SE-33 is magnetically actuated— 
never has to be de-rated for high 
accepts 


ambient temperatures. It 


tors. Available in standard ratings 
of 125, 150, 175 and 200 amps, 
120/240V AC. 

Priced advan- 

tageously. Bul- 

letin 1003 will 

give you detailed 

information. 


HEINEMANN ELECTRIC COMPANY®@ 152 BRUNSWICK PIKE, TRENTON 2, N.J. 


2435 





that contractor would be out on a 
limb. And that’s where he should be. 
Some other contractors go to a dis- 
tributor for a quote. When they name 
a price in their bid, they knock 5% off 
the distributor’s quote, figuring to take 
it out of his hide. 

“Now you ask, what can I do about 
it. I can refuse to quote lower than 
5% profit. And when I say I, I mean 
myself and all the other sales man- 
agers. Everybody has to do it if you 
want it to stick. Your good contractors 
don’t do things like that; they are 
good buinessmen. But some contrac- 
tors do, and it doesn’t matter how big 
they are or how small. This is a mat- 
ter of integrity, not size 

“There is something to be said 
about manufacturers, too. Basically, 
all a manufacturer wants is to move 
goods; he wants distributors to place 
orders with him. And when the chips 
are down, manufacturers arent going 
to worry about how much profit the 
distributor is making. They should 
though. They should protect the dis 
tributor’s price to the extent that we 
can make a decent profit 

“When contractors come around to 
the manufacturer and start banging 
their fists on his desk and demanding 
a low price, the manufacturer should 
refuse to budge his price. If enough 
contractors get burned that way, the 
bidding too low just to 
And if it did, every 


because every 


practice of 
get a job will stop 
body would be happy, 
body would be doing business on 
sound, ethical basis.” 

e No Policy—When another Chicago 
distributor was asked, “How is your 
lighting business?” this was the reply 
“Why, it’s the worst thing I've ever 
seen the way they kick the prices 
around. What we do is keep our 
noses to the grindstone and try to 
make a buck the best way we can 
That’s the trouble with this business; 
there isn’t any set policy from the 
manufacturer. They don’t say, ‘these 
are my wholesalers and if you want 
something go buy it from them.’ No, 
they take on a lot of ship- 
ments.” 


direct 


About Even 


“Our lighting business now is about 
even with last year,” another distribu 
tor declared. “I call that good busi 
ness because with present conditions 
it’s a good thing if you can come even 
with last year. Commercial sales are 
the best now; restaurants, shops, etc 
are getting more and more conscious 
of good lighting.” 

Several trends were noted by the 
above wholesaler. “The trend is defi 
nitely back to traditional lights, away 
from modern lights. And, there is a 
trend toward ceiling lights. Continued 
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Crazy, Mixed-Up Business . . 
Continued from page 116 
e Builder's Problem—“One problem 


| we face is the fact that builders are 
STOC IT not allowing enough money to thei 
: ' 7 customers for lighting. And, many 

cS , contractors want 25% of the sale just 

CATALOG IT! ' : for referring their customers to us 
2 . * ; These contractors are very hungry 


) : Why should we pay them 25 for 
DISPLAY IT! doing no work? There is a trend—and 
“s . also a problem—with furniture stores 


selling lighting fixtures hey take 


and the I away some of our business, and they 
/ ‘ certainly can’t do as good a job as 


we can in helping the customer get 


J . - the best value for his dollar.” 
» e Looking Up—Another distributor 


noted that lighting volume is on the 
rise in the commercial and industrial 
fields. “Our lighting business is going 
up. Residential lighting is barely hold- 
ing its own, but commercial and in 
dustrial is doing well. We think resi 
dential is poor due to the low number 
of new housing starts in the Chicago 
area this year 

“We don’t see any special trends in 
lighting, although we have noticed 
that the crystal fixtures are picking 
up appreciably. In fact, we have a 
hard time keeping our stock room 
and showroom supplied with crystal 
And, we notice that people are look 
ing for higher quality fixtures, and are 
willing to spend more if they get 
quality.” 


Too Many Dogs 


Our lighting business is no bigger 
than it has been,” another Windy City 
distributor said. “Residential is off con 
siderably, and 90% of our fixtures go 
to new home owners. The bulk of 
lighting installations coming out of our 
showroom are lower-priced items, all 
standard hand-picked orders. Con- 
tractors don’t allow enough for light- 
Every year, hundreds of thousands of mechanics— ing; the new homeowner is gouged on 
including your customers—buy the Channellock No. that score. A decent allowance for new 


420. They prefer it because it’s the handiest plier home lighting should be at least 1% of 
the total price of the home. Too many 


of them all. They like its pipe-wrench grip. ve dogs are after the same meat in our 
non-slip adjustability... its strength... its all ‘round business, and the result is that the 
usefulness. And they'll buy it from you if you stock it meat is getting torn apart. There are 


, ; : . its competing } 
... catalog it... display it. Send for our new catalog. too many little outfits competing with 
us, and the only way they can com- 
pete is to cut prices. That hurts us be- 
cause Often we have to go down on 


IT’S EASIER TO STOCK JUST our price to keep business.” 
ONE LINE OF PLIERS This distributor indicated that the 


lighting showroom does not contribute 


IT’S PROFIT-WISE TO STOCK THE to a decent profit in lighting sales 


He recommended that distributors 


GENUINE CHANNELLOCK LINE close their showrooms, since they 


‘strictly for glamour.” 





are 





CLEVELAND: 
Things are picking up 


In this Great Lakes city the lighting 
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is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 








NAAAAY 


YY 


ENGINEERED 
INTO 
BLACKBURN 
CONNECTORS... 


REUSA BILITY ! 


The big difference in Blackburn connectors starts with the way 
they are made. The basic material is high strength duronze, a 
silicon bronze alloy stronger than many structural steels. 


High percentage of threads, both bolt and nut, plus proper selection 
of materials, reduces friction, increases thread efficiency and 
clamping force—clamping force is maintained on the conductors. 
Blackburn’s strict inspection assures uniform high quality. 


Blackburn connectors give better performance electrically. The 
greater thread efficiency provides a high clamping force that helps 
break through oxides on the conductor and improves conduc- 


tivity. This high initial conductivity is maintained permanently. 


Because of the better materials, precision workmanship and careful 
inspection, Blackburn connectors are reusable... over and over. 
Write for samples. 


) 
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1525 Woodson Road ° St. Louis 14, Mo. 
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business is steady for the present and 

M b NS YOU BENEFI a pickup in business is about to begin, 
some distributors believe. Outdoor 

lighting is becoming popular in this 

area, according to several distributors. 

, But two current problems exist, that 

of maintaining a profit and collec- 

| tions. 


“Lighting business right now is me- 
dium—not good, not real bad. We 


MOTOR CONTROLS avoid residential lighting, avoid it if 
we can, handle very little outdoor 


lighting, either. Commercial-industrial 
lighting accounts for 85% of our sales 
Biggest seller in light source is the 
slimline cool white, but the quartz 
P : lamp has created the most interest. 
The extensive Furnas There’s no standout among fixtures, 
line, with many exclusive we're selling the wide area 2 x 4 sur 
features, means higher face mounted units most, though.” An- 
‘ other Cleveland distributor indicated 
there has been more activity lately in 
lighting accessories. 
e Big Problem—*‘The big problem is 
can we afford to stay in the lighting 
business. Profits are too small, com 
pared with the wire and conduit er 


of the business where 20 and § or 20 


profits for you. 


| 


id 
and 10 is common on a big job. In 
the lighting business, if we make 10‘ 
on a really big job its unheard of 
more likely it's 7, or 5, and even 4 
and 3. We need a bigger margin to 


handle the call-backs, the service, the 


Size O izeO Size | 


Ss 
Class 15C# Class 14C Class 15D customer relations angle of this fra 


gile merchandise, and the manufac 





turers are going to find that out one 
of these days when more and more 
distributors stay away from lighting.’ 














DETROIT: Breaking loose 


One Detroit distributor is brimming 
with optimism. “Business is best since 
a year and a half. One example, in 
March we sold $38,316 in fixtures 
compared to a year ago, $17,800 


LOWER COSTS—Magnetic Starters are available in 9 choices i a i nie 

: : 3 t Residential accounts for | P 

in place of 5 in the range up to 50 HP—440V. This provides | | of this to just a few loyal contractors 
many opportunities to offer starters with a price advantage to Sales are where the demand is, ac 


the Distributor and his customer cording to this distributor Special 
ties like dimmers are becoming more 


° > > » > cep re ' 

LOWER INVENTORY INVESTMENT—Dual Voltage Coils at no ictive all the time These were run 

ss . ning one or two a month, now one 
additional cost means you accommodate more Magnetic Starter ek” 
| | or two a week. 

requirements with less inventory dollars invested. The biggest problem, according to 

this distributor, is upgrading profit 

BETTER PROFITS—Because of this unusual combination of more structure. He calls competition insane 

sizes to choose from and a more favorable dollar-turnover rate, for accepting 1%-2% profit deals 


é P ho : . Another problem noted 00F Sel 
Furnas Electric Distributors enjoy better profits. To get the full circ soy ediens ose. sera Aagade 
ice due to personnel cutbacks of 


story, ask for Distributor Portfolio $5412. A101 manufacturers. Deliveries are neither 

prompt nor accurate as a result, he 

Write today — 1069 McKee St., Batavia, Illinois said. However, he indicated things 

in Detroit are breaking loose. “Delay- 

ed commercial and industrial renova 

tions and expansions will soon be con 

& U ee BY & tracted. Also buyers are demanding 

higher standards; now demanding 150 

ELECTRIC COMPANY ©@ Batavia, Illinois ftcs with attendant increase in quality 

of fixtures and thus profits, versus 50 
ftcs in the past.” 


SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 
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SPANG 
BLUE STAR CONDUIT 


Now—from SPANG comes a new improved galvanized 


rigid steel conduit. Here's what it offers you 


NEW ~— best thread protection 
available against rust 


a smooth, uniform zinc galvanized coating on every 
ridge and valley of every thread easy coupling—can 
be hand tightened the whole way no thread chasing 

no excess Zinc Preece-tested to assure quality 
and dependability 


NEW —doub/e galvanized coating on 
the conduit for extra corrosion resistance 


inhibits white rust formation eliminates flaking of 
finish has that fine sPANGLEAM appearance 


ou? 





NEW — better packaging for easier 
handling 


bundled in steel strapping us 
shipped on a one-ton rectangular lift for convenient transit 
by lift truck...cuts handling costs 


n sizes up thro 


makes inventory easier 
. 


Save installation time, get top protection against rust and 
corrosion with new SPANG Blue Star Galvanized Rigid 
Steel Conduit. See your nearby SpPANG Distributor f 
complete details and samples 


SPANG Blue Star Conduit is one of the many fine product 
produced by National Supply Division, Armco Steel ¢ 
poration, Two Gateway Center, Pittsburgh 22, Pe) 


ARMCO National Supply Division 
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Surprise Party for John Johannesen 


-* Wy CHILDREN 


E 


SN 


JOHN JOHANNESEN (above) responds to the plaudits of his well-wishers (below ) 


By O. Fred. Rost* 


HE surprise party which the Gen- 

eral German Orphan Home otf 

Gatonsville, Maryland arranged to 
honor John G. Johannesen on the 
occasion of his 80th birthday on Sun- 
day, July 16, not only turned out to 
be a remarkable and memorable 
event for the guest of honor but also 
for all who had the privilege and 
pleasure to be present. 

The following brief resume of John 
Johannesen’s varied activities and ac- 
complishments will indicate how ex- 
much of his 
fellow 


traordinarily he 
life and fortune in behalf of 
citizens and in constructive business 
activities in every field with which he 
was connected. An orphan who grew 
up to be a vice president of a major 
national industry, John never forgot 
the home where he got his start, and 
on his eightieth birthday, 250 of his 
friends and co-workers, many of them 
prominent in the electrical industry, 
met there to honor him 


spent 


Mr. Rost was editor and publisher of 
FLECTRICAI WHOLESALING 1939-1951. 
Presently he is president of Howland 
Publishing Company, catalog publishers 
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When John and his brothers Ernest 
and Neils lost their parents, they 
found a home at what is now called 
the General German Orphan Home 

In the years that followed, John’s 
ability, sturdy honesty and warm kind- 
ness carried him to important respon 
sibilities, and during those years, John 
G. has served in a top leadership 
capacity of the home, which today 
offers a new life for 16 boys and 32 
girls, all of them orphans. 

The Johannesen brothers entered 
the old asylum in 1892 shortly after 
their Norwegian sea captain father 
went down with his sailing vessel out 
of Baltimore. Their mother 
year later. John G. won a scholarship 
for four years to the McDonogh 
School, where he was graduated in 
1898 

For the next 40 years he worked 
his way up through the General Elec- 
tric Co. before retiring in 1946 as 
vice president. He is the father of two 
boys and a daughter and is a grand- 
father of nine children 

The surprise party for John sup- 
plied some unscheduled extra fea- 
tures. To most of those who attended, 
it was like homecoming at college. 
and by the time an hour had passed, 


died a 


small groups with mutual interests 
had been formed and much laughter 
witnessed to the fact that reunioneers 
were swapping old-time 
reminiscing was in full swing 

However, before more than half of 
the invited guests had found their way 
to the appointed place, Jupiter Plu- 
vius decided to stage a special feature 
for the surprise party 

The committee had utilized the 
beautiful campus as the appropriate 
setting for the dinner, and tables, set 
for service, had been placed at ran- 
dom spots, where the grassy ground 
and trees offered a safe place for a 
banquet 

When the cloudburst started, every 
hand available began moving dishes 
silverware and tables into the only 
suitable building for such an occasion 

the gymnasium and, with every 
body having pitched in to help, the 
dinner planned for 
served at 50 foot long banquet tables 
indoors to the enjoyment of all 

When compared with the modern 


gossip and 


outdoors was 


“testimonial” dinners, the 


First the hun 


concept of 
party was quite unique 
dreds_ of “guests” present were 
sense of the word 

guests of the committee, and there 
were no $100.00 per plate, nor 
$1.00 per plate “donations 

Second, the “testimonials 


boiler-plate speeches with statements 


“guests” in every 
even 
were not 


designed to please the star guest, but 
the testimonials to John G 
were backed up with facts and figures 
by executives, and others of his as 
sociates. Men and women spoke who 
had had a part in the many varied 
and worth-while activities that John 
Johannesen had originated or had 
taken part in during his 
richly filled life of usefulness to his 
brother man. 

Just how richly and 
had filled his life was best reflected 
by stories about his activities which 
were related at the dinner table by 
the many who had been there when it 
happened and by the enthusiastic ap 
plause that followed each testimonial 
He was also presented with two al- 
bums filled with pictures, clippings 
and mementos of his various achieve- 
ments and a booklet telling the story 
of his life written by Mrs 
Gibbs 

Time and again guests remarked to 
each other, “Few men have ever lived 
to enjoy such a genuine expression of 
appreciation from so many, and I 
consider myself honored to have been 
invited.” 


Johanneser 


long and 


wisely John 


Janet 
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ACCENT 
the beauty 
of Gratelite’ 

with 
GUTH 
Kolordots 


A new dimension of beauty in 
lighting. Functional and decc 
ative! 

KOLORDOTS versatile as 
the artist's brush. Jus 


as 


snap, snap’’ and you see words 
and designs or mosaic pattern 

come to life against the lumin 
ous glow of Gratelite in ceil 


ings or fixture: 


Four vivid colors — Sapphire 
Blue Cardinal Red Leaf Green 


and Vibrant Or 


How can you use Kolordot 
Just let your imagination go 
(and check the examples we 


show )! 


KOLORDOTS 
snap-lock 
into the 

¥%," Gratelite 
cubes 





in four vivid colors 







THE EDWIN F. GUTH CO. 


2615 WASHINGTON BLVD. « BOX 7079, ST. LOUIS 77,M0 
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i H KOLORDOT 
;, eee fh ' SQUARES w sdd 
new sparkle and 


beauty to your Grate 





lite ceiling or fixture 


LiGriTimcG 
since 1902 





WRITE FOR 
FULL-COLOR BROCHURE 





prove 
customer 
savings 
Sa 


FREE 


AUTOMATICALLY 
RETRACTING 


CORD LENGTHS TO 
FIT YOUR NEEDS 
HEAVY DUTY PIS 
TOL-GRIP PHEN 
OLIC HANDLE 
HEAVY DUTY 
NEOPRENE CORT 
JUST PLUG INTC 
CONVENIENT 


OUTLET 
light and power where and T | 
d 


when neede 


FREE 


1 FREE SURVEY 


On-the-spot free plont check-list survey will help 
your salesmen increase multiple sales of Cordomatic 
Reels. Survey shows how these versatile reels can 
be used f regular operations and economical 
uses often unobserved 


2 FREE 30 DAY TRIAL 


Will se your customers and prove the functiona 
‘ matic Reels in maintenance saving 


convenience 


3 SALES PROMOTION 
BACK-UP CAMPAIGN 


Will presell yo prospects—ADS IN 14 TRADE 
PAPERS, direct mail ca 3igns and special pro 
motions throughout the year, w tart at once and 
stimulate thousands of ing es for you 
Move into volume sales with these highly profitabie 
Cordomatic Reels. A reel for every purpose: Mair 
tenonce, OEM, production, safety. (See detailed 
information on reel types and uses in box at bottom) 


SURVEY 


30 DAY 


OUTLASTS 25 ORDINARY DROP CORDS 





MAINTENANCE REELS: Heavy dut > lig 
balance reeis, do-it-yourself (portable tool) reels 
hop maintenance e Material Handling Equipment 
Platforms « Warehouses ¢ Co 
struction Work ¢ Maintenance et 
PRODUCTION REELS. Heavy duty drop light reels, cable balance 
reels. electr balance reels, do-it-yourself (portable too 
reels 
USES Bench Work e Production Lines ¢ Construction 
Work @ Tool suspension etc 
SAFETY REELS: Static discharge reels, grounding type reels 
USES: Bulk transfer of combustible fuels @ Fuel servicing 
equipment ¢ Fuel consuming equipment 
GROUNDING TYPES TO MEET ELECTRICAL CODES 
CUSTOM DESIGNED REELS TO MEET SPECIFICATIONS 


SEND COUPON TODAY! 
17th & indiana Ave., Phila. 32, Pa. 


PSS SREP S SS SSS SS SSSS 





CORDOMATIC REELS, PHILA. 32, PA 
PLEASE SEND COMPLETE INFORMATION ON: 
30 day trial offer 


Plant survey Promotion campaign 


Catalog & pricing data 


PeSVeeeeeeeeaneaaan 
> 
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E 
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DOUBLE attack on depressed rural economies—heavily under- 

scored by rural electric co-ops—has been launched by the 

Kennedy Administration. It is taking two forms: (1) federal 
loans for 460 designated rural counties which the New Area Re- 
development Administration has classed as “depressed,” (2) a “rural 
areas development” program by the Agriculture Department—much 
broader in scope, but less definite in methods. 

Rural electric systems are being urged by the administration, and 
by the National Rural Electric Co-op Assn., to take the initiative in 
determining where and how rural areas can be stimulated economic- 
ally under these programs. 

Also, rural systems will have an opportunity—under a new order 
by Rural Electrification Administrator Norman Clapp—to borrow 
and re-lend money (REA Act, section 5) to finance installation and 
equipping of electric machinery for industrial customers in co-op 
territories. This authority has been with REA all along, but never 
before has it been stressed. REA says it has received “dozens” of 
requests on how industrial machinery loans could be approved, 
although none have yet been approved. 

Clapp says the market for this extended use of section 5 loans 
hasn't been determined. However, previously, these funds, when used 
mostly for residential wiring and home appliances, averaged a couple 
of million dollars annually. REA says that it already has received 
“dozens” of queries from rural systems regarding use of the section 5 
loans to wire and install electrical machinery in new industrial plants 
No loan for this purpose has yet been made, however. 

The first federal grant and loan—a total of $160,000—went to 
Gassville, Ark., to enlarge a small shirt factory to 1,500 employees 
This money came from specific federal funds recently approved by 
Congress in a depressed areas bill. It is limited, however, to 460 
designated rural counties, mostly in southeastern states. Power to 
supply the Gassville factory will come from a rural electric co-op 
In fact, most of the rural areas designated by the federal government 
are supplied by co-op systems, and any industrial development under 
the twin programs will benefit co-ops mostly. 

The new depressed areas law provides $300-million for loans to 
designated depressed areas: $100-million of this in rural areas alone 
In addition, $75-million in outright federal grants for improved public 
facilities—excluding electric facilities—is included, with about one 
third of this for rural areas. 

The broader agriculture program provides no money, but calls 

for local stimulation of rural industrial development. Under this pro- 
gram, rural co-ops are being urged to set up their own industrial 
promotion programs and to work in conjunction with other local, 
and state promotion campaigns. Co-op efforts have borne fruit in 
many areas already—a number of small factories have been estab- 
lished in co-op territories, using co-op power and stimulating nearby 
growth in commercial and residential construction—and power 
equipment installations. 
e A new indicator for gauging the business outlook—particularly 
at the manufacturer/wholesaler level—is becoming available with the 
Commerce Department’s publication of a new series of manufac- 
turers’ intentions to add to or subtract from their inventories. 

For instance, for the third quarter of this year, the report shows 
manufacturers planning to add $1 billion to their inventories (both 
raw materials and finished goods), compared to an inventory de 
cumulation of $400 million during the first quarter, and no change 
during the second quarter. 

Durable goods manufacturers account for about two-thirds of the 
increase expected during the third quarter. Manufacturers are also 
being asked whether they rate their stocks “high.” 
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TTA My wesverincssnntizc'se<e2s, THIS 1S FOR YOU! 
PROFIT 
OPPORTUNITY 








DISTRIBUTORSHIPS NOW BEING OFFERED ON 
AN EXCITING NEW LINE OF FRAMING MATERIAL 


Here’s a ground floor opportunity to cut yourself 
slice of America’s fantastically growing market 
Angle. Distributorships are now being offered « 
BILT Slotted Angle, a universal, interchang 
quality framing material. 


Engineered and produced by the world’s lea 
heavy duty storage racks, STURDI-BILT Slot 
an unequalled profit opportunity. Here’s what y 
for you: 


* Unmatched product quality * Competitive pricing 
* National advertising support * Local sales help 
* A complete local promotional “package” 


family of distributors, send the handy ipon below 
But don't delay—distribution will be limited and 


selective 


& 
To find out how you can join the STURDI-BILT i STURDI 


BILT 


BUY BETTER—BUY STURDI-BILT 


Material Handling Division, Dept. EW 91 
Union Asbestes & Rubber C 


ya, /emge) ey.) ae ae)- 3 332 South Michigan Avenue, Chicago 4, Iilinois 


Please send full details on the new Distributorship Program 


DIS TRIBUTORSHIP offered for STURDI-BILT Slotted Angle 


RE RRR eck A Tet Title 
PROGRAM DETAILS Cs : 


TN es eee Oe ee alae City 
Slotted Angle line presently handled (if any) 
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Smail Business .. . 


TTD kcmmey-V =) a Sethe tori 
l 


He is close to his business 


FROM THE 2. He knows his customers, indi- 


vidually and personally. 


=ir fe) 3. He can correct mistakes or re- 
et @) STABLES solve disputes on the spot. 

4. He is close to the members of 
his organization from the truck driver 
to his second-in-command. Many 
problems of a personal nature arise 
among a group of people especially 

- when they work together. Most of 
r MINE | ' them are trivial and can be quickly 

YAumine ironed out. 
——— 3. He is close to his market and 
4 a can adjust quickly to the changes of 

} : the market. 
ee) inal 6. Flexibility and small business go 
; together, and the human factor that 
is sO important in dealing with peo- 
ple is a powerful tool when wisely 
used. 
7. He is a part of his community 
and not a cog in a large and com- 
plex machine, remote from the prob 

lems of the community. 

Ihe small businessman should be a 
constructive factor in his community 
and a good citizen of his country. 
He is the buffer between the Fascist 
“Right” and the Communist “Left.” 
The more small businessmen there 
are in the country the more certain 
is the balance the country needs. But 
the small businessman should come 
to business prepared to operate a busi 
ness and to succeed on a sound basis 
For this he needs an education be 

fore he starts. This education should 

teach him, not only how to operate 

Mining engineers know the importance of the outer protecting jacket on portable elec his business but also how to be 
trical cables. Probably no industry is more dependent on the reliable delivery of | 904 and constructive citizen. This 
electric energy to production and transportation machinery. This is why a growing is the essence of patriotism. Unfor 
number of astute buyers of mine supplies specify Bronco 66 Certified to their Elec tunately, too few people realize this 
trical Distributors. They want that jacket with the 67.32% Neoprene content—highest Real patriotism does not lie in th 
they can find. They want the maximum protection it affords—protection against the noisy “Hip Hip Hooray” variety 
destructive forces found deep in the earth or in the raw surface of the open pit... oil in the way we live and in the 
acids, alkalis, sunlight, ozone; the crushing, scuffing, tearing, and abrasion from we conduct our business or do 
rock and ore, tools and machines. And, most important, Bronco 66 Certified will not 
support combustion. Molded* into the jacket so it won't rub off—branded every 
two feet along with complete identification—is the symbol ‘‘P116BM"’ This denotes 
approval by the Pennsylvania Bureau of Mines and acceptance for listing by the Fed 
eral Bureau of Mines. Whenever the best is mandatory—in construction manufactur 
ing, or mining—specify Bronco 66 Certified, an investment in continuous production 
*U.S. Patent No. 2867001 


job we set ourselves to do It is 
pressed in the way we treat our em 
ployees, our suppliers, our customers 

and our fellow citizens generally 
A really patriotic businessman does 
not ride rough-shod over his com 
petitors or indulge in wheeling-and 
600 VOLT ese vouT sina iii a or . — = = through 
booms = pine FLAT TWIN “2 TYPES PG cut-throat price competition 
aif PARALLEL id? & PCG A businessman is not a good Ameri- 


sizes to 4/0, same as W wac = 
4 cond. & but with sizes to ' can who does not live up to the 
500 mem ground 4/0. 2 ; ite taaielie f ali ond 
single cond., wires in st ay : highest principles of morality anc 
also interestices Juct sthic The sthic > nre- 
3KV & SKV oom bn ethics. The unethical and the unpre 
conductors roe hes ¢ pared businessman may wake up to 


the fact that he is indeed the 
enemy within’—not only to his coun- 
try but to himself as well 





*, 
> we 
Industry added nearly 15 million kws 


‘> , - ST . 
ad of capability in 1959, a record high 
aim WESTERN SULATED WIRE COMPANY which brought total capability to more 


Los Angeles 58, California than 163 million kws 
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Rawr «. 
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NES 
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Adjustable Dead-Ends 


Compression Terminals 


Compression Tap Connectors 


A complete line of transmission com- 
pression connectors available exclusively 
through your local T&B Distributor 


~ 


7 TSESATSS 


xs) 


750,000 volts 
transmission 


Thomas & Betts compression type dead ends, tension splicers 
terminals, and tap connectors were designed to exceed cable 
characteristics at any operation voltage. EHV Research has 
proved successful performance of T&B compression connectors 


at over ONE MILLION VOLTS without corona suppressors 


The Thomas & Betts Co., Incorporated 
Elizabeth, N. J. In Canada, Thomas & Betts, Ltd., Montreal 


TgB THOMAS & BETTS 


ENGINEERED 








oooh Pt 


Hi 
F COMPLETE 


QUALITY LINE OF 


CONDUIT and 
PIPE CLAMPS 


e“‘TWO-HOLE”’ SNAP STRAPS 


Made of semi-spring steel! They snap on... 
free both hands for nailing. Cost no more 
than ordinary straps... easier to use, stay on 
tight. Rust-resistant! Size and type stamped on 
every strap. TYPE 1 for E.M.T. and other 
thinwall conduit. TYPE 2: for rigid conduit 
and pipe. 











@ ‘““ONE-HOLE”’ 
SNAP STRAPS 


Bump inside strap holds 
strap firmly on pipe... 
makes difficult installations 
easier. Rust-resistant! TWO 
TYPES: for thinwall... and 
rigid conduit and pipe. 
Size stamped on every 


strap. 


© DRIVE-STRAPS 


| _ DRIVE "EM LIKE NAILS... 
| Never loosen . . Won't 


2-TYPES break! Made of strong 
FOR steel... electroplated! Two 
MASONRY _ types: Verticle Thread for 
OR masonry; Annular Thread 
WOOD for wood. Sold in kits and 


we" 


cartons. Sizes 2", %" & 1”. 
@LOOP-TYPE 
PLASTIC CLAMPS 


Many uses as a clamp— 
strain relief—clip hanger 
—fastener—strap. CUT 
COSTS... sme... « lawl 
longer . . . no. corrosion. 
Made in 4 materials: Poly- 
propylene, Ethyl Cellulose, 
Nylon and Saran 

@ PLASTIC STRAPS, non-cor- 
rosive, 2-hole type. 3 sizes. 

@®NEW PERFORATED 
HANGER STRAP 
Three finishes: Plain—Gal- 
vanized—Copper Coated. 
Made of best quality steel, 
20 ga. x 3", 10’ and 100’ 
coils. Attractive display car- 
ton contains 24 single 
boxed coils. 


WRITE FOR NEW “Hi” CATALOG 





STATE____ 


HOLUB INDUSTRIES, Inc. 


“450 ELM ST. © SYCAMORE, ILL, 


THADE MARE BIG 


A West Point graduate is among this group (West Point, Georgia, that is), which 
completed the Wholesale Executive Management Course presented by the Wharton 
School of Finance and Commerce. Front, left to right, are: Louis Kirby. Jr 

Georgia Alabama Supply Co., Inc., West Point, Ga.; Thomas McBride, Westing 
house Electric Supply Co., Pittsburgh, Pa.; Nicholas Cardello, Cardello Electric 
Supply Co., Pittsburgh; Howard J. Walsar, Wehle Electric Co.. Buffalo, N. ¥ 

Back, left to right are: Walter T. Bronson, Graybar Electric Co., Inc., Syracuse 
N. Y.; Lawrence Garner, Rockland Electric & Supply Corp., Nanuet, N. Y.: Irvit 
J. Miglietta, The Allied Electric Supply Co., Inc., Hartford. Conn.. W. K. Collum 
Graybar Electric Co., Inc., Philadelphia 


Distributors Complete 
Wholesale Course 


[This year, two of the sessions were 
conducted simultaneously, June 11-17 
at two different universities, the Whar 
ton School of Finance and Commerce 
University of Pennsylvania, and the 
Ohio State University. The third and 
final session of this year will be held 
the week of September 10-16 at Stan- 
ford University, Palo Alto, California 


UNE, notably, was the month for 

graduations. This, of course, meant 
graduation for those electrical whole- 
sale distributors who completed the 
Wholesale Executive Management 
Course as representatives of the Na- 
tional Association of Electrical Dis- 
tributors and sponsored by the Na- 
tional Association of Wholesalers 


Nee 


READING, ‘riting, and ‘rithmetic, were on the agenda at Ohio State University 
for these three salesmen. Seated, left to right, are: Herbert Schwartz, Advance 
Electrical Supply Co., Inc., Chicago, Ill; Charles E. Knab, Graybar Electric Co 
Inc., Columbus, Ohio; Ernest N. Cundiff, Graybar Electric Co., Inc., Cleveland 
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New factory packed displays of 
G-E CHRISTMAS LAMPS 9222424 ¢ nace 


and take the guesswork out of ordering! 


TESTED . . . SELLOUT BALANCED STOCK . . . PRICE-MARKED ... NO NEED TO 
SHIFT OTHER STOCK .. . JUST SET UP AND SELL 


SUGGESTED 
DEALER 


PRICES 


Measures 13% wide 


18” deep, 10” high 


#285 COUNTER DISPLAY for smaller stores or 


multiple display; good at checkouts. Features 3 fastest 
sellers in G-E Christmas lamps with quantity balanced 
to demand —75 C6, 180 C7%, 30 D14. All in price- 
marked 5-bulb packs, assorted colors. Ship. wt. 6 lbs. 


high 


NEW #138 DISPLAY. Helps you cash in on growing 


demand for newer G-E lamps. . . especially General 
Transparent lamps, as featured in G-E na- 
tional ads this Christmas. Holds 15 D27, 15 DI5 


60 D26, 48 D30. Ship. wt. 5 Ibs 


Electric 


*Suggested dealer prices do not include cash disco 


include Federal Excise tax 


#915 FLOOR DISPLAY 

For high traffic stores. Holds 915 G-E lamps... all 
in 5-pack, except D30. Takes about 2 sq. ft. of floor 
space. 20” wide; 14%” deep; 60” high. All packages 
price-marked. New mix includes popular new out- 
door transparent lamps. 20 DI5, 5 D27, 120 D26, 
50 D14, 90 D30, 180 C6, 450 C7. Ship. weight 23 Ibs. 


#1565 FLOOR DISPLAY 

For stores with average weekly sales of $25,000 or 
more. Holds 1565 fast-selling G-E Christmas lamps. 
Takes about 3 sq. ft. of floor space; 25” wide, 17” 
deep, 60” high. All packs price-marked. New mix 
includes transparent lamps featured in G-E advertis- 
ing: 10 D27, 40 DI5, 150 D26, 95 D14, 120 D30, 825 
C7%, 325 C6. Shipping weight 37 Ibs. 


nt. All prices 


AND THERE'S MORE 





5 CARTONS 
TO STANDARD 
PACKAGE 


New 100 bulb sealed-cartons...5-lamp or twinlamp packs... New 24-lamp sealed-cartons for D30 
in C6, C74, 014, DI5, D26, D27 .. . solid or assorted colors . . « solid or assorted colors 


NEW G-E SEALED-CARTONS are easier to handle, speed re-stocking of displays. Stocks can 
be filled from new cartons easily held in one hand, instead of working from a big case on the 
floor. Simplifies broken package orders for solid colors or re-orders of fast sellers. 


NEW G-E TWINLAMP PACK 


Proved a good seller last Christmas. Practical 

for self-service. Easy to display. Customers like 

choosing just the colors they want. Pack cuts 

demand for testing. No price-marking cost; , . wor basket” 
pack is already marked . . . speeds checkout. “ys 

Readily visible ““G-E” gives quick assurance of  Qyoilable in vote 

G-E quality. New sales-balanced color mix in (¢6 ¢7%, D14, ‘Se 2 yy 
cartons of assorted colors. DI5,D26,D27 ©. MOF 


PLUS 4 ASSORTMENTS . . . tictreo bisetar NEW 


Fess Pa 


‘<2 


Pack Se: SATIN-GLO Ss 
Beautiful... 

“ sighed ond cites 

SNOWBALL ASSORTMENT 226 ASSORTMENT tightest & aow touch week 

120 D40 bulbs (they’re white Includes free lighted display with 100-bulb self-displaying carton of 5 lamp 


a P ¢ P " : packs; also in twin lamp packs in stand- 
til they light) in assorted colors special 14-socket string. All in one cad cadena, Sheanad ollane ected 


and a free lighted display with case with 96 D30, 80 D15, 50 D27. 
6-socket string. Demonstrates Ties in with growing demand for \ Pi, 
and attracts.Ship.wt.5%lbs. New outdoor lamps and ad on G-E trans- ¢ 


low price $23.60*. parent bulbs. Ship. wt. 10% lbs. New 
Suggested Retail $42.00. dealer cost $29.35*. Sug. Retail $51.36. Dealer cost—carton $8.20 


Ms 
+ ( ff 
NEW oe - D26 D30 C7'2 ra » D27' D15' D114) cé 


LOW NOW: 35¢ ea. 5/97C 29¢ ea. 5/62¢ 5/$1.12 5/77¢ 5/82¢ 5/37¢ 
PRICES* was SAME 5/$1.07 SAME 5/72¢ 5/$1.17 5/92¢ 5/97¢ /42¢ 


AND one or more color ads on G-E Christmas lamps will reach 2 out of every 3 homes this year. Cash in; 
order G-E Christmas lamps now. Miniature Lamp Department, Generul Electric Co., Cleveland 12, Ohio. 
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Arcs and Sparks . . 


Continued from page 16 


He probably doesn’t sell large ap- 
pliances. Therefore, his total sale on 
this project might have been only one- 
fifth of what Company B is able to 
supply. Thus, the profit of Company S 
might not even be as much as the 
advertising allowance offered 

It appears that this particular pro)j- 
ect is lost to Company S. But what is 
going to happen to the next housing 
project, to the next apartment house, 
ad infinitum? Is Company § at least 
going to have the opportunity to lose 
the next bid? In more and more Cases, 
the answer will be no. Company §S will 
not even have the opportunity to bid 
these jobs. As Company B’s program 
becomes successful, they will gobble 
up more jobs until only the bare 
bones will be left for all the Com 
pany S's to nibble at 

This most certainly will be a sad 
demise for the noble idea of the 
Medallion Home, an idea that was in- 
tended to serve all distributors as well 
as the general public. But the implica 
tion does not end with the burial of 
the original Medallion Home. It may 
go to the grave along side where 
Company § ts buried 





Chiseling .. . 
Continued from poge 83 


just so you win.” Papa Peddler comes 
home and brags about getting an o1 
der through nefarious methods. The 
next day, Junior peeks at a fellow 
student’s paper and passes the exami 
nation; Sister fibs about the score to 
win a game; and Peddler Ill draws 
an opponent into a false start to win 
a race. Now you tell me who is re 
sponsible if these kids further develop 
the attitude they are entitled to get 
anything they want by any means 
they choose. Expediency is just as 
dishonest in business as in any other 
field, and a chiseler is a chiseler no 
matter where he may be 

One of the major problems of the 
electrical industry is the opinion that 
anybody has the right to copy the 
products of others. It is considered 
lawful to pilfer the results of another's 
ingenuity, intelligence and investments 
but unlawful to steal his money 
Stealing his brains is stealing his 
money and I doubt that the Com 
mandment, “Thou Shalt Not Steal,” 
stipulates only material things. The 
attitude that one is “in restraint of 
trade” in keeping that which he alone 
created and developed the market, 
strictly as his own, is no more valid 
regarding a product than it is regard- 
ing a book, but the law deals differ- 
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-+- Section 220-3 (b) of the 1959 
Nationa/ Electrical Code states... 


“For the small appliance load in 

kitchen, laundry, pantry, dining room and 
breakfast room of dwelling occupancies, 
(1) 2 or more 20 ampere branch circuits 

in addition to the branch circuits 

specified in paragraph 220-3 (a) shall be 
provided for all receptacle outlets (other 
than outlets for clocks) in these rooms, and 
such circuits shall have no other outlets.” 


Designed to provide full compliance with the revised Code, Circle 
F’s new No. 2532 does much more! It becomes a “universal” outlet! 
It accommodates appliances, heavy-duty portable tools, business 
machines, etc., having substantial energy requirements, where the 
new 2() A.-125 V. plug cap (No. 2528) is necessary. It also accom- 
modates 15 A.-125 V. 3 wire U-ground and standard parallel blade 
caps. One outlet for all! Circle F’s quality is tops and the price is 
right. Contact your Circle F representative for complete details, 





eee a" hy 
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ently with plagiarism than with prod 
uct pilfering. 

The contention that it is “for the 
greatest good of the greater number” 
to permit others to copy a product 
has no basis in fact—there is no evi- 


dence that “the greatest good” of any 
> Fe oO D U c T Ss number was ever served by foisting 
cheap imitations of good products on 
an unsuspecting public. The only basis 


A COMPLETE LINE OF ANCHORING and DRILLING for any law is to do what is right, and 
DEVICES FOR FASTENING ANYTHING TO MASONRY it is a reflection on somebody, some- 
where, when a former Supreme Court 


... backed by complete, close-up support Justice is reputed to have said, “You 
go to court for an opinion, not nec- 


that puts this entire organization squarely essarily justice.” A law without equity 

behind your sales effort is an evil law, and I fail to see any 
equity in having the path to the door 
of the man who “builds a_ better 
mouse trap” lined with cheap imita- 
tions of that better mouse trap. 

I have been asked why I have been 
so long in writing the long-held 
opinions expressed in ELECTRICAI 
WHOLESALING during the past year 
For many years I spent my Sundays 
playing golf, working on charity and 
organization activities, writing col 
umns for club magazines, but the 
worsening profit situation in the elec- 
trical industry has prompted me to 
take a little time to express that which 
will very likely not do one bit of 
good—but it is fun writing it. How 
ever, there is only one way to do 
business, and that is honestly, which 
doesn’t hurt as much as some people 
may think. 

One of these Sundays I would like 
to relate the far-reaching effect of a 
Sales Manager instructing one of his 

, salesmen to “never take an order at 
LOCAL WAREHOUSE STOCKS the expense of his principles.” 


Six Manufacturers 
Deny Price Fixing 
MILWAUKEE, Wisc Feder 
Judge Kenneth P. Grubb, sitting in 
Milwaukee court, heard denials by 
six manufacturers of equipment used 
in telegraph and telephone lines that 
; they agreed to fix prices. Judge Grubb 
-_ granted the six defendants 60 days 
AUTOMATED STOCK CONTROL EFFICIENT MODERN PLANT to present motions on charges brought 
by the Justice Dept.’s Antitrust Div 
Defendants are McGraw-Edison 


Build profits with the leading line of Co., Elgin, Il; Hubbard & Co., Chi 


cago; Joslyn Manufacturing & Sup 


masonry anchoring products, aggres- ply Co., Chicago; Utilities Service 


Co., Allentown, Pa.: Oliver Electrica! 


sively promoted, sold, and serviced to Muhiiatitiag Cu Wate Cres 


° Mich., and the A. B. Chance Co 
help you win and keep customers. Centralia, Mo. 
They were indicted in Milwaukee 
by a Federal Grand Jury on charges 
For details, please call or write: J. E. BURKE, Marketing Manager that they had engaged in an unlawful 


combination and consipracy to fix and 
THE RAWLPLUG COMPANY, INC. hold uniform and non-competitive 
prices for pole line hardware in re 

spective trade areas. 


® 202 Petersville Road, New Rochelle, N. Y. 


R19 
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to find profits 
look for problem spots 
in electrical wiring 


SOLVE ‘EM WITH 
SEALTITE 
by ANACONDA 


tligh-profit, easy-to-sell SEALTITE is the automatic 
answer for electrical wiring that must be sealed 
against moisture, oil, vibration, abrasion, chemi- 
cals, steam, dirt, corrosion any environmental 
hazard. Available in black, gray, or white and a 
wide range of standard sizes and types 

Whenever you’re out on plant calls, check 
around for electrical wiring trouble spots. Point 
out how SEALTITE is easy to install, can save 
downtime and maintenance costs. It’s easy to sell 

and a high profit item. We're backing you up 

with extensive advertising in key publications 
with mailings, sales literature, pre-selling activity 
Sell SEALTITE the original, the best in flexible, 
liquid-tight conduits. And remember—when you 
sell SEALTITE, you profit on liquid-tight con- 
nectors, too. For new SEALTITE Bulletin S-544, 
write to: Anaconda Metal Hose, P.O. Box 791, 
Waterbury 20, Connecticut 


52H 


an 


ANACONDA 


product 









































LTAGE 
the — sie by Bill Murray 


C0 M PA s i % 0 N HY do so many major manufacturers shut down completely 
during the peak of their business season? This question was 

| as WITH raised by H. H. Benfield, president, H. H. Benfield Electric 
Supply Co., Inc., White Plains, N.Y. in a letter to the Whitney Blake 


] Co., of New Haven, Conn. after he received this note: “It has been 
oR ICE our practice in the past to shut down our factory for our annual 
: vacation early in July. However, our business has become more sea 

sonal so that this year our annual factory shutdown will be December 


7] 
22, 1961 to January 2, 1962. We are hopeful that this change in 
.. there § a . 7 € are hope change 


our factory shutdown will be helpful to you in continuing shipments 


BIG DIFFERENCE and manufacturing during the rush season.” Obviously, this manu- 


> facturer met the challenge. But how many other manufacturers close 
in our (U N : 0 N) down during a peak business period? Of course, the annual vacation 
plan presents employee problems. But this is often compensated for 

LIG i TI N 6 in other ways. When the business pattern changes should manu- 
facturers adjust to the change? What do you have to say on this issue? 


> j X T U) g is Sg | We'd like to hear from you! 
. 


Eternal light—not quite! 





Black gloom hung over the Edison Tower in Menlo Park, N.J. one 
day last month when a curious newspaper reporter climbed to the 
top of the 131-ft tower and discovered the light was out. Upon in- 
spection, it was revealed that the Eternal Light lamp doesn’t even 
have a filament. It glowed with the reflected light from standard fit 
tings underneath, which burned out. Did some one forget to change 
a bulb? 


Electricity by gas... heat by people... 


“Do it yourself electricity” is the new promotional push by the gas 
industry which is being received enthusiastically by gas utilities 
everywhere. The process whereby electricity is generated by gas 
turbines in taking on two phases. Still in the research stage is the 
phase for residential living where a home unit would convert gas 
directly to electricity. The second phase is the gas turbine installa- 
tion for buildings and schools. 

The magic of the heat pump is being applied in Allen-Bradley’s 
new $15 million headquarters and research center in Milwaukee 
Here, the installation of the world’s largest heat pump system will 


UNION FIXTURES ARE use heat generated by people, lights and business machines to warm 


NON METALLIC! office areas. No boilers or other fuel-burning devices are required 
- 
* 


An unethical guide to executive success... 


N 0 N “ C 0 R ¥ 0 4S | V EI The following techniques toward executive success climbing appeared 


in the May issue of Modern Office Procedures, and is passed on with 

| 0 | - STAI N | | 6 | the proverbial grain of salt to our management readers. “The art of 
* knifing one’s way to success is not a savory subject, but here are the 

techniques most frequently used: Jdea stealing. This is a simple 

ae > matter of presenting others’ ideas as your own- with a few refine- 

if c this ments, of course, to identify them as unmistakably yours. Pious 

pe sp doubt planning is a way to wreck a rival’s reputation gradually. At 


° . Ng : 
difference a meeting, you comment: “Oh, I thought you’d finished that job 


weeks ago.” Withholding the facts. Ideal for knifing a boss in the 
THAT C0 1] NTS ; back, especially if he depends upon you for solid, honest informa- 
eemanmessemence “ tion when he prepares reports for his boss. Undermining the absentee. 
This is a simple matter of subtly propagandizing your competitor’s 
«ape or boss’s shortcomings when they aren’t around to defend themselves. 
Heart-on-sleeve plunging. This amounts to busting into a top man’s 


UNION INSULATING CO. office and pulling the rug out from under your boss “for the good 


PARKERSBURG, WEST VIRGINIA of the company.” 
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Provides full power for 4 appliances at one time... completely grounded . . . decorative styling . . . low cost 


New General Electric outlet center 
adds extra sales appeal to kitchens! 


Here’s a new idea to make kitchens more convenient! The G-E appliance center comes complet 
This new GE4106-2 appliance center provides up to attractive “Decorator Series” wall plate, 
5000 watts at 125 volts— provides full operating power frame and a reversible textured metal ir 
to as many as 4 portable cooking appliances at one time. ored gold on oe side, silver on the ot! s 
It uses the new 20-amp ASA standard grounding outlet wired in the factory for economical installa 
that will accept all 4 popular types of caps used on to- Ask your General Electric represent 
day’s — and tomorrow’s appliances: the standard about this new low-cost kitche1 

parallel cap, the polarized cap, the 15-amp 125-V or write to General Electric | 
grounding cap, and the 20-amp 125-V grounding cap. Wiring Device Dept., Providence 


General Electric i is eves headquarters for the new, dependable products your customers want. 


New G-E 4-Plug Outlets New G-E Decorator New G-E Pusua-Button New G-E Hig 
take twice as many Wall Plates beautify Switches have built-in Control turns lights ON 
plugs, in same space. switches and outlets. pilot lights. bright, ON dim, or OFF. 


Progress /s Our Most Important Product 
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HOW GOOD IS... 
~o9 
AN IMITATION AAniptrap’ é 





600 Volts 
or less 


VY 
VS IMITATIONS 


Amp-traps are our products. We originated and developed them. We alone 
manufacture them. They are so good that others are now imitating them. 
This is flattering because it indicates Amp-trap is superior. But, don’t be 


confused by imitations. 
Anipirap’ 


VS SUBSTITUTES 


“Just like Amp-trap.” “As good as Amp-trap.” “Works like Amp-trap.” 
“Better than Amp-trap.”’ These are the deceptive phrases that imitators 
must use, Without them they can neither explain nor sell their substitutes. 


NOTHING TAKES THE PLACE OF 


Amptrap’ 


Whenever you need Amp-trap, you want Amp-trap — not an imitation or 
a substitute. Amp-trap is a very special current limiting device with high 
interrupting capacity. Regardless of claims, imitations aren’t enough. More 
than 27 patents prove it. Nothing takes the place of Amp-trap! For your 
own protection specify Amp-trap. Then — make sure you get it. 


Anipirip”= “Luate “H Hhe Sirtth” 
THE CHASE-SHAWMUT co. 


374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiory of 1-T-E CIRCUIT BREAKER CO., 


W7~. OR Wank nal 
Ty Uo. a, @ GW, 


Amipirap P Tri-onic) ~ 08 « Cc-Q-T TRIOWET” ove QT rer 


CALENDAR OF EVENTS 





September 


American Home 
Lighting Fixture Month 
September 1-30 


National Association of 
Electrical Distributors 
Western Region Meeting 
Jack Tar Hotel 
San Francisco, Calif 
September 16-20 


Missouri River Club 
Elms Hotel 
Excelsior Springs, Mo. 
September 21-23 


Lake Michigan Club 
Annual Meeting 
French Lick-Sheraton Hotel 
French Lick, Ind. 
September 23-26 


Illuminating Engineering Society 
National Technical Conference 
Chase Park Plaza Hotel 
St. Louis, Mo 
September 24-29 


Industrial Building 

Exposition & Congress 
New York Coliseum 
New York City 
September 25-28 


National Association of 
Electrical Distributors 
Management Institute 
On Credit and Collections 
Hilton Inn 
Aurora, IIl. 
September 28-Oct | 


October 


NAED Electric Housewares 
Committee Meeting 
Discussion, (Mfrs. Invited) 
Chicago, Ill 
October 2 


Delaware Valley 

Electrical Progress Show 
Convention Hall 
Philadelphia, Pa 
October 3-5 


International Association 
of Electrical Leagues 
25th Annual Conference 
Atlantic City, N.J 
October 4-6 


Jersey Electrical 


Distributors Association 
Dinner-Dance 
Essex House 
Newark, N. J 


October 29 
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Everything in outdoor lighting 
equipment from one reliable source 


Send for the comprehensive Revere Catalog that lists hundreds 
of outdoor lighting products, applications and specifications 


Revere’s 136-page outdoor lighting catalog shows you appearance and peak lighting efficiency . . . structurally 
the industry’s widest range of outdoor fluorescent, in- matched for strength, balance, trouble-free installation 
candescent and mercury luminaires, as well as poles and and easy maintenance. Write today for your copy of this 
accessories. Revere equipment is design-matched for best easy-reference catalog of outdoor lighting equipment 


OUTDOOR LIGHTING 


Revere Electric Mfg. Co. « 20 Lehigh Avenue e Chicag 
Long Distance Phone: NI les 7-6060 hicago Phone: SPr 


ng 4-1200 





No. 8650 Series No. 9946-V 
FLUORESIGN LUMINAIRE HIGH LEVEL AREA-LITE 













No. 2633-B400 








UNITIZED ENDOVAL er 
No. 2513-B175 No. 2274 No. 2501-8250 No. 6823-NFH 
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Central Region Set 
For Management Institute 


10 POSTINGS NEW YORK—Central Region 
PER members will have the privilege this 
MINUTE month of attending the NAED Man- 
agement Institute, the first program 
of which will be a three-day training 
course on Credit and Collections. The 
Hilton Inn in Aurora, IIl., will be the 
site of the program from September 
28-October 1. 

The NAED Management Institute 
is a series of seminars and training 
courses in specific subjects of interest 
to electrical distributor management. 
e Instructor—The Central Region 
Credit and Collections course will be 
conducted and presided over by Ed- 
ward QO. Kallmann, executive vice 
president of the Stationers and Pub- 
lishers Board of Trade. Kallmann is 
a thoroughly trained expert in credit 

SON . and collections who has had wide ex- 
h WON ae “ perience in business involving various 
Hi Pp wase reese phases of credit and, also, wide ex- 
perience in teaching courses in credit 
and collections at the college level 
The three-day program will be 
broken down into ten separate ses- 
sions or teaching units 


One Clerk... 10,000 Items New York League 
Presents Wiring Workshop 


Her Speed?... NEW YORK—The Commercial 


Wiring Profit Workshop, produced by 

the National Wiring Bureau, was re- 

JO Cling We mindle! cently presented in New York by the 
fr fo ~ Electrical League of New York. The 

New York workshop, which was con- 

ViSlrecord’s split-second record location makes it the world’s ducted by J. L. Blackledge, execu- 
fastest record-keeping system. The speed and convenience tive director of the league, was given 
at the Holophane Co.'s Light and 

of ViSIrecord means savings up and down the line — less Vision Institute, in three evening ses- 
manpower needed, less space required, less operator fa- sions of approximately three hours 
each. The meetings, produced with 
the cooperation of the National Elec- 
Association, were 


tigue, greater accuracy. 


ViSIrecord speed in machine posted or automated systems trical Contractors 
. . . ° tte > Y . . ' he 

actually kills idle machine time. And, ViSIrecord works ee My oe Sees See we 

F Ww OrK area 

equally well in n i ~ ' 

q y accounts receivable, purchase order follow The league, in conjunction with 

up, maintenance control and any of a hundred other ap- Consolidated Edison Company of 

plications in large or small organizations, where records New York, plans to make certain re- 


must be kept and used quickly and accurately. visions in the workshop, before pre- 
senting it again in the fall 


Your ViSirecord man will be happy to show you how you 
can apply speed to your record-keeping the ViSlrecord way. Graybar Purchases 
Meanwhile, write for case histories and other data. Philadelphia Site 


PHILADELPHIA—The = Graybar 
Electric Co., has purchased a mid- 


silteca, city industrial site of approximately 


‘ 150,000 sq ft from the 34th Street 

ViSire Cc oO rd i n Cc Philadelphia Co. The site, located at 
+] e Warfield St., south of Reed St., has 

375 PARK AVENUE, NEW YORK 22, N. Y. a frontage of 300 ft on Warfield St. 
by an irregular depth of 500 ft to 
the right of way of the B & O Rail- 
road. Warfield St. is a new street 
created for access to the adjoining 
Systems Specialists in Principal Cities Schuylkill Expressway. : 


©1961, VISIrecord, tine, 
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d\ good reasons why your 


contractor customers preter this 











For you, Alcoa lightweight aluminum conduit means easy 
handling, too. And most important—it sells well, because 


Vv 


WEIGHS LESS CUTS EASILY BENDS READILY 
Alcoa® aluminum rigid conduit Takes less time and saves wear and =‘ There’s little springback—bends 
weighs only 4% as much as steel. tear on blades—and muscles on the nose”’ in one shot 


conduit over other types 


ey 





COSTS LESS TO INSTALL 
Competitively priced, aluminum 
conduit goes up easily and quickly. 


.-.c oA 





it offers so many advantages. 
More facts? Write to Rome Cable Division of Alcoa, Depart- 
ment 17-91, Rome, New York. 


Conforms to ASA C80.5-1960-Rigid Aluminum Conduit and Federal Specification WW-C-5400 
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WHOLESALERS PROFIT 


WITH 


LIiGHTGUARD 


Turns Lights ON at Dusk... 
OFF at Dawn...Automatically 


Wholesalers profit with Lightguard 
because it is the smallest, most versa 
tile light-operated switch on the mar 
ket. It is also the most dependable! 
Lightguard is easily installed in most 
existing lighting fixture canopies, out 
let boxes, post lanterns and in con 
junction with mercury plunger-type re 
lays for control of heavier electrical 
loads. Now the convenience of on 
and off lighting is in the reach of 
everyone. Even the smallest electrical 
shop can stock, sell and install them 

LIGHTGUARD is only 1% inches 


in diameter 


LIGHTGUARD turns lights on at ap 
proximately one foot candle 


and off at ten foot candles 


LIGHTGUARD eliminates time clock 


adjustment nuisance 


LIGHTGUARD uses hermetically seal 
ed photocell, not affected by 


temperature 


LIGHTGUARD is not activated by 
auto lights or temporary light 


flashes 


Write, wire or phone us for 
complete information and our 
atiractive wholesale distributor 
proposition 


Electronic Manufacturing company, Inc. 
1213 Saint Emanuel Street—Houston 3, Texas 
CApitol 7-2897 


MARKETING AIDS 





Selling Devices Boost Sales 


NEW, live-action demonstrator 

shows how to test and trace typical 
circuits with several test instruments 

The demonstrator features actual 
working models of a snap-around volt- 
amp-ohmeter and a_ cable 
Both instruments have transparent 
bodies to reveal their working parts 
Completely self-contained and preas- 
sembled into an attache-type leather 
carrying case, the demonstrator con- 
tains circuits that simulate normal jobs 
contractors, electricians and service- 
men come across every day. These 
circuits are hidden beneath a panel on 
which pictures of a motor, lighting fix- 
ture, relay, switch panel and six out- 


tracer 


let boxes are printed The circuits are 
activated by plugging a line cord into 
any convenient outlet. 
e Current readings 
ings are taken at the picture of the 
motor, voltage at the picture of the 
lighting fixture, and resistance at the 
terminals on the picture of the relay 
The tracing of individual and multi 
conductor cables is accomplished at 
the simulated switch panel and outlet 
boxes. 

Further details of the operation of 
the demonstrator or the instruments 
can be obtained from Amprobe In 
strument Corp., 630 Merrick Rd 
Lynbrook, N.Y 


Current read 


Packaging process designed to promote sales 


A new packaging method—utilizing 
a crystal clear thermoplastic film 

is presently being used by General 
Electric’s General Purpose Control 
Dept. to aid distributors in selling re 
newal parts 
e Advantages—The advantages of 
this type of packaging, according to 
Ed Puck, manager of distributor sales 
at the GE department in Bloomington, 
Ill., include: visual inspection of parts, 
no opening of bags or envelopes: 
speed up of counter service; protection 
against loss of parts during handling 

no broken bags or envelopes; pro 
tection against dust and dirt in stock 
bins; more efficient warehousing per- 
mitted through compactness of cards; 
possible use as attractive counter dis- 
plays that might cause impulse buy- 
ing; and creation of a quality impres- 
sion. 
e Parts—Parts awaiting 
ing are stored in racks, according to 
Ned Cicciu, box, pack and ship spe- 
cialist who developed the process at 
the department. “Large pre-printed 
cards on which the parts will be 
placed are stored in nearby racks,” 
Cicciu said 

The parts to be packaged are placed 
on the cardboard with the aid of a 
template. An operator then sets the 
cardboard on the plastic packaging 
machine. The plastic film is pre-heated 
and then lowered over the parts. A 
vacuum process pulls the thermoplas 
tic film down to a conforming wrap 
over the parts. The film adheres to the 


packag- 


cardboard, holding the parts firmly in 
place—thus forming a neat pack 

After the parts are on the card 
board, pre-printed catalog numbers 
on gummed tape are placed down 
alongside the part. Then the card 
boards are run through cutters so that 
each part—or series of parts—is on 
its own piece of cardboard. The parts 
are then boxed in chipboard cartons 

At the present time, according to a 
GE spokesman, only smaller parts are 
being packaged by this method. This 
includes contact tips, springs, shunts 
bolts, clamps and screws 


Modine Introduces 
Marketing Program 


A new marketing program in which 
many of its products will be sold 
exclusively through wholesalers was re 
cently introduced by Modine Manu 
facturing Co. According to the com 
pany, the objective of the program is 
to help the wholesaler sell his mer 
chandise and to reach all market 
areas with as little competition among 
its wholesalers as possible 

e Steps—To make the most out of 
selling through distributors, there ar¢ 
certain steps that manufacturers 
should take, according to John De 
Wolf, vice president of the G. M 
Basford Co. The first is to believe in 
this method of selling, to believe that 
distributors can do a selling job that 
the manufacturer cannot afford to do 
Secondly, DeWolf advised manufac 
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Take the C 


“Pee, 





out of mercury-lamp starting 


WITH SOLA CONSTANT-WATTAGE BALLASTS 


Full rated lamp life . . . more lamps per circuit. . . 
less costly wiring: These across-the-board SOLA savings 
reduce installation costs, assure longer lamp expectancy 
and less maintenance. And all are direct results of SOLA 
constant-wattage mercury-lamp ballast design! 


Self-limiting action of constant wattage ballasts takes 
power-surges out of lamp starting, automatically compen- 
sates for line fluctuations. Parallel 2-lamp models operate 
lamps independently of each other and keep good lamp 
shining steadily even after mate burns out. Complete range 
of types for indoor as well as outdoor applications. 


SOLA constant-wattage holds lumen output within + 1% 
for line-voltage changes as great as +-13%. “Drop-out” is 
virtually nil, since input voltage must fall 30% below nomi- 
nal before lamp extinguishes. SOLA M-L ballasts are also 
inherently self-protecting against open and shorted lamps. 


977 


Available for 115, 208, 230, 277, 460 and 575-volt input. 
Get full details from your SOLA supplier, or write us for 
information, specifying M-L indoor or outdoor type ballast. 


‘SOLA |p 


A DIVISION oF [{C 
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SOLA CONSTANT WATTAGE 
STARTING CURVE 










MUST |HANDLE 
IMUM SURGE 


cIRCUI 
iS 










AL OPERATING 
CURRENT 


Reet Mas ee 





—E ee 





~ HIGH-REACTANCE BALLAST 
STARTING CURVE 


SOLA ELECTRIC CO 
1717 Busse Road 

Elk Grove Village, |! 
HEmpstead 9-2800 





IN CANADA, Sola-Basic 
Products Ltd., 377 Evans 
Ave., Toronto 18, Ontario 


BASIC PRODUCTS CORPORATION 





10 


S.34-61 
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4000 SERIES 


Request Bulletin 6119 


516 SERIES 


Request Bulletin 6002 


PABROOM RRCTIE COMD aN 


Tide 





Here’s why 


WHOLESALERS 
buy, stock and sell 


PARAGON time controls 


You profit more because you sell 
more with Paragon 
industry’s most 
Time Controls. Here’s why: 
COMPACT, COMPLETE LINE— 
By distributing Paragon’s compact 
line you need fewer controls to main- 
tain a complete inventory to meet 
any application requirement. As a 
result, you benefit from a smaller 
investment... get faster turnover... 
greater profits. 
AUTHORIZED DISTRIBUTION 
Paragon does not compete or sell 
against you. Paragon Time Con- 
trols are sold to dealers and con- 
tractors only through established 
distributors. 
HIGHEST QUALITY Paragon 
controls are built of quality ma- 
terials, assuring accuracy and de- 
pendability. Each sells itself—over 


3) 


1630 


producers of 
complete line of 


7000 SERIES 


Request Bulletin 5976 


MODEL APTI-0 


Request Bulletin 6133 








the counter to the buyer. There’s no 
need for “‘gimmicks”’ that cut into 
profits. 


NATIONWIDE SERVICE A 
network of 88 Paragon Service Cen 
ters carry ample stock of factory- 
approved parts... provide prompt, 
dependable service. These author 
ized Centers service and repair only. 


EXTENSIVE ADVERTISING, 
SALES AIDS Paragon product 
advertising in leading trade publica- 
tions, plus dynamic sales promotion 
programs, pre-sell your customers 
and prospects...sell YOU as the 
leading supplier of Paragon controls. 


Want to enjoy a profitable associa- 
tion? Start selling Paragon Time 
Controls. Write for complete details, 
or for immediate attention PHONE, 
Two Rivers 303, Extension 27. 


PARAGON ELECTRIC CO., INC. 


Subsidiary of American Machine & Foundry Company 


TWELFTH STREET © TWO RIVERS, WISCONSIN 


turers to decide what their 
toward distributors is to be—and to 
put it in writing. This includes who 
the distributor can sell to; whether 
he is to have an exclusive or selected 
territory; policies regarding price, dis- 
count, etc.; 


policy 


policies regarding obso- 
lete stock and warranties. Unless the 
manufacturer has 
points in advance, he may find him 
self being accused of making policy 


DeWolf said 


decided these 


as he goes along, 


Business Report: 





New Wave Of inflation 
Ahead For Business 


This business report was prepar- 
ed by the McGraw-Hill Depart- 
ment of Economics. 
possil | 

events, which we cannot overlook 

at this writing, loom on the im 
mediate horizon. The first of these is 
a shooting war over West Berlin and 


t mid-summer 1961, two 


the second is a new wave of inflation 
We think both events are unlikely 
during the next twelve months 
Since 
been the main cause of inflation, the 
two events are linked together. Ou 


best guess al this time is that there 


} 


international flare-ups have 


wont be any shooting war over Ber 
limited or otherwise. A 
stepped up U.S. defense 


program for more troops 


lin, atomic, 
rapidly 

spending 
and more weapons, no doubt, will 
force the Soviet Union to mark time 
at this juncture. We may not always 
Harry 
ments. but we can concur with him 
in his latest remark that we have ca 
ed the Russians’ bluff 
e Defense Spending 

going to boost our defense expend 
tures substantially in the 
ahead By 
spending will be 


agree with Truman's state 


Clearly we al 


months 
December 30 defense 
running at 
nual rate of over $51 billion 


| > 


June 30, 1952, the end of 
rent fiscal year, the rate will 
ably be about $53.5 billion 
crease of about $5 billion 
second quarter of this year 
increase in defense spending 
big enough to cause another 
of inflation? We think the 
is no 

Presumably, the threat of 
is What the stock market 
when industrial stock prices rose to 
nearly all-time highs immediately 
after President Kennedy's 
requesting supplemental defense ap 
Investors apparently 
think that the scheduled defense in 
crease is not big enough to require 
higher taxes immediately but large 
enough to provide additional steam 
for the economy generally and start 


signaled 


message 


propriations 
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YOU'RE LIGHT YEARS AHEAD 
WITH WESTINGHOUSE 


* 











NEW DESIGN 


b GIVES 25% MORE LIGHT 





NEW WESTINGHOUSE LIFEGUARD’ MERCURY LAMPS... 


Give you the most light per dollar... because a new 
Westinghouse electrode virtually eliminates arc-tube 
blackening . . . major cause of mercury lamp deteri- 
oration! As a result, new Lifeguard lamps are rated 
at a full 12,000 hours economical service life, and 
give up to 25% more light throughout their 70% 
longer life. 


Lifeguard lamps (available in 100 to 1000 watts) are 
made of Weather Duty’ hard glass for extra depend- 
able service indoors, or out. They will not crack or 
craze when exposed to rain, sleet, snow, thermal 
shock, or corrosive industrial gases. 


The Lifeguard lamp is just one of the many types of 


Westinghouse lamps designed to save 1 money. 
Take advantage of the Westinghouse Lighting Cost 
Reduction Plan and cut your lighting costs in one or 
more of the following ways: (1) Reduced cost of lamp 
purchases; (2) Reduced lamp replacement labor 
costs; (3) Increased lighting level for the same or 
lower power costs; (4) More efficient use of power 
For complete information, call your Westinghouse 
Lamp Agent... or your nearest Westinghouse Sales 
Office. You can be sure... if it's Westinghouse. 


Westinghouse 


Westinghouse Lamp Division, westingnouse ciectric Corporation, Bloomfield 2.1 





us on another round of higher pro- 
duction, higher demand for basic 
FORMULA materials and more inflation. But the 


stock market hasn’t always guessed 
e right on inflation. 
ELIMINATES THE e Federal Deficit—More defense 


spending will increase the federal 
ELECTRICAL INDUSTRY deficit. Even without additional de- 


HARMFUL EFFECTS fense money, our national budget fo! 


fiscal 1962 would have been written 


OF MOISTURE ON in red ink to the tune of about $5 


billion. Most experts in this field now 


ELECTRICAL AND ELECTRONIC EQUIPMENT 62S ‘vitisn. ‘Thee ic no doubt thes 


a pretty big deficit is in the making 
despite the fact that total personal 
and corporate incomes will also get 
a boost from increased defense 

& stock this new product for spending. A federal budget deficit 
of $6.5 billion in the current fiscal 
year would make it the second big- 

— LARGE VOLUME gest peace-time deficit in the last 15 
years, although only half the size of 


... REPEAT BUSINESS the $13 billion 1959 deficit 


The prospective $6.5 billion defi 

cit is, of course, one of the main rea 

sae FAVORABLE MARK-UP sons for fearing that inflation may 

soon be with us once avain after 18 

months of declining industrial prices 

and nearly 36 months of “flation” in 

consumer prices—the average gain 

CRC 2-26 distributors everywhere are telling the same story was less than 1% per year. Of course, 
... high turnover—excellent profits. With this new 1959, the year of the largest peace 
formula, CRC 2-26, you can eliminate many products having time deficit, had absolutely ogee 
: flation, so a big deficit does not 


; hel That’s right! necessarily mean spiraling prices 
chemicals that now take up room on your shelves. That's right: Those who forecast that inflation is 


Stock only one product, CRC 2-26. As a result, your volume just around the corner, cite reasons 
will increase, you’ll get more repeat business and profit. other than the budget deficit for 
You'll save money too, by having to stock only one product. their expectations 

e Unemployment—One reason is that 
CRC 2-26 is an outstanding product for the electrical market the current excess supply of man- 


r 


power will soon be reduced substan 
tially. Despite rapidly rising business 
activity, our unemployment situation 
eliminates the effect of wicking, reduces electrical failures and remains serious. But the combined ef 
costly downtime. Electrical characteristics which deteriorate in fects of increased defense spending 
moist and humid atmospheres, are fully restored by treatment and a lower retirement age for male 
with CRC 2-26. It will not interfere with conductivity workers covered by social security is 

: expected to reduce both unemploy 
of ferrous and non-ferrous metals. CRC 2-26 will not arc and ae a re ge xsi ys 


soon 
has a beneficial lubricating effect on moving parts. pect to add more than 200,000 men 
in the next few months. These will 


FoR INFORMATION on the many places that can benefit from be absorbed from the civilian labor 
CRC 2-26 as well as proven methods of selling it, write or call force. Furthermore, demand for non 
CoRROSION REACTION CONSULTANTS military government workers will in 


: aie , . crease aS a result of rising gove 
116-2D Chestnut Street, Philadelphia 6, Pa., WAlnut 5-0200. alain eg : +n ag heen 
ment activities. Also, private indus 


try will need additional skilled work 


ers as defense spending spills over 
into the private sector of the eco 
é nomy. Of about 1.8 million male 


FORMULA 


limited application, such as penetrating oils and preservative 


that drives out moisture and forms a continuous molecular 
film that prevents the re-entry of moisture. CRC 2-26 


of contacts or commutators and prevents corrosion 


workers 62 to 64 years old, about 

one-third will take their pensions and 

@ LOW cosT retire from the labor force. These 
PROGRAMS FOR ® factors suggest a cut of about 1 mil- 
PREVENTIVE lion in the number of unemployed, 


MAINTENANCE so unemployment may drop to about 
4 million and the unemployment rate 
to just above 5% by mid-winter 
Still, 4 million unemployed and a 5% 


ELECTRICAL INDUSTRY 
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PRESCOLITE MANUFACTURING CORPORATION 
2229 Fourth Street, Berkeley 10, California 


FACTORIES: Berkeley, California * Neshaminy, Pennsylvania * El Dorado, Arkansas 


Write for complete Catalog LF-1 or refer to Sweets Catalog File 





plus unempioyment rate are much 
higher than those prevailing in pre- 
vious expansionary periods. 

The modest drop in our excess sup- 
ply of labor in the months ahead will 
probably result in some higher wage 
rates. But the current atmosphere of 

crisis should provide a brake on wage 
< demands. 

Also union demands are more re- 


QUICK comfort for your customers! rained than in the past now that 





unions have a growing awareness of 
the impact of overseas competition 


. 
a 
| At K profits fol you! on our employment and economy. 
Current auto negotiations may alter 


the wage rate patterns which have 


| developed in 1961. So far this year, 
——_——_ with an excess supply of labor 
: } 


at hand, wage increases have been 


—_ > on 
EL E moderate—only 5-7¢ per hour ot 
4 about 2'2-3% over a year ago. Of 


course, the new wage pacts have 

UNIT HEAT ERS also included increases in fringe bene 
fits, but this year productivity gains 

: have far outstripped wage increases 

Here’s a high-profit line . . . loaded with sales 2 
appeal! Modine electric unit heaters respond 
instantly to thermostat or manual switch 
They're safe, clean, quiet, compact, easy to e Spare Capacity—A real shrinkage 
install and maintain. Ideal for countless com in our unemployment is still many 
mercial and industrial heating jobs. Also months ahead. but since early this 
supplementary residential heating base 
ments, garages, etc. Seven sizes from 
17.065 to 85.325 Btu/hr pacity has begun shrinking. Still we 


so there should be little reason to 


boost prices on this score 


year, America’s excess industrial ca 





have adequate capacity for produc 
FOR DETAILS call your Modine representative adeq Pvnses ; a ne 
MANUFACTURING COMPANY listed in the yellow pages. Or write Modine Manu ing almost anything, especial 
facturing Co., 1614 DeKoven Avenue, Racine, Wis materials 


lv, bas 





Fox Electric Supply 
Announces Executive Move 
ELGIN, Ill Lawrence B. Man 


Make your underground primary system operation 


Pe RUM A MAME EV APAL ME LID Ga sione: president of Fox Flectric Sup 


ply Co., Elgin, Ill. has announced the 
election of Fred Smith to vice presi 
: dent and general manager, and the 
Maximum flexibility in planning and op- Pe nee oe aes , appointment of Jack Shay as oper 


erating underground primary cable sys- : 152 i tions manager 

tems is found when GéW Sectionalizing - ¥ . Mangione believes that the addition 
Boxes are used. Sections of cable can be ‘ ; . of Shay to the Fox Electric organiza 
isolated or reconnected quickly and in- j a é ih tion, because of his experience as 
expensively merely by removing or insert- “a manager for the last 10 years of the 
‘ : 7 electrical department of Kendall Elec- 
tric Supply, Battle Creek, Mich., will 
prove a “tremendous forward move- 


ing links in the cable boxes. Breaking 

and remaking cable joints for cable fault 

location or repair is no longer required ; 

Added bonus is that remainder of circuit ment on the part of Fox Electric Sup- 
ply Co. to bring more experience, 


can be returned to service during emer- [  pJreeoerno Eaeeeer t- . 
SUBSTATION al larger inventories, and better service 


gency operations. preenen 10 — 
Rca $ 5 to the contractors, industrial plants 


a ee we and municipalities in the Fox River 
GéW Sectionalizing Boxes are available : ” 
Valley and nearby towns and cities 


f "¢£ y DIV > ra : . 

” rads ivable number of cables and ‘ Also contemplated is the construc- 
can be furnished with blank ways for ad- ~ ao tion of a new building on some vacant 
dition of future circuits. All boxes are _ ae land owned by the company that will 
hermetically sealed and submersible. introduce to the local trade a new 
Standard types are available for opera- Typical circuit using G&W Sectionalizing Boxes concept in the handling of electrical 
tion to 34.5 kv. materials and equipment, plus ample 
Y G&W ELECTRIC parking space for visiting customers. 
Write to GéW for additional information biked SPECIALTY COMPANY “The ever increasing activity 
on G&W Sectionalizing Boxes or call the 3520 WEST 127th Street + BLUE ISLAND, ILL. throughout the Fox River Valley and 

; CANADIAN MFR. * POWERLITE DEVICES LTD ‘ad al 

, > side wy 
nearest GéW sales representative. TORONTO, MONTREAL & VANCOUVER surrounding countryside is showing 
great promise for the future and we 
superior quality standards — inspired specialized design _ J are determined to grow with it,” 

. Mangione said. 
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No. 165 


PLASTIC 


ELECTRICAL TAPE 






P 
/ 





a ae 








Fast, easy to handle...even overhead! 


THIS NEW TAPE-AND-DISPENSER more, J-M Dutch Brand Plastic Elec- Division, Johns-Manville, 
COMBINATION IS RACKING UP trical Tape has uniformly high di- New York 16, N. Y. In Can: 
NEW SALES RECORDS EVERY electric strength . . . provides out- Credit, Ont. Cable:. 
MONTH! Here's why: standing resistance to acids, oil, 
‘ nts, fungus and gases. In short, 
FAST, EASY-TO-USE DISPENSER t} fi Ss plastic é le ctri¢ al tape you 
gives users ten big advantages. can sell carries the Dutch Brand 
And because electricians can “‘tape- name. 
and-tear” in one simple operation, Get the facts on the complete line 
they get a better-looking, safer job. of J-M Dutch Brand Tapes, includ- 
ing this sales-stimulating tape-and- 
STRONG, DEPENDABLE TAPE is dispenser combination, from your 
thin and flexible . . . meets the in- Dutch Brand® man. Or write to E. H.~ TEN IMPORTANT ADVANTAGES! 
dustry’s highest standards. What’s Wells, Vice President, Dutch Brand 1. Permanently shielded cutter! 2. No 
moving parts to snag hands, clothes! 
¥ 3. Can't dull or clog! 4. “Tape-and-tear’ 
cee with one hand! &. Special “grip-strip” 
—— for faster starting! 6. Full 66’ of finest 
plastic electrical tape made! 7. Pre- 


\ JOHNS -MAN V ILI A ) ¢ loaded ready to go! 8. Protects tape 
M4 against dirt, grease! 9. Big center hole 


DUTCH BRAND TAPE for easy handling! 10. No extra cost! 


PRODUCTS 





FTC Seeks Testimony 


DESIGNED FOR PROFIT - PRICED TO SELL! oF Electrical Cases 


. PHILADELPHIA—The Federal 
wt ~ a Trade Commission has asked the U.S 
es, District Court here to let its investiga- 
' tors gO over grand jury testimony in 
U.S. Patent yy Model 2002 | two of the electrical equipment price- 
2,065,870 : fixing cases in search of possible vio- 
Model 404-G <—_ lations of price-fixing cease and desist 
orders issued by the FTC more than 
24 years ago. In a petition filed for 
the FTC by the Justice Department, 
the agency said that if violations are 
discovered from grand jury testimony 
the agency has the right to collect 
penalties up to $5,000 for each of- 
fense by a company. The FTC move 
concerned two criminal indictments 
returned by a federal grand jury in 
June, 1960 alleging antitrust price-fix- 
ing violations in the sale of turbine 
generators and steam condensers 
There was no immediate indication 
when the court would hear arguments 
on the FTC’s request. The commis- 
sion said the three companies indict 


ACME LITE PRODUCTS CO., INC. < ok - — Lae —s oe a 
= x erators ere als¢ amed 1 ne 

CONGERS, N. Y bars Be cease and desist orders on the same 

= 





ACME provides a complete line Model 22-G 
of portable lamps for factory, 
shop, detail work over benches, 
machinery, engineering and draft 
ing tables and assembly op- 
erations. 

Sell ACME auxiliary lighting for 
customer satisfaction and greater 
profits 











4 product. They were General Electric 
ead | Co., Westinghouse Electric Corp. and 
Ph rapa poy anne D Allis-Chalmers Manufacturing Co 
information The FTC order in 1937 also named 
the Elliott Co., which subsequently 
was acquired by Carrier Corp. Car- 
rier was named a co-conspirator, but 
not a defendant, in the government's 
antitrust Case against the manufactur 
ers. 

The commission’s order on steam 
condensers named all of the com 
panies indicted last year by the grand 

, jury, as well as Ross Heater & Man- 
oe beh A ws By Srna ufacturing Co. The other companies, 
cited both by the FTC in 1937 and 
have a low “‘no-loss’’ current drain 
Heavy gauge steel case, with rust-re- 
sistant aluminized finish assures dura- 
bility. Compact, streamlined design. 


last year by the grand jury, were 
Westinghouse Electric,  Allis-Chal 
mers, Carrier (Elliott Div.), Worthing- 
ton Corp., Foster Wheeler Corp., ¢ 

H. Wheeler Mfg. Co., and Ingersoll- 


NEW MODELS Rand Co 


are equipped with an EMERGENCY ‘ 
THERMAL SWITCH to prevent overload 2nd Electric Heat Show 


and burnout. “Clamp-on’’ models have Scheduled For March 
a quick-mount screw bracket for eas ; 5 : ‘ 
mounting to outlet, switch and ed NEW YORK ‘ Preparations for 
boxes. All UL APPROVED the 2nd Electric Comfort Heating 
Exposition & Symposium to be held 
Available in in Chicago, March 19-21, 1962 are 
“CLAMP-ON” TYPE and “SURFACE” TYPE already underway. The _ two-part 
10 volt, 16 volt, 24 volt and tri-volt show is being sponsored by the Elec- 
Write for literature and prices. tric Comfort Heating Equipment Sec- 
tion of the National Electrical Manu- 
EMERGENCY facturers Association. 
yy The 1962 symposium will cover all 
“CLAMP-ON"” for your safety aspects of the electric heating indus- 
try. Seminar topics include: insula- 
for easy mounting “~~ tion, infra-red heating, residential 
heating applications, commercial and 
industrial comfort heating applica- 
tions, and many other industry topics 
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Sell the brand 
with built-in 
demand... 


Republic 
ELECTRUNITE 


ELECTRICAL METALLIC TUBING from o, 


Electrical contractors know 
that exclusive 
ELECTRUNITE features 


ar 
can provide important 
cost savings for them. 
£LE 
af = r 4 
“ fre v€ 
4 e 
Ps 
4 rs 






“REPUBLIC STEEL 


STEEL AND TUBES DIVISION 
Cleveland 8, Ohio 


REPUBLIC HAS THE FEEL FOR MODERN STEEL 
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Ask any electrical contractor why he prefers 
Republic ELECTRUNITE. In a few words... 


THE BEST COSTS LESS INSTALLED 


REPUBLIC STEEL CORPORATION 

STEEL AND TUBES DIVISION 

DEPT. A-2423 

215 EAST 131st STREET « CLEVELAND 8, OHIO 


I would like more information about “INCH-MARKS”®, “GUID! 


LINES” ®, “INSIDE-KNURLING” and SILVERSLICK, the quality selling 
features of Republic ELECTRUNITE® E. M.T 


Name Title 
Firm 

Address 

Zone 


City State 


149 








\ \\ Pyramid Changes Name 

SPITAL To Amprobe Instrument 
@) M io B e 8) LYNBROOK, L. 1I.—Effective Au- 
gust Ist, Pyramid Instrument Corp., 
Soo TR of this city, changed its name to Am 
BY probe Instrument Corp., according to 

Sam Koch, president 

“Over the years,” Koch said, “we 
have made thousands of Amprobe 
THREE-WAY \\ instruments and these in turn have 


DUAL INCANDESCENT made countless friends for Amprobe 
HOSPITAL, MOTEL, HOTEL No wonder most of our distributors 
LIGHTING FIXTURE — and customers have always referred 


to us as the Amprobe Instrument 


This Multi fixture is ideal for hospital 
Corp. Our new name then will be in 


room, motel, hotel and bedroom 
lighting. It is cast aluminum grained 5 keeping with trade usage.” 

surface, finished aluminum bronze or é P . 

with primer coat that can be finished / » 

to match any room color. Designed if, a Expansion Program 

for cool operation. It mounts directly ie ied a Discussing the company’s planned 
to outlet box on the wall or may be a een . . 
supplied with cord and plug. Con expansion program, Koch said _ that 
venience receptacle located in the “at least two to three new major 
side of unit. products would be introduced each 


year.” Elaborating, he pointed out 


Send for Copy of New Cata } wee sae 

log describing th's unit in de that: a new cable tracer was intro 

tail. ‘iso the Complete line duced this spring: the company will 

of Mui: Equipment for Com introduce this fall a new miniaturiz 

mercial, Indeswial end Ovi ed strip chart recorder in keeping 

door lighting t 
with miniaturization trends of the in 
strument industry; the company is in 


suai : the final engineering stages of other 

f TW » . » | - . he o o lec 
MALS ELECTRIC MEG. INC. ss for the on electric 
J slectronic srvice an maintenanc 
CJ 4235 W. LAKE ST CHICAGO 24 ety evel ligt anagecnn % 
; saan field; the Remcon line of low volt 
Yf age wiring devices is being expand 


ed to include new products in the 


commercial construction field 





TRANSFORMER HANGERS 


T 
30 


hel "gers rt egy to NEMA spec fications may Electrical World 


ge steel const dip galvanized for depe 
! 


sdiate shipment, Heating Conference Set 


WASHINGTON, D< The Fift 
Electrical World Heating Conference 
is scheduled to be held here on sep 
‘ tember 25 and 26 at the Sheraton 
MODEL C-1 c-3 T-TYPE HANGERS Park Hotel. With emphasis on the fu 


T 


Trans- 75-100 75-112'2 wo sizes, for 3-50 KVA ture of the electric heating industry 
Phase nd 9-45 KVA ‘ 





former KVA KVA 1 
Single- Three- 7 3-Phase transformers : 
Phase Phase ‘ and government will discuss the many 


many guest speakers from industry 





Weight 46 Ibs. 100 Ibs. c KICKERS a phases of electric heat Topics of dis 
HANGER KI 
Sizes to fit T-Type cussion at the two-day meet will in- 

clude ‘How We Look At Electric 
Heat; Electric Heating and the Com 
mercial Market; Future Developments 
n Electric Heating.” 

STRAPS EASY-DRIVE all opesgi. 

op eer The event is sponsored by Elec- 
or ectricions ~ .1T’’ . a e 
Refcigerator Men He gh trical World magazine, a McGraw- 
Plumbers . Hill publication. 


Pat. No. 2632356 New Hump 
New “Grip Type’-Snaps on Pat. No. 2885169 
Will not breck or 


ctrical Fasteners That Hold ee ull ov . * 
ell NC Distributor 
Elected As NAED Member 


#260 CLEVIS 
PRIMARY HUMPED SIDES Ww y iad. 
For 4,000 Volt or Medium SECONDARY NEW YORK —Electric Supply 


Voltage Primaries at Dead peo, CLEVIS #240 Company of Asheville, Inc., 16-18 
Ends. =a For use with Second- : , h 
>) ; as 








hangers 











ary Extension Bracket Commerce Ave., Asheville, N.¢ 


i ? | te 
$545 C Adapter DEAD END EXTENSION BRACKET ee been elected a member of the National 
Plate: Upper WITH #240 CLEVIS Association of Electrical Distributors 
# Adapter Dead End Pri t Pole, 
Plate-Lower Withstands 3.000% load. E. M. Winner, who is president of 


pan cae maximum. Uses ao mini Ba Siac aa Te aah ee the company, will serve as its dele- 


Transformers mum of space on pole. “> 
1417 N MARKET ST. LOUIS 6. MO gate in the association. 
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Some folks just buy our pushbuttons 


We sell pushbuttons like this by the thousands. 

They are working at more start-stop, fast-slow, up-down control jobs than 
you can shake a stick at. 

We sell our starters, relays, brakes and other electrical control units by 
the piece, too. Fact is, you can spot the Clark nameplate somewhere in most 
any industrial plant. 

Other customers want us to do the job from A to Z. So, our Clark staff has 
become top-rated in electrical control for automation. 

We create control for the steel mill lines that handle super-tonnage. We 
direct the machinery that processes rubber. We keep production lines moving 
in the auto body plants. 


This is why we say: 


Whether it’s a simple electrical component or a super-duper production 
line control, please, just push the button marked “Clark.” e.PBi 


MAIN PLANT: CLEVELAND, 10 * WESTERN PLANT: LOS 
IN CANADA: CANADIAN CONTROLLERS, LIMITED, TORONTO 





Now! M&W Electric 
100-150-200 Ampere 
Service Entrance Fittings 


Meet the ever-growing demand for larger service 
entrance requirements — use entrance cable with 
M&W ENTRANCE FITTINGS. These include: 
Entrance Heads, Straps, Watertight Connectors, Non- 
watertight Connectors and Sill Plates. Available are 
a complete line of fittings for cable sizes 3 No. 3 to 
3 No. 4/0 using 1”, 144”, 14%” or 2” hubs. 


Send tor New No. 59 illustrated Price Sheet 
with complete details. 


| 





The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 


MILFORD 


HOLE SAWS 


For ADDITIONAL Profits 


It’s easy for you to get additional profits from existing 
markets by taking on the MILFORD Hole Saw Line. 
There is a great demand for these high speed steel hole 
saws among your present customers. 


You can sell MILFORD Hole Saws, with shatter-proof 
welded edge construction, with complete confidence. 
They are products of one of the country’s oldest, most 
experienced, best-known saw companies . . . leader in 
the field. Your sales efforts will be supported by consis- 
tent Thompson advertising and sales promotion. You 
will benefit from the Thompson Sales Policy, written 
and interpreted to protect your sales efforts and profits. 


For complete information on how you can in- 
crease profits by selling the MILFORD Hole 
Saw Line, write today. 


Complete Electricians’ and Plumbers’ Kits Available. 


THE HENRY G. THOMPSON & SON CO. 


New Haven 5, Connecticut 
Saw Specialists for 85 Years 


PEOPLE IN THE NEWS 





D. E. Clisbee 


D. E. Clisbee has been appointed 
acting manager of Graybar Electric 
Co.’s Gulf Coast District, which has 
its headquarters in Houston, Texas 
Clisbee, whose appointment will be 
come effective January 1, 1962, will 
replace the present district manager 
V. R. Young, who will retire 


Gerald L. Phillipe has been elected 
president of the General Electric Co. 
Phillipe, 51 years of age, had been 
comptroller and principal financial of 
ficer of the company since 1953 
Cramer W. LaPierre has been elected 
executive vice president of the com 
pany. He was formerly vice presi 
dent and group executive in charge 
of the company’s Electronic § and 
Flight Systems Group. Concurrently 
both men have been elected directors 


John Hippen has been appointed 
western region manager for General 
Electric Co’s. Residential Market D« 
velopment Operation. Hippen = suc 
ceeds Frank M. Falge who has 
tired from the company after 35 year 
of service with the firm 


Theodore A. Mager has been 
pointed general sales manager fo 
Pass & Seymour, Inc., Syracuse, N.Y 
He was formerly field sales manage! 
In his new position, he will be 
over-all charge of the company’s do 
mestic marketing activities 


Walter J. Plate, who has been man 
ager of the Cable Accessories Div. of 
the Anaconda Wire and Cable Co., 
has been promoted to the newly 
created position of manager rubb 
and plastic specification products 


David K. Elwell has been appoint 
ed director of purchases for Sylvania 
Electric Products Inc. He will be r 
sponsible for corporate purchasing 
policies and the coordination of all 
purchasing activities in the firm’s vat 
ious divisions. In addition, he will 
coordinate the company’s materials 
transportation activities 
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Harry H. Martin has been ap 
pointed to the position of vice presi 
dent of operations by Triangle Con- 
duit & Cable Co., Inc. Martin was 
formerly director of purchases and 
transportation for Sylvania Elec 
tric Products Inc. In his new posi 
tion, Martin will report directly to the 
office of the president, and will as 
sume responsibility for the adminis 
tration of all the manufacturing op 
erations of the company, as well as 
the functions of purchasing, indus 
trial engineering, industrial relations 
traffic and warehouse management 


Donald C. McDonald, engineering 
vice president of Sola Electric Co., 
a division of Basic Products Corp., has 
been named recipient of the National 
Electronics Award of Merit 


Albert L. Folden has been named 
manager commercial apparatus 
group for the Atlanta district office 
of I-T-E Circuit Breaker Co. He was 
formerly a field application engineer 
in the same office 


George T. Wood has been appoint 
ed general sales manager ol Special 
Products Company of Tennessee, 
Inc. He was formerly marketing vice 
president for Smithcraft Corp 


Dr. Van W. Bearinger, director of 
research for Minneapolis-Honeywell 
Regulator Co., since 1960, has been 
appointed general manager of the 


firm’s semiconductor div 


Charles G. Cumpstone has been 
named sales manager of Whitney 
Blake Co., New Haven, Conn. He 
will headquarter at the main office 


New Haven 


Raymond W. Cummings has been 
elected vice president-finance for 
Crouse-Hinds Co., Syracuse, N.Y. H« 
formerly held the posts of treasurer 


and secretary 


Vincent P. Oatis, Jr., former sales 
engineer and head of his own sales 
agency, has been named marketing 
manager of Wheatland Electric Prod- 
ucts Co., Carnegie, Pa 


Max D. Orr has been elected ex 
ecutive vice president of Advance 
rransformer Co., Chicago, Ill. He was 
formerly vice president-director of 


marketing 


V. R. Jury has been appointed man 
ager, transmission sales of Graybar 
Electric Co., Inc. Jury, who most re 
cently was with Graybar’s Dallas 
Tex., office, will be located in Chi 


cago. 





NEW elab-jear-hdlomielasiial-lig- 


— maximum light 








minimum glare & 





< NEW opa! series — for soft. 


diffused lighting 


=~ NEW 
bullet beauty 
— for decorative 
folUh Colerels 
floodlighting 


underwater lights 
for swimming 


pools, fountains. & 


MORE BEAUTY IN OUTDOOR LIGHTING 


Open up new decorative possibilities outdoors, indoors with these con- 
temporary definite-purpose fixtures from Stonco. All precision die-cast 
aluminum or solid cast bronze. All engineered to keep their good looks 
through daily punishing wear and tear in exposed locations. Write for 
Specification catalog S-61. Stonco Electric Products Co., 333 Monroe 
Ave., Kenilworth, N. J. 


* CLUSTER LIGHTS a in 
* POWER-BEAMS Lignting 
* VAPORTIGHT = + MERCURY VAPOR 
* BOXES and FITTINGS * EMERGENCY PORTABLES 


© 1961 STONCO ELECTRIC PRODUCTS CO 


SSSHSSSSSSHSSSOHOSOSSSSSOSEOS ST TTTTOHOO8EEEOESEEEEEEEEE NEW LITERATURE 


Ackerman-Johnson 
T0 G G LE - SC REW - ANCHORS \ Conduit—C olor-coded Sherarduct 


conduit with MVC-1 coating, is de- 
scribed and illustrated in 4-page bulle- 
, tin, No. 713, available on request 
SE NS Sees Pes from National Electric Div., H. K. 
limited only by the strength of the : Borter ( lar BP +r Bldg. P d 
material in which they are set, or by ae Se, Sy See > Fae 
the tensile strength burgh, Pa 
of screw used. 





Disconnect Switches—New 20-page 

booklet on hookstick and group op- 

{ erated, 7.2- to 345-kv outdoor dis 

e2eeece 

wallboard, with | connecting switches is offered by West- 

fixture attached. inghouse Electric Corp. The booklet 
Anchor set in thin ee@ececeee = : 

describes the construction and appli- 

cations of the switches, which include 

single- and double-throw, single- and 


Toggle 
Screw 











NOTHING 
For attaching fixtures of every kind HOLDS AS 


to hollow tile, wall board, sheet metal, 
thin panels, soft wood, solid or hollow ACKERMANS electrical operating mechanisms. Bul- 


gypsum, metal or wood lath and plaster letin 36-250 is available from West- 
open back marble, cork, glass, etc., etc. inghouse Electric Corp., P. O. Box 
Fixtures may be removed and replaced Shr; 2099, Pittsburgh, Pa. 
any numper of times without disturbing Ny ‘ 
sacnerage. p Quartz Lemp—Bulletin No. QL 15- 
Quickty and easily set with inexpensive e 
setting se. 161 describes new Quartzlite 1500 
available from Appleton Electric Co., 
Wr'te for new catalog covering Complete Line of Fastening Devices Chicago, Ill. Booklet describes fea- 
tures: housing, reflectors, lamp type, 
aiming, relamping, etc. 


WELL AS multi-pole types with either manual or 


























Cables—Thirty page catalog issued by 
Western Insulated Wire Co., Los An- 
geles, Calif., gives complete data about 
multi-conductor electrical cables used 
in control circuits 





Electric Heat—Kit containing Guar- 
anteed Electric Heat Cost of Opera- 
tion program is available from Hagan 
Mfg. Co., Delphos, Ohio. The program 
is said to provide not only for guar- 
anteed cost of operation for 24 
months following occupancy by 
owner, but also for correcton o/ instal- 
lation if necessary 


Industrial Relays—Bulletin GEA- 
7329, twelve pages, describes new 10- 
amp, 300-v industrial relay designed 
to cut control panel space require- 
ments. Available from General Elec- 
tric Co., Schenectady, N.Y. Bulletin 
GEA-5665A, 8 pages, describes fea- 
tures and advantages of type BA ser- 
ies motor parts rated 65 to 560 w, 
12,000 to 15,000 rpm. 


Portable Heaters—1961-62 electric 
portable heater line is previewed in 
1961 catalog just released by Markel 
Electric Products, Inc., and LaSalle 
Products, Inc., Buffalo, N.Y. 


Motors—Bulletin 500 describes line 
of integral (1 thru 5 hp) polyphase 

: squirrel cage motors. Available from 
ei ee Clecleic WRITE FOR NEW CATALOG | The Leland Ohio Electric Co., subsid- 
iary of Howell Electric Motors Co., 


COVINGTON KENT KY 


USA Detroit, Mich. 
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TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 





NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry’s Standard 


Completely unbreakable Elec- 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales .. . makes Electrix the most 


outstanding line in its field. 


Why not seil the best. . . espe- 
cially when profits come bigger 
and easier. Sell Electrix Vinyl 


Cube Taps. 


Electrix 


CORPORATION 


Ashton + Rhode Island 
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Mercury Vapor Lamps—“Why Life 
guard Mercury Lamps?” booklet 
published by Westinghouse Lamp Div 
valuable information about 
vapor lamps. Included in 
about 


new 


contains 
mercury 
pamphlet are 
maintenance, lamp construction and 
chart on lumen Available 
from division headquarters in Bloom- 


field, NJ 


facts life and 


output 


lesting Instruments— New 
from Daystrom, Inc., 
Instruments Div., full 


portable units, with complete data on 


S-page Cal- 
Weston 
line of 


alog 
WSts a 


models 


fea 
7-54, 


Instru 


New 


accuracies, ranges and 
tures. For copy of bulletin ¢ 
“~ eston 


ments,’ 


ark, N.J 


: 
Portable Testing 


to the company at 


write | 


Conductors—New data on conductors, 


cable reels, and conduc- 


have 


core wires, 


lengths been incorporated 
revision of Aluminum 
trical Conductors, Stranded-Bare 
Booklet is available from Rome ¢ 
Div.. A meri- 


ca, Rome 


tor 
into a I lec- 
ible 
Aluminum Company of 
N.Y 


Armored Cable—Complete listing 


httings and accessories for interlocked 
contained in 4 
from The 
N.J 


vapor-proot fitting 


armored cable ts 
page bulletin 
Thomas & Betts Co., 
Bulletin 


for continuous 


available 
Elizabeth 
includes 


sheathed armored 





Electrical Progress 
Show Is Sellout 
PHILADELPHIA—The Delaware 


Valley 17th Electrical Progress Show 
scheduled for Convention Hall, Oc 
and 5, in Philadelphia has 


available tl 


tober 3, 4, 


out all booth area 


sold 
leagues of Pennsylvania 
Maryland, and 
the Attendance at 
this vear’s show is expected to exceed 


mem 


I lectrical 
New Jersey. 


will 


Delaware 
attend show 


that of previous years, and all 


bers of the electrical industry are 


tp tte { 
vited to attend 


“Electra City, U.S.A.” 
Set For New York 


NEW YORK—The 
Electra City, U.S.A 
pliances consumer show will be held 
at New York’s Coliseum, October 
21-29. The is primarily a “live 
demonstration” 
There 
separate manufacturers’ 
major and portable 


second annual 


electrical ap 


show 
appliances show for 
consumers will be 
mately 200 
exhibits of 
appliances and 


plays 


approxl- 


new 


special “house” dis 


Columbus 


BRAND 


CONDUIT FITTINGS 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


NIPPLES 


ALL SIZES: 
v2" x close to 6” x 12” inc. 


SHIPPED 
SAME DAY 


Precision threaded and cham- 
fered for leakproof conne tions 


Smooth raceways — easy fish 
ing 


Carefully inspected to Colum 


bus brand rigid standards 


Logical, convenient carton 


clearly labeled 


Meets Fede ral 
WWC-581C 


SD. Ss 
pec 


COMBINE ORDERS FOR 
ALUMINUM AND STEEL 


CONDUIT PIPE 
PRODUCTS CO. 


COLUMBUS, OHIO 


ELBOWS + NIPPLES + COUPLINGS + RUNNING THREAD 


ALUMINUM AND STEEL 








KNOW. YOUR 
SYMBOLS 








BullDog Pushmatic panels 


Simplify your 
over-the-counter service! 


Look at all the residential circuit combinations you provide 


with just one panel, the PL12 Electri-Center! 


_ 


All BullDog Electri-Center® panels with Pushmatic’ 
circuit breakers provide the maximum in protection 
and convenience. The standard Single Pushmatic 
circuit breaker puts a 110-volt circuit in a single 
panel space . . . the Duplex puts two in a single space 

. and 2-pole Pushmatics, even 100-amp breakers, 


BullDog Electric Products Division, 1-T-E Circuit Breaker Company, Box 177 


Detroit 32, Mich. In Canada: 80 Clayson Rd., Toront 


6-circuit electric heat 
(220-volt) 


24-circuit residential 
lighting panel 


100-amp main and 20 
100-amp main, range and 16 


100-amp main, range, 
dryer and 12 


100-amp main, range, dryer, 
water heater and 8 


See our ‘‘Pushmatic Pocket Guide’’* for 
other panel and circuit combinations. 


take but two spaces. Result—Pushmatic breakers 
and Electri-Center panels answer all your over-the- 
counter calls for residential oer" ; 
installations. 


"Push 
It’s jree I 


*“Send for a copy of the 
matic Pocket Guide.” 


QUALITY Bu) UCT AWARO 
Qo ee 


Ont. Export Division: 13 East 40th St., New York 16, N.Y 


I-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 














Pipe or 
Conduit 
angers 


Most complete line with addition of 


2 new sizes to oldest established 


standards in the industry 
Se SRD gh shee 
#% (Srey 


crn 7 
¢- 





The saddle or pipe support can be turned 
360 permitting pipe to run parallel or at 
right angle 
Excellent for confined areas No drilling 
no use of straps 

Made of highest grade malleable iron, wit 
cadmium 


case hardened set screw—oll 


plated. For Aluminum, write for details 


For hanging 1." thru 2" pipe or conduit 


thick 


Short Stem 
TELEPHONE 


Nay and 
[ | DUPLEX 
1@® NOZZLES 


a 


These moderr flanged, short - 
tem duplex telephone and re © 
| 
nozzles can be used KS . 
"= 
a> 


to steel beams %% 


ceptacie 


with all types of Latrobe 


boxes ond come in satin brushed = 
brass or anodized aluminum 
Standards fit opening 
stems ore available alse 


ded type receptacles 


ee 
ty 






-_ ' Brass 
© 

% and 
- @ Aluminum 


SOLD ONLY THROUGH 
WHOLESALERS 


MANUFACTURING 
COMPANY 
1209-1215 JEFFERSON ST. 
LATROBE, PENNSYLVANIA 


“Electricity Powers 
Progress” NEW Theme 
NEW YORK—Electricity 
will be the theme of the 
National Electri 
which is scheduled for 


17 it has 


Powers 
Progress 
1962 observance of 
cal Week, 
February 11 - 
nounced by the National Electrical 
Week Committee. The announcement 
Harold \ Webster, 

National Electrical 


been an 


was made by 


president of the 


Contractors Association and chairman 
yf the National Electrical Week com 
ttee 
Webs nd the three officers who 
served to head the 1961 NEW com 
mittee were all re-elected for the 1962 
committee at the same meeting. Elect 


ed were: T. O. McQu 
dent, Metropolitan Edison Co.; w 


ston, vice pres 


was re-elected vice-chairman of the 


NEW committee: Arthur W. Hooper 


executive director, National Associ: 
tion of Electrical Distributors, re 
elected secretary: and L. W. O’Brien 
relations services, General Electric 
Co re-elected treasure 


Planning Guides 
NEW 


distribute 


For the 1962 observance of 


the committee will again 
planning guides and materials for na 
tion-wide and local observances of 
the week 

According to Webster, “The 


planning now 


earl\ 
going on substantiates 
our belief that there is increased inter 
est and enthusiasm for National Elec 
trical Week. The committee is confi 
I 1962 


dent that the observance will 


be one of the most successful ever 


’ i 
St 


IAEL To Hold 
Atlantic City Conference 
ATLANTIC CITY, N.J.—-The 26th 


innual conference of the Internation- 
al Association of Electrical Leagues 
take place at the 


here. October 4-6 


is scheduled to 
Hotel 
Among the topics on the agenda are 
The Role of the Electrical Industry 
in Housing; The Impact of Foreign 
special NEMA 
Better 


President 


Imports 
ion; Live 


' 
‘ 
for 1962 


presenta- 


Electrically Plans 


All members of the electrical in- 
dustry, whether or not they are mem 
bers or officers of an electrical 
league, are invited to attend and par- 
ticipate in the discussions at any of 
the sessions 
e Registration—Pre-conference regis 
tration will be available for the con 
venience of conferees arriving early 
On Tuesday, October 3, from 2 p.m 
to 5 p.m. the registration desk will 
be located in the Penthouse Suite 
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CONDUIT FITTINGS 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


COUPLINGS 


ALL SIZES 
’ to 6” inc 


SHIPPED 
SAME DAY 


@ Special chamfer for leakpro 


connections 





@ Precisiontapping —easy 
makeup 

@ Carefully inspected to Colun 
bus brand rigid standards 

@ Logical, convenient cart 
clearly labeled 

@ Meets Federal specs 
WWC-581C 


COMBINE ORDERS FOR 
ALUMINUM AND STEEL 


CONDUIT PIPE 
PRODUCTS CO. 


COLUMBUS, OHIO 
ELBOWS + NIPPLES + COUPLINGS * RUNNING THREAD 


ALUMINUM AND STEEL 
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AHLI Report: 





Distributor Lighting 
Sales At Break-Even Mark 


CHICAGO—Distributor sales for 
the first half of this year, according to 
the American Home Lighting Insti 
tute, just about broke even with last 
year’s first 6 months. There was a 
decrease of slightly less than 1%, ac- 
cording to the institute. The month 
of June showed a similar picture 
June’s sales were “oths of 1° below 
June of last year 

Of 15 firms reporting, 7 firms re 
corded sales increases while 8 regis 
tered decreases. 1960 sales for the 
15 firms totaled $1,487,652 and for 
the first half of this year totaled 


$1.476.479 


Housing Starts 


Housing starts for June showed 


Stake your claim for $4.50 continued improvement ove! last 


years low figures. June starts totaled 


ELECTRICAL EQUIPMENT MANUAL iicrinecn iit Bao tear i es 
for the same month last vear. It was 

*,° an increase over the 130,600 starts 

Second Edition reported for May of this year. Hous 


by J. F. McPartland and W. J. Novak —ing_ starts were down 7% for the 


first five months of this year, and the 
Here's 61/2 years of the ‘‘Salesmen's Technical Notes'’ presented in a new predictions for the 1961 total were still 
only 1,275,000 against 1,300,000 in 


format in this 239-page, completely indexed, hard cover book. 
1960 and 1,500,000 for 1959 


Everyday, easy-to-use data on 


Lamps ® Switchboards & Batteries and 
Lighting Fixtures Panelboards Chargers 

Air Conditioners Motor Controls ® Grounding Devices 
Wiring Devices ® Time Switches 
Switches 
Relays 


Heaters 

Generators 
tern : . 

Sound Systems Pole Line Equipment 


Motors Raceways and Die ba 
Wire and Cable Busways ® Closed-circuit 


Transformers Insulating Materials Television 
Capacitors Explosion-proof ® Tools 
Protective Devices Equipment © Meters and Testers 
Fully illustrated to cover CONSTRUCTION, OPERATION and INSTALLATION — 
ith SPECIAL EMPHASIS ON THE NATIONAL ELECTRICAL CODE 
Ee GETS - A - LITE GUARD and 


GUIDE Offers Quick, Easy 
Profits in New, Untouched 
: ; Market 
GET this book for yourself! It will pay for itself a thousand times over with 

: | : . * Simply slip GETS-A-LITE GUARD 
ready answers to all common questions about electrical products . . . making AND GUIDE que ts Gee as 
you more valuable to your customers, adding real punch to your selling. trated. 


Signals and 
Clock Systems 
Industrial Electronics 


GIVE a copy to each of your salesmen, to customers! More than just a 
nice gesture, it's a big benefit in a small package, at a low cost. 


Made of indestructible spring steel 
wire. Nothing to break, get out ef 
erder or replace. Will last indefinitely. 
H W | H Please send me copies of the sturdily-bound Once installed, GETS-A-LITE GUARD 
Electrical Wholesaling 4 J ’ AND GUIDE is NEVER removed. 
Dept. 270-059 239-page book ‘Electrical Equipment Manual” at $4.50 5 
Nothing to unlock, fuss with or leck, 
330 West 42nd St., per copy ($3.75 per copy for orders of 50 or more). when changing lamps. 
New York 36, N.Y. Enclosed is full payment of $_____ GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into secket, om- 
PLEASE PRINT abling maintenance man to change 
lamp in 10 seconds! 


NAME Available for 40 watt and 10¢ watt 
fluorescent lamps. 





ADDRESS 





GETS-A-LITE Company, Dept. EW-91 
3865 N. Milwaukee Ave., Chicago 41, Ill. 


CITY 








COMPANY NAME AND ADDRESS 
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Put Your Name 
An Your Customers’ Hands 





ELECTRICIAN’S 
KNIFE 3 





Handiest, most frequently used 
electrician’s aid! Has both screw 
driver and splicing blade, which 
lock in open position. Mirror- 
Polished, high carbon cutting 
steel blades. Low prices include 
4-line imprint! 


144 75 576 65 
288 70 1152 63 
Sample $1 


FREE! 48-PAGE CATALOG 


of over 350 proven 
executive gifts and 
advertising special- 
ties. Please request 
on your letterhead 










R. Frank Advertising Specialties, Inc 
253 No. Center St Williste Y 





TESTS PROVE: 
(10% more slip 


PATA 










fs ry Wi ' ; 

See ire Pulling Lubricant 

} ff ames FOr Lead, Rubber, Braid or 
eS BBDUG es 


LAM 

. he There is only || 
one Y-ER EAS || 

Don’t accept substitutes. | 

The extra slip means extra 

savings on every job. 


e Creamy, non-corrosive. 
Never greasy or messy. 

® Prevents sticking or setting. 
Extra slip for saddles and 
turns. 

® Does not run back on cables. 

® Never harmful to hands, cloth- 
ing, cables or conduit. 












kj4—_+4___ 








Write for 

NEW! descriptive 
-EAS lit : 

M-N E erature 
ALU pricant LE 








connections 


At all Leading Electrical Supply Houses 


Aig ELECTRO COMPOUND CO. 
4153 W. 150th St., Cleveland 35, Ohio 
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MANUFACTURERS’ EXPANSIONS co” x 


Cleveland, Ohio—NI| 
has announced the moving of its fac- 
tory and offices as of September 1, 
to a new location at 14901 Broadway, 


Cleveland. 


( orporation 


Gilmer, Texas—Pittsburgh Standard 
Conduit Co. has planned to build a 
plant in Gilmer, Texas. The plant 
building will be built by the Gilmer 
Industrial Foundation and leased to 
Pittsburgh Standard on a lease-pul 
chase arrangement 


Square D Company 
10 


Park Ridge, Ill. 
has announced completion of a 
000-sq ft addition to its warehouse 
facilities in Atlanta, Ga. The new 
building will be located next to the 
southeastern regional assembly plant 





Tampa Electric Offers 
Outdoor Lighting Service 
rAMPA, Fla 


lighting service has been 


4 new outdoor area 
announced 


for electric consumers in the area 


served by Tampa Electric Co. In 
making the announcement, TECO of 
ficials pointed out that this new serv 
ce should find ready acceptance 


} 7. r tev 
homeowners and business operators 


in unincorporated areas who have d¢ 


sired to obtain area lights for some 
time but had not been able to secure 
them on a group contract or stree 


light tax district basis 
The company 


pointed out that the 
r 


lights would be ideal not only Or 


home use in out-of-city residentia 


areas to light yards, streets and drive 
| 


wavs, but would also be ideal fo! 


business establishments such as serv 
ice stations, stores, drive-ins, etc 

The lights will be available in an 
numbers desired and will be installed 
on wooden poles with overhead wu 
ing. Application for this new lighting 
made at any Tamp; 
No additional de 


irom 


service can be 
office 
posit required 
TECO customers 
Lights will be the 


Electric Co 
will be present 
automatic (elec 
tronic eye) type; will be installed and 
fully maintained by Electric 
and will remain the property of the 
utility firm. A choice will be given of 
7,000 lumen mercury vapor lights for 
($4.17 per month) 
each, or 20,000 lumen mercury vapor 
lights for $70 per year ($5.84 per 
month) each. Customers will be bill- 
ed monthly for their lights on their 
regular electric bills 

The rate for each light will be in- 
creased $4.80 annually ($.40_ per 
month) for each additional pole re- 
quired in excess of one for any in 
stallation 


Tampa 


$50 per year 


BRAND 


CONDUIT FITTINGS 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


ELBOWS 


RIGID: Standard & Large Radius 
—all sizes 


Standard Radius: 
1” to 2” inc. 


EMT: 





MOST SIZES OF 


LARGE RADIUS 
ALWAYS in STOCK 


@ Meets Federal spe 
WWC-581C 


COMBINE ORDERS FOR 
ALUMINUM AND STEEL 


CONDUIT PIPE 
PRODUCTS CO. 


COLUMBUS, OHIO 
ELBOWS + NIPPLES + COUPLINGS * RUNNING THREAD 


ALUMINUM AND STEEL 
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* "MARKETS UNLIMITED” *« 


THREE PHASE 
SEWAGE PUMPING 
STATION...... 
OPERATES ON 
SINGLE PHASE 


Gdd-A-Phase 


a 


2 . 2 oe paneer’ 
PARP RST REE I EE Oa hee i 


SMITH & LOVELESS 
Division — Union Tank Car Company 
LENEXA, KANSAS 


Artist’s installation drawing of a 
Smith & Loveless factory-built duplex 
sewage pumping station. The Smith & 
Loveless pump station is designed for 
Capacities from 100 GPM to 4,500 
GPM per pump with two or more 
pumps per station. 


Gdd-A-Phase POWER CONVERTER 


e Balances for 

Any Load 
e 100% Rated Load 
e High Power Factor 
e Balanced Currents 


e@ No Loss of Work 
Power 


Write for Complete Information 


- 
ADD-A-PHASE Dept. EW-9 


Div. System Analyzer Corp., Nokomis, Illinois 


Gentlemen: Please send, without obligation, 
complete details on your ADD-A-PHASE Power 
Converter. 


Name —_ Title 
Company.__.____ 

Address 

City in 


| 
' 


State_ 


. package 


includes many case histories of the 
success of the Add-A-Phase . 
years of trouble free use. IF YOU 
HAVE A SPECIFIC ELECTRIC POWER 
PROBLEM GIVE US THE DETAILS 
FOR RECOMMENDATION. 


| see FOR YOURSELF 


SALES REPRESENTATIVES 





Penn-Union Electric Corp., Erie, 
Penna.—has appointed the John W. 
Roth Co. as sales agent in Kentucky, 
Indiana and southern Illinois. Roth 
will headquarter in Indianapolis. 


Sola Electric Co., Elk Grove Village, 
Ill._—has appointed Electrical Agen- 
cies, Inc., Boston, Mass. as sales rep- 
resentative in the New England area. 
The agency will represent Sola only 
in the sale of fluorescent and mercury 
vapor ballasts in the six New England 


states. 


Syntron Semiconductor Div., Syntron 
Co., Homer City, Penna.—has ap- 
pointed the Kinrick Co. as sales repre- 
sentative for the complete line of 
semiconductor devices in the Central 
States region. 
~~ wy! 

Murray Rosenblum & Co., Chicago, 
Ii.—has announced the appointment 
of William J. Fisher as sales repre- 
sentative for the city of Chicago 

hd 
Chicago Miniature Lamp Works, Chi- 
cago, Ill.—has announced the appoint- 
ment of Ed Kaufholz as representa- 
tive in the Middle Atlantic area. 


Milwaukee Electric Tool Corp., Mil- 
waukee, Wisc.—has announced the 
appointment of Jack Jennings and Phil 
Pachulski as sales representatives 
Jennings will assume responsibility for 
the Kentucky - Tennessee - Mississippi 
territory. Pachulski will cover a newly 
established western Michigan territory 





LOS ANGELES, Calif.—Lasco In- 
dustries, publicly owned producer of 
chemicals and plastics, has introduced 
a new line of plastic pipe developed 
for use underground as electrical con- 
duit. The firm is said to be marketing 
the new line nationally through elec 
trical wholesale distributors 


BALTIMORE, Md.—What is said 
to be the first major total electric resi- 
dential project in Baltimore is being 
undertaken here by the Westinghouse 
Electric Corp. The company will fur- 
nish electric heating units and appli- 
ances in the 390-unit garden apart- 
ment development. 

[he “Cedonia” apartments, being 
built on Radecke Ave., will be com- 
pleted this year and will consist of 
one and two bedroom units. Accord- 
ing to the builders, original plans 
called for only ten units to be heated 
electrically, but public response was 
so enthusiastic that electric baseboard 
heating is being installed in all the 
apartments 





The Greatest Single Source for Clamps and Straps 


THEY STAY ON 


All VICTOR “MAGIC” CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on 

feature. 


Contractors everywhere are o=r™ Laas 
switching to VICTOR. Cash in 
on this heavy demand. Add 
these fast selling, profitable 
Clamps and Straps to your 
line ae 
VICTOR products are 
neatly packed, clearly 
and attractively labelled 
Orders for stock items 
shipped within 24 hours 


Write for the new 
Victor Strap Catalog 
Lists over 600 items 
to fasten Wire, Cable 
Tubing and Conduit 


Y . J 
WW ictor SPECIALTIES, INC. 


775 MAIN ST., NEW ROCHELLE, N.Y 








Put Your Name 
In Your Customers’ Hands 


This is the inexpensive adver- 
tising specialty that is kept 
long and used often! Diecast, 
heavy chrome case bears your 
4-line imprint and trademark 
on this tempered 6 ft. rule 
Handsome gold foil gift box 


69¢ = _«576......64¢ 
288......67¢  1152......62¢ 


Sample $1 


FREE! 48-page catalog 
listing over 350 proven 
executive gifts and ad 
vertising specialties. 


R. Frank Advertising Specialties, inc. 
253-1 Center St., Williston Park, N. Y. 
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OBITUARIES 

















CLASSIFIED 


SELLING OPPORTUNI 


AGEN 


V¥ 


NANTED 


ADVERTISING 


3) 


WANTED 


DISPLAYS 


RATES 


OPPORTUNITIES 








The rate for Employment is $16.00 per inch for 
advertising appearing on other than a contract 
— Contract rates a na @ request. Sub- 
yec Agency Commis esi 

Other advertising is $14.50 oer inch. Not subject 
to agency commission 

An advertising inch is measured %” vertically on 
a column—3 columns—-80 inches to s page 


O. Box 12, New York 36, N. Y 





UNDISPLAYED 

$1.50 per tine minimum 3 tines. Te figure ad 
vance payment count 5 average words as a line 

Bex numbers—counts as 1 line 

Position Wanted ads are % the above rate 

Discount of 10% if ful 
vance for 4 


payment is made ir 
consecutive insertions 


Send NEW ADS or Inquiries to Classified Adv. of ELECTRICAL WHOLESALING 
P 


for October issue closing September 14th 














George Wilkinson 


George Wilkinson, 
Mill-Power Supply 
N.C. August 
elected to the board 
the company in 1960 
tions to the electrical 
dustry have been many, 
knew him throughout the industry 
will remember him a man of ac- 
tion. He was president of the Char 
lotte Sales Executive Club for the year 


sales 
( 


2 
4 


manager ol 
Charlotte 
He had been 
directors 
His contribu- 
wholesaling 


O., 
died on 
ol ot 


in 


and those who 


as 


MANUFACTURER'S 
REPRESENTATIVES 
WANTED 


Nationally known Manufacturer of Quality 
Line of Competitively Priced Wiring De 
vices seeks Agency Representation in Mid 
West and Western States 
Please forward resume including territory 
covered, experience, references and lines 
now carried 
Send full details to 
RW6722 Electrical Wholesaling 
Class. Adv. Div 
P.O. Box 12, N. Y. 36, N. Y. 

















1958-59 and in that 
ganization for a number of years 


Was active or 
He 
had served as president of the Char 
lotte Engineers (¢ 
in the Illuminating 


ciety 


lub and was active 


Engineering So 





MANUFACTURERS REPRESENTATIVES WANTED 


Mr Vice 


Nathan Pritcher President, Consolidated 
Pipe Company of America 1066 Home Avenue 
Akron 10. Ohio 





RIGID 


RUNNING THREAD 
PIPE 





























W 








American Monufacturer of 6 ft 


SELLING OPPORTUNITIES AVAILABLE 


Representatives Wanted to sell new knife-tool 
t Elect I P . . ‘Se- 
ind eff Re : . 
heets ; Ric-N 
} St Ma 
Monufacturers representative wanted by estab- 
= \ RW Ww 
= Interesting proposition available (big dollar vol- 
= New ¥ New Englar M 
=— India < I } 
== Ww 
— Manufacturer's Representative wanted to sell 
M rs M Na M : 
Wa D. RW W 


Rules and Tapes 
r “ seer ¥ te ‘ 


‘ 


Steel Type 
A, B and C POSITIONS WANTED 
ALUMINUM Executive- fully oapeeneee alt bgp elec. sup- 
$33 goria 1 tix \ yt e ar aa 
ae PW-7246, Elec 1] Whole 
Conpuit Nippte Mec. co. Credit Manager, Wholesale, authorizations 
collectior capable corres; lent aged re 
1455 SPRING GARDEN AVE PITTSBURGH 12, PA. ports seek et olitan New Y } 
PW Ele 1! Wholesa 








September, 1961—ELECTRICAL WHOLESALING 














NEW MFR'S REP. DESIRES 
ADDITIONAL QUALITY LINES 
Many contacts among elect wr esaler 
nd industrials, et f New Jersey, Nort 
At antic rea, and anada. RA 7362 Elec 
trical eat” Ciass Adv Div., P.O. Box 

12, N.Y. 3 N.Y 
Manufacture Agency overing Tennessee Ke 
tucky, Southwestern Virginia, and part N h 
Ca na desires lines that can be d b 
arge industria! and wholesale ac n 
area ontact RA 7173 Elect a Whole 5 
P. ©. Box 12, New York City 36, New York 
ELECTRICAL WHOLESALE STORE | 
| 
1 S | 
‘ j 
' write BO-7133. Electrical Wholesaling 
45 N. Michigan Ave Chicage ii 
SELLING OPPORTUNITIES WANTED 
New England Mfr's Rep complete office 
4 et P ‘ aff 
I wi 
Aggressive mfr's rep. New England would like t< 
: RA “ 
Miami mfr selling to plumbing hardware 
N vr, 


Manufacturers Representatives desires additiona 


Ww 


New England Mfr's Agents: having top lines 
+ 
Wh 
Metropolitan New York 


Aggressive Mfr.’s Rep 
New Jerse ’ 


BUSINESS OPPORTUNITIES 


Wholesale Electrical in Son Fernando area where 


0 ‘ + Ww 


i 


Wholesale 


Arizona 


‘ 


Electrical Supply House in 
f } ‘ Ww 





DON'T FORGET 
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new speed and 
economy for 


wire and 
cable handling 


Advanced REEL-O-MATIC engineering 
now brings big savings in man hours 
and money to wire and cable reel- 
ing, coiling, measuring and cutting 
operations. 


Above is the new, mobile REEL-O- 
MATIC payout unit equipped with ac- 
curate, direct-read footage meter and 
sure-hold floor jock, Enables you to 
eliminate under-cut or over-cut losses. 


Note the simplicity of this power 
rewind and coiling unit, Hydraulic 
jacks quickly raise and position your 
reels, Variable-speed drive and foot 
control produce properly wound coils 
and reels, Fixed or mobile units avail- 
able to meet all reel requirements. 
For full details address Columbia 
Products Co., Wrightsville 3, Pa. 
Phone: Wrightsville 4211, 


“The famous name in Reel- 
Handling Economy” 





ADVERTISERS’ INDEX 


Accurate Mfg. Co. 28 
Ackerman-Johnson Co. 154 
Acme Lite Products Co., Inc. 148 
Advance Transformer 19 
Allen-Bradley Co. 115 
All-Steel Equipment Inc., Raco 

Div. etn oie 4l 
American Biltrite Rubber Co., 

Boston Woven Hose & Rubber 

Div. 
American Steel & Wire, 

Div. of U.S. Steel 
Amprobe Instrument Corp. 

Amprobe Div. 

Cable Tracer Div. 
Anaconda Metal Hose 
Appleton Electric Co. Second Cover 


Auth Electric Co., Ine. 102 


Bell Electric Co. 16 
Benjamin Div. of 

Thomas Industries, Inc. 39 
Blackburn Corp., Jasper 119 
Blackhawk Industries 27 
Briegel Method Tool Co. 94 
BullDog Electric Products Div. 

I-T-E Circuit Breaker Co. 35, 156 
Bussmann Mfg. Co. Fourth Cover 


Carol Cable Co. 17 
Certified Ballast Mfgrs. 51 
Champion DeArment Tool Co. 118 
Chase-Shawmut Co., The 136 
Chester Cable Corp. 5 
tircle F Mfg. Co. 131 
Circle Wire & Cable 

a Subsidiary of Cerro Corp. 2 
Jark Controller Co., The 15 
Olumbia Products, Ine. 16 
tonduit Nipple Mfg. Co., Div. of 

Pittsburgh Nipple Works, Inc. 161 
conduit Pipe Products 

Co. 155, 157, 159 
‘ordomatie Corp. 124 
lornish Wire Co., Div. of 

General Cable Corp. 36, 37 
‘orrosion Reaction Consultants 144 
‘rescent Insulated Wire & 

Cable Co., Ine. 
‘rouse-Hinds Co. 
‘utler-Hammer Ine. 


3 
l 
2 


duPont De Nemours & Co., Inc. 
Duro-Lite Lamps, Ine. 


Electrical Fittings Corp. 

Electrical Wholesaling 

Electrix Corp. 

Electro Compound Co. 

Electromode Div., 
Commercial Controls Corp. 


Frank Advertising Specialties, Inc. 


Fullman Mfg. Co. 
Furnas Electric Co. 


G & W Electric Specialty Co. 
Gedney Electric Co., Inc. 
General Electric Co. 
Lamp Div. 14, 45, 54 
Specialty Lamp Div. 129, 130 
Wiring Device Dept. 135 
Gets-A-Lite Co. 158 
Greenlee Tool Co. 56, 57 


Guth Co., The Edwin F. 123 


Henderson-Hazel Corp. 58 
Heinemann Electric Co. 116 
Holub Ind., Ine. 128 
Hubbell Inc., Harvey 11 
Hunter Div., Robbins & Myers, 

Inc. 103 


Ideal Industries, Inc. 46 


Johns Manville, Dutch Brand 
Div. 147 


Killark Electric Mfg. Co. 100, 101 
Kirlin Co., The 29 


Lightguard Electronic Mfg. Co.., 
Inc. 140 
Line Material Industries 112, 113 


M & W Electric Mfg. Co., Inc. 152 
Miami Cabinet Division, 

The Philip Carey Mfg. Co. 40 
Miller Co., The 
Minerallae Electric Co. 
Modine Mfg. Co. 
Multi Electric Mfg., Inc 


National Price Service 
National Supply Div., 

Armco Steel Co. 
Nelson Electric Mfg. Co. 
Nikoh Tube Co. 


0.Z. Electrical Mfg. Co., Inc. 


Paragon Electric Co., Ine. 
Paranite Wire & Cable Div., 

Essex Wire Corp. 
Pass & Seymour, Inc. 
Phelps Dodge Copper 

Products Corp. 98, 99 
Prescolite Mfg. Corp. 145 
Plymouth Rubber Co., 

Inc. Third Cover 
Porcelain Products Co. 50 


Rawlplug Co. Inc., The 132 
Rees Inc., Mackworth G., Sub- 
sidiary of Avis Industrial 
Corp. 
Republic Steel Corp. 
Revere Electric Mfg. Co. 
Ridge Tool Co., The 
Rome Cable Div. of Aleoa 
Royal Electric Corp. 


Simplex Wire & Cable Co. 

Slater Electric, Inc. 

Sola Electric Co., Div. of 
Basic Products Corp. 

Square D Co. 

Steber Div., Pyle-National Co. 

Steel City Electric Co. 110, 

Steel & Tubes Div. 

Stonco Electric Products Co. 

Sylvania Electric Products 
Ine. 

System Analyzer Corp. 


Thiel Tool & Engineering Co.. 
Inc. 
Thomas & Betts Co., The 
Thompson & Son Co., 
The Henry G. 
Trine Mfg. Corp. 


Union Asbestos & Rubber Co. 
Union Insulating Co. 
U. S. Steel 


Victor Specialties, Inc. 
ViISIrecord, Ine. 


Wadsworth Electric Mfg. Co., 
Inc., The 

Weaver Co., J. A. 

Westinghouse Electric Corp. 
Lamp Div. 

Western Insulated Wire Co. 

Wiremold Co., The 


CLASSIFIED ADVERTISING 
F. |. Eberle, Business Mgr 
SELLING OPPORTUNITIES 161 
BUSINESS OPPORTUNITIES 161 
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1.7 SLIPKNOT PLASTI 


No MORE WASTE — no more 
disappearing leftovers — when 
you use NO. 7 SLIPKNOT 
PLASTIC ELECTRICAL TAPE 

in the FLIP 'N CUT tailored 

to the job! Now .. . because you 
asked for it... the FLIP 'N CUT 
comes in THREE handy sizes — 
30’ — 44’ — 66’ rolls! Your 
Distributor has them right now! 


*HANDIER THAN AN EXTRA HAND! 
That's FLIP 'N CUT®, Slipknot's 
exclusive dispenser-cutter that 
stores, dispenses and cuts the 
finest plastic tape you can buy. 
Ask for it by name! 


PLYMOUTH RUBBER COMPANY, 


QUALITY SINCE 1896 








CANTON 





ee 


n-the-Line or Panel Mounted 





FUSE & HOLDER COMBINATION 


Make new sales—Show customers h 


For GLR and GMF Fuses 


BCE RERLOS 





REDUCE HAZARDS OF EXPLOSIONS, FIRES, 
LEAKAGE OF MOLTEN COMPOUND 


with Proper Fuseing of Individual Fluorescent Fixtures 


Safety demands that fluorescent fixtures 
be protected. 
Heat, which develops if a faulty ballast shorts, can 

result in: 

Molten compound dripping on people, equipment 
and merchandise. 

Gases forming and exploding, seriously injuring 
personnel or damaging stock and equipment. 

Fires starting in ceiling or wall near fixture. 

All lights on the line cutting off, throwing entire 
production lines or departments into darkness. 


Fuseing each fixture isolates fault to one fixture. 

Prevents whole bank of lights from being cut off. 

Maintenance men can easily spot light that is out 
and repair or replace it without disturbing other 


BUSSMANN MFG. DIVISION McGroaw-Edison Cc 


BUSS fuses are made to protect - nof to blow, needlessly. 


BUSS makes a complete line of fuses for home, farm, commercial, 


fixtures. This often prevents ballast failures from 
shutting down a department or production line. 


BUSS fuseholder and fuse combination makes it 
simple and easy to individually protect 
fluorescent fixtures 


BUSS GLR fast-acting type fuses or BUSS GMF 
slow-blowing type fuses are used as a unit in combi- 
nation with BUSS HLR fuseholders. The fuse and 
knob of the fuseholder are in one piece. When a fuse 
blows, the entire fuse knob assembly is replaced. 


Fuses are rated at 300 volts or less making it 
unnecessary to use large dimension fuses to protect 
277 volt fixtures. 

For more selling information—ask your Sales Manaqe) 


fo get you RUSS Bulletin SFH-6 


University at Jefferson, St. Lovis 7, Mo 


FUSETRONY 


TRUSTWORTHY NAMES 
SL OCTaiCat PROTECTION 


HGRA 


electronic, electrical, automotive and industrial use. 





